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WHAT IS THE SECRET OF 
SUCCESSFUL EXPORTING? 

To Keep Your Success, Keep Your Customers and Then 

Add Neuf Ones 

By JOSEPH NATHAN KANE 



If^HAT is the secret of export- 
/^ ing? As a matter of fact, 
is there really a secret? 

Five out of every ten exporters 
with whom I have spoken have 
said that the secret of exporting is 
to get the goods out and the 
money for them into the house as 
quickly as possible. Some have 
merely said, "Get the money!" 
These views on exporting which 
are held by many, are unquestion- 
ably wrong! 

This article is written in an 
attempt to point out a higher 
thought in regard to exporting for 
the benefit of those firms whose 
present policies are dangerous and 
will prove in the future, disastrous. 
The chains of habit are generally 
too strong to be felt until they 
are too strong to be broken, there- 
fore it is advisable to examine 
your policies now! To-morrow 
might be too late ! 

Before offering your merchan- 
dise or your ideas to the foreign 
markets examine them closely, and 
subject them to the acid test of de- 
structive and constructive criti- 
cism. You can do this by putting 
yourself in the buyer's place. 
Would you buy the product you 
are now selling for export if you 
were an importer? No? Then, 
why do you want a foreign buyer, 
a person probably as intelligent as 
you, to purchase it? 

Assuming that you, as a foreign 
purchaser, would buy your own 
product, one of two alternatives is 
apparent: you are either lying or 
you are telling the truth. If you are 
lying, you are fooling yourself. If 
you arc speaking honestly and can- 
didly, two things are possible : 
your product is good or, because 
of long association, you have 
forced yourself to believe it is 
good. If it is good, it may be im- 
proved upon. If you have forced 



yourself to believe it is good, it 
certainly may be improved upon! 

The next question then is to 
discuss from what source to re- 
ceive your suggestions for im- 
provements. The chances are 
that you, knowing only the good 
sides of your product, will be un- 
able to see its flaws. One source 
your competitor will refuse, most 
likely to give you the desired in- 
formation. Incidentally, your pride 
would forbid you from seeking his 
advice. From whom can you get 
the desired information? 

The secret in exporting and the 
answer to the above question, is 
the customer, with a capital C. 
Solve the customer, make him 
solve you, and you have discovered 
the main secret of the export 
game. 

It has been said that this would 
be a much better world if we were 
all as free with assistance as we 
are with advice. This does not ap- 
ply to your export customer who, 
as a rule, take special interest and 
great pride in American manu- 
factured articles. Ever since in- 
ternational commerce began there 
has been a strong bond of fellow- 
ship between the foreign . pur- 
chaser and the American manu- 
facturer. At times greatly strained 
relations have lessened the fellow- 
ship, but now the American is 
again in his glory. Suggestions of- 
fered by export buyers should be 
greatly appreciated as you will see 
from the following story. It is 
not out of place to state that if a 
man really wants your goods he 
will suggest how to improve them, 
if he does not want them he will 
send you no suggestions, instead 
he will stop ordering. 

Several years ago two rival New 
Orleans confectioners decided to 
enter the South and Central Amer- 
ican candy field. , Bc^Ji fir' 
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manufactured the same grade of 
candy which they sold at the same 
prices in the same markets to the 
same customers. Both firms main- 
tained large export departments' in 
order to secure their share of the 
export business. The two manu- 
facturers were progressing equally 
in the export field until the War 
Trade Board decided to prohibit 
the exportation of candy, and the 
Government demanded a liberal 
percentage of their output for the 
army in France. This action com- 
bined with the domestic sugar 
shortage practically put these firms 
out of the export market. 

The larger of these concerns 
disbanded their export department 
and placed their employees at 
other tasks in the factory; the 
other firm, the smaller one, which 
we will call Smith & Company, 
adopted different tactics. They 
summoned the employees in this 
export department and explained 
to them the situation which pre- 
vailed at that time, and then asked 
their employees for suggestions. 
The best suggestion received, 
which by the way was the simplest, 
was that, instead of disbanding 
the department as their competitor 
had done, they develop a firmer 
held upon their clients through 
correspondence and institutional 
advertising. The idea was imme- 
diately accepted and on the follow- 
ing day an explanatory letter re- 
garding the affairs of the candy 
industry in the United States was 
sent to all their foreign clients. 
Each custon^er was told of the 
stringent Government Sugar Con- 
servation Laws, of the scarcity of 
labor, of the heavy demands made 
upon the confectioners by the 
Government, etc., and were given 
to understand that even though 
Smith & Company was unable to 
ship until the embargo was lifted, 
it was nevertheless, planning for 
future trade. The letter ended by 
virtually begging for suggestions 
for increasing its future trade and 
its products, and even went so far 
as to offer a prize to the mer- 
chant who submitted the most use- 
ful one. 

The fruits of this campaign 
ATcre very successful as a real 



handshake seemed to be mani- 
fested in every letter containing a 
suggestion. A good spirit and 
feeling, too valuable to estimate in 
dollars had been created. A real 
brotherhood had been created be- 
tween buyer and seller! 

Many of the suggestions were 
practical. The best idea received 
and one that may apply in other 
businesses as well is herewith out- 
lined in detail: 

Smith packed his candies in one 
hundred pound cases, each case 
containing twenty-five pound tins 
of a candy. In order for a jobber 
to receive ten different kinds of 
candy, it was necessary to order 
one thousand pounds, that is ten 
cases, each containing one hundred 
pounds. This candy, in turn was 
sold in case lots to the retailer 
who was compelled to purchase a 
solid case, a hundred pounds of 
one kind of candy. As this was a 
large quantity of one kind of 
candy for a small store, the re- 
tailer bought very seldom and only 
when the demand was unusually 
great. As the jobber's sales de- 
pended directly upon the retailer's, 
the jobbers only purchased when 
he had received a definite order, 
and would not carry any candy on 
his own account as it was subject 
to weather conditions. The result 
was that only a comparatively 
small business was entertained. 

A jobber in Bogota, Colombia, 
suggested the following: Instead 
of packing one hundred pounds of 
one kind of candy in a case, pack 
ten pounds each of ten different 
varieties. The size of a case, the 
number of pounds, etc. would be 
identical with the previous case, 
with the exception that the con- 
tents were assorted. This sugges- 
tion was immediately accepted, for 
it merely involved a little extra 
labor in packing each case, while 
the results derived from this sug- 
gestion were worth many times 
the value of the prize which was 
sent to the man whose suggestion 
it was. 

This new style packing enabled 
each country store to purchase one 
or two cases monthly where they 
had previously only ordered one 
case every three or four months. 
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Smith's sales increased ten fold 
due to this suggestion. 

Another scheme accepted was 
to sail a one kilo tin in addition 
to the existing five pound tin. The 
reason was that every family- 
could aflFord to purchase a one 
kilo tin while comparatively few 
would purchase the five pound tin. 
This seemingly simple, yet valu- 
able suggestion placed Smith & 
Company's products before a 
greater amount of people. 

Make hay then while the sun 
shines and you won't be apt to 
be in trouble when it rains. As 
we only are interested in progres- 
sive firms, we will not discuss 
what happened to Smith's com- 
petitors who allowed a golden op- 
portunity to pass by unheeded. 

If your export sales are not in- 
creasing there is a reason. Pos- 
sibly you're it Increase your 
sales by making use of your 
friendship with your accounts. 
This may be done simply. Keep 
your client interested in you. To 
do this be interested in him. 
Wish him a Merry Christmas. 
Thank him for his order. Keep 
him on the credit side of your 
books. Pay particular attention to 
him, for he can buy elsewhere. 
Briefly, the secret of exporting is 
the customer. To keep your suc- 
cess, keep your customer. 



PUTS NEW STEAMERS IN 
SERVICE 

The International Freighting: Corpo- 
ration, 170 Broadway, has placed two 
steamers in the River Plata service and 
a steamer to Brazilian ports. Three 
steamers have been placed in the service 
to French Atlantic ports and more ton- 
nage will be added as business condi- 
tions warrant. 

DEATH OF MR. WENTWORTH 
TUCKER 

Exporters and manufacturers will 
regret to learn of the death of Mr. 
Wentworth Tucker from pneumonia at 
his home, at 139 E. 66th St., New York, 
on Saturday, September 13. Mr. Tucker 
was until recently connected with the 
New York office of the War Trade 
Board and as such became well known 
throughout the export world. 

JACOB BLOOM ELECTED TREAS- 
URER OP BANK OF AMERICAS 
At a meeting of the Mercantile Bank 
of the Americas, 44 Pine St, Mr. Jacob 
Bloom was elected treasurer of the or- 
ganization. 



AMERICAN BANKS IN BELGIUM 

Harry T. Collins, trade commissioner 
at Brussels, has reported that the fol- 
lowing American Banks have estab- 
lished branches in Belgium: 

American Foreign Banking Corpora- 
tion of New York, 52 Rue des Colonies. 
Brussels; manager, Edgard Molitor. 

Guaranty Trust Company of New 
York, 158 Rue Roy ale, Brussels; man- 
ager, Edward de Lima. 

National City Bank of New York, 
1 Rue Brialmonte, Brussels; manager, 
Paul Grosjean. 

These banks have all been opened 
within the past three months. The 
National City Bank is establishing a 
branch at Antwerp, 2 Longue Roe de 
THopital. 

The American Express Company has 
greatly enlarged its banking facilities 
and has moved to a central location in 
the city of Antwerp, 87 Place de Meir; 
manager, Achille Duplat. A branch 
will be opened in Brussels in the near 
future. All of these banking establish- 
ments are organized and e<]uipped pri- 
marily to assist in developing commer- 
cial relations between the United States 
and Belgium. 

TO INVESTIGATE ADVERTISING 
CONDITIONS ABROAD 
J. Roland Kay, of the international 
advertising agency of that name, whose 
main office is in Chicago, has left for 
Europe to study advertising conditions 
there. He will visit England, France 
and Spain. 

CONSUL AT MADAGASCAR 
REACHES NEW YORK 

James G. Carter, American consul at 
Tananarive, the capital of Madagascar, 
has arrived in New York for a short 
visit. While here he may be reached 
in care of the Bureau of Foreign and 
Domestic Commerce, Custom House 
Building. 

NEW CORPORATION ORGANIZED 
IN SOUTH AFRICA 
In order to foster industrial under- 
takings in South Africa, there has just 
been organized the National Industrial 
Corporation, Ltd. Men prominent in 
the corporation are leading financial, 
mining and business men in South 
Africa, and the new venture is also 
sponsored by the National Bank of 
South Africa. The present capital is 
£500,000, but the directors have the 
power to increase this up to £2,000,000 
without consulting stockholders. The 
corporation will make long time loans 
or will subscribe capital to approved 
business either to aid in developing new 
industries or to expand going concerns. 

BETTER STREETS FOR SANTIAGO 

The city of Santiago, Chile, needs con- 
crete roads. Only the principal streets 
in which traffic is the heaviest are well 
paved. To remedy the situation and to 
offer work to thousands of Chileans who 
are idle the municipality of Santiago has 
voted bonds to the extent of 10,000,000 
pesos ($2,000,000 American gold) tor 
the construction of concrete roads t 
cover many new streets of the city th 
need imorovemenf 



TO THE FAR EAST ON BUSINESS 

An Extensive Ilmetary for the Salesman With a 
Summary^ of Its Cost 



/^NE of the most troublesome 
^^ features confronting the ex- 
port salesman, particularly one 
who is going abroad for the first 
time is the proper arrangement of 
his itinerary so that he can make 
the most out of his trip. In 
Europe this has been compara- 
tively simply, owing to the facilities 
offered, Iwit in the Far East where 
time is reckoned in terms of weeks 
rather than days the problem be- 
comes v^istly more complicated. 
Thus, the missing of a steamship 
may mean a wait of two or three 
weeks in enforced idleness in some 
locality whose business possibili- 
ties the salesman has already ex- 
hausted. The war furthermore 
worked its process of disorgani- 
zation even in the Orient, the re- 
sult being the taking off of steam- 
ship lines and trains, so that even 
an old hand at the game was often 
caught unawares. 

Now that peace is almost a fact, 
so-called trade routes have once 
more been established, so that now 
an itinerary can be calculated with 
a fair degree of certainty. The 
following summary, therefore, 
prepared by Trade Commissioner 
Fowler in a report to his depart- 
ment is of timely interest and 
should prove of value not only 
to the salesman setting out for the 
Far East on his maiden trip, but 
also to the old-timer whose pre- 
vious knowledge was subject to 
revision as a result of the war : 

The best time to leave the 
United States on a business trip 
to the Far East, states Mr. Fow- 
ler, is the late summer, in time 
to arrive in China about the first 
of October, but April, May, and 
June are almost equally fine in 
most parts of northern Asia, and 
the China trip may be made with 
comfort after leaving the tropics 
if it is more convenient. If some 
time is to be spent in Japan, an 
earlier start should be made, so 
as to leave for the south by the 
first of December. Favorable 



business conditions do not, how- 
ever, always synchronize with fa- 
vorable climatic conditions, and 
the business man who expects to 
sell his wares should consult his 
bankers and export agent to learn 
the state of the silver market in 
relation to his exports. He should 
also study the tariffs and the re- 
strictions on imports in all the 
countries he intends to visit. 

At the present time steamship 
reservations are difficult to make. 
Sailing lists and possible reserva- 
tions may generally be had by ad- 
dressing the following companies 
operating steamships on the Pa- 
cific: San Francisco — the Pacific 
Mail Steamship Co., the China 
Mail Steamship Co., the Matson 
Steamship Co., and the Toyo Ri- 
sen Kaisha; Seattle — the Admiral 
Line, the Nippon Yusen Kaisha, 
and the Osaka Shosen Kaisha; 
Vancouver — the Canadian Pacific 
Ocean Services Co. 

The hotels of the Orient at 
present are full to overflowing and 
some of the most popular ones are 
refusing to book accommodations 
in advance, especially in the 
tropics; but it will always be an 
advantage to have reservations re- 
quisitioned some time in advance 
and by cable from the last port. 

Travel in Japan offers no difii- 
culties whatever to experienced 
travelers. Heavy baggage not 
needed ashore should be sent on 
the steamer to Kobe to be picked 
up on leaving the country. 

Regular sailings of passenger 
steamers are maintained between 
Kobe and Tientsin until the ice 
forms, generally in December, but 
the most convenient route is 
across the Sea of Japan by "ferry" 
from Shimonesaki to Fusan in 
Korea and thence by rail to Tient- 
sin, via Mukden, where a change 
is made to the Peking-Mukden 
Railway. 

The principal cities in North 
China where business can be done 
with foreign business organiza- 
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tions or with English-speaking 
Chinese are: Changchunfu and 
Mukden, in Manchuria, Tientsin 
and Peking, in Shihili, and Wei- 
haiwei, Qiefoo, Tsinan, and 
Tsingtau, in Shantung. Hankow 
and its sister cities, Hanyang and 
Wuchang, may be reached by rail 
from Peking (four hours from 
Tientsin) in a little over a day or 
by one of the several competing 
lines of steamers sailing from 
Shanghai in from two to three 
days. 

Shanghai is three days by sea 
and 36 hours by rail from Tientsin. 
Some of the steamers call at Che- 
foo and Weihaiwei en route, but 
often the steamers have to wait 
several days to get over the bar, 
and the surer way to keep on a 
schedule is to go by train, which 
makes possible a stop-over at 
Tsinan and a side trip by rail to 
the port of Tsingtau. 

Most of the big houses of China 
have either their head offices or 
important branches in Shanghai, 
and its easy access by rail or 
steamer to its enormous hinter- 
land makes it the most important 
commercial center in the Orient. 
Nanking, Chinkiang, Soochow, and 
Hangchow are within easy reach 
by rail, and Ningpo can be reached 
by steamer within 12 hours. 

Three treaty ports — Foochow, 
Amoy, and Swatow, on the coast 
between Shanghai and Hong- 
kong — ^may be worth a visit, as 
there are important branches of 
some of the large import and ex- 
port houses there. Many steamers 
call regularly at these ports, and 
there is no difficulty in getting 
transportation, such. as it is, but 
hotel accommodations are very 
poor or even entirely lacking, and 
it may be necessary to stay aboard 
the steamer at night. 

Leaving Shanghai about the 1st 
of December, the severe cold of 
North China is avoided, and the 
Tropics are reached at the most 
favorable time. Hongkong, situ- 
ated just at the edge of the 
Tropics, is the collecting and dis- 
tributing point for one of the 
wealthiest Provinces of China, and 
contact can be had there with all 
the business organizations of the 



interior, although many of the 
hongs (companies) have branches 
in Canton, and a visit there may 
be necessary. Several lines of 
steamers run to that city, and the 
accommodations are very good. 
These steamers leave Hongkong 
during the evening and arrive in 
Canton early next morning. It is 
often possible to transact business 
and return to Hongkong by the 
same boat; but if it is necessary 
to remain over, there is a hotel 
for the accommodation of visitors. 

Travelers intending to visit the 
Philippine Islands may reach 
Manila most conveniently from 
Hongkong, providing they are 
fortunate enough to get a steamer 
that offers good accommodations. 
During the war two very small 
steamers have been retained on 
this run, making the passage in 
three days, but the accommoda- 
tions are very unsatisfactory. De- . 
cember, January, and February 
are the comparatively cool months 
in the Philippine islands and are 
the best months for interisland 
travel. Manila, Iloilo, and Cebu 
are the principal ports of entry, 
but many business men find it 
necessary to visit other towns. If 
an intensive campaign is planned 
for the smaller towns, a knowl- 
edge of Spanish will be found to 
be necessary, although much Eng- 
lish is spoken. 

The best way to reach Haifong 
and Saigon is by the French 
mail steamers leaving Shanghai 
and Hongkong monthly. These 
steamers make reservations for 
their people sailing from the for- 
mer ports through to Europe and 
can provide accommodations that 
far, but the problem here is how 
to get out of the country. If it is 
intended to return to Hongkong, 
the problem is comparatively sim- 
ple, as small steamers ply the 
coasts between these ports; but if 
it is desired to go to Sinapore, it 
may be necessary to take "deck 
passage." This is not so much of 
a hardship as it would seem, as 
many people sleep on deck in the 
tropics by preference. It is but 
two days from Saigon to Singa- 
pore. Haifong and Hanoi, the 
capital, in the nprjth and Saigon 
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in the south, arc the only ones 
that will interest the American 
business man. French is the lan- 
guage used in the larger business 
transactions and Anamite and 
Chinese in the retail trade, al- 
though the managers of most of 
the large business houses speak 
English. 

Sinapore, Straits Settlements, is 
located at the crossroads of 
Asiatic waters and steamers from 
all parts of the Orient must call 
there either en route or to get the 
cargo that constantly flows in 
from all parts of the Malay archi- 
pelago. It is difficult to get pass- 
age to this port on any of the 
through liners or to make arrange- 
ments for passage in advance on 
any of the smaller steamers, but 
passage is available every few 
days from Hongkong, for men 
traveling alone on the freighters. 
The accommodations are poor and 
sometimes the charges are exces- 
sive. 

The immediate hinterland of 
Singapore is the Malay Peninsula, 
comprising the Straits Settlements 
and the several federated and pro- 
tected Malay States. The impor- 
tant commercial towns besides 
Singapore are Penang, a very 
promising commercial city on the 
Strait of Malacca, Kuala Lumpar, 
the capital of the Federated Malay 
States, and Ipoh, the center of the 
tin-mining district. If it is in- 
tended to visit Bangkok, the capi- 
tal of Siam, and Medan, in Su- 
matra, this can be done most con- 
veniently from Singapore as a 
base. 

The train leaves Singapore at 
7 o'clock in the evening and at 
Woodlands, about an hour out, the 
passengers are transferred by 
ferry to the mainland, where they 
board a train equipped with a 
diner and sleeping cars. Kuala 
Lumpar is reached at 7 o'clock the 
next morning, Ipoh at 1 in the 
afternoon, and Penang at 7:30 in 
the evening. Representatives of 
local houses are constantly can- 
vassing the trade of the smaller 
towns, but they all speak Malay, 
a language that is indispensable 
throughout British Malaya and the 
Netherlands East Indies unless 



business is conflned to the foreign 
houses almost exclusively. 

The trip to Penang can be made 
more comfortably on one of the 
steamers of the Straits Steamship 
Co. which leave Singapore three 
afternoons a week and arrive at 
Penang the second morning fol- 
lowing. 

The trip to Bangkok, Siam, can 
be made either by steamer or rail 
from Singapore, but the steamer 
trip is much preferable in point 
of comfort and time. A regular 
weekly service is maintained be- 
tween these two ports with Satur- 
day sailings, arriving at Bangkok 
the following Wednesday. Trains 
leave Singapore via Penang on 
Mondays, Wednesdays, and Satur- 
days, but Monday's train is badly 
equipped. The trip takes five days 
and involves a stop-over of nearly 
a day in Penang, a night at Alor 
Star, the capital of the protected 
Malay State of Kedah, and a night 
each at the Siamese villages of 
Tung Song and Chumphon. The 
accommodations at the so-called 
rest houses are reputed to be very 
poor. 

It is advisable when visiting any 
part of the Netherlands East In- 
dies to buy a return ticket, which 
is good for six months. This ob- 
viates the necessity of paying the 
30 guilder (about $12) head tax 
imposed on persons entering to 
take up their residence in the is- 
lands and sometimes passes cam- 
eras and other valuable impedi- 
menta through the customs free 
of duty. Firearms should be left 
in the Straits Settlements or with 
the customs officials. 

Medan, in Sumatra, is the cen- 
ter of a great tobacco and rubber 
growing district and is connected 
with its seaport, Belawan Deli, by 
rail. Several steamers ply be- 
tween Singapore and "Belawan" 
and Penang and "Belawan," but 
the best service is maintained by 
the Dutch subsidized company, 
Koninklijke Paketvaart Maats- 
chappij, familiarly known as the 
K. P. M. The K. P. M. steamer 
leaves Singapore every Monday 
afternoon and arrives at Belawan 
Deli the next afternoon. Another 
leaves Penang on J^^rd^og^^- 
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Don't Experiment in Foreign 
advertising— To Do So is too Cosdy 




jN the days when in- 
dustry was in its in- 
fancy and sales were 
strictly localized, ad- 
vertising was a simple problem. 
The street-crier was the voice 
of the manufacturer — and he 
served his purpose. 

To-day American manufac- 
turers are no long- 
er content with lo- 
calized sales. The 
street-crier has had 
his day. Interna- 
tional Advertising 
has become the 
voice of the manu- 
facturer. 

But to have his 
voice carry effec- 
tively his advertising should 
be handled judiciously with the 
same amount of thought and 
study as devoted to his do- 
mestic campaigns. There are 
many complications involved 
and to experiment is costly. 
The selection of media; local 
habits, customs, complication 
of languages, tariff; publish- 
ers' rates, and space limitations 
are problems that only special- 
ists with long experiqiice and 



branch offices abroad can solve 
successfully. 

For fifteen years the J. Ro- 
land Kay G)., with branch 
offices in all parts of the world, 
has planned and supervised 
foreign advertising campaigns 
for America's most prominent 
national advertisers. To-day 
you will see the 
advertisements of 
American Auto- 
mobiles, Tires and 
Rubber Goods, 
Firearms and Am- 
munition, Corsets, 
Soap, Machinery, 
Tractors, Fountain 
Pens, appearing in 
practically every 
civilized country, involving 
fourteen diflFerent languages. 

We invite correspondence 
with manufacturers who are 
convinced of the need of a 
specialized service on foreign 
advertising, who are convinced 
of the need of the same com- 
mon sense advertising policy 
in connection with foreign 
sales as with domestic sales — 
who know that to experiment 
is unwise. 
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noons and arrives the next morn- 
ing at Belawan. 

The K. P. M. operates a fleet 
of some 100 vessels, most of 
virhich are on the interisland runs. 
Those sailing between Singapore 
and Batavia leave eveiy Friday 
afternoon and arrive at Tandjong 
Priok, Batavia's port, early Sun- 
day morning. The "Old Town" 
of Batavia is about 5 miles from 
the port and is the headquarters 
of most of the big business or- 
ganizations of the Netherlands 
East Indies. It is a hot place, and 
even in Weltevreden (another 
part of Batavia), with its wide 
avenues and spacious gardens, the 
heat is intense, although the ther- 
mometer does not show a high 
temperature in the shade. Like 
most parts of the oriental tropics, 
however, the nights are usually 
cool enough to make a good 
night's rest possible, and the prox- 
imity of the mountains provides 
heat becomes unbearable. 

Batavia is the capital of the 
Netherlands East Indies, and as 
was said before, the colonial head- 
quarters of many of the big busi- 
ness houses of the country. A con- 
siderable stay in the capital may be 
necessary on first visiting Java in 
order to get a view of business in 
its larger aspects and to meet the 
. men who direct it. 

Three lines of railways connect 
Batavia with the interior of the 
island, and two of these join some 
distance east to make the trunk 
line which extends the full length 
of the island. Trains do not run 
at night, so it is necessary for 
passengers to break their journey 
in traveling to Soerabaya or Sam- 
arang, the second and third most 
important cities of the colony. 
Two express trains leave Batavia 
daily, one at 7 in the morning and 
the other at 2 :30 in the afternoon. 
The morning train runs through 
to Djokjakarta, considerably over 
half the distance, arriving there 
at 5 o'clock in the afternoon and 
continuing its run at 6 o'clock in 
the morning, arriving at Soera- 
baya at 1 o'clock. The other com- 
' *es its first day's run at 7:30 
e evening at Bandoeng, in the 
and leaves the next morning 



at 6 o'clock, arriving at Soera- 
baya at 7:30 in the evening. A 
branch line runs from Djokjakarta 
to Samarang on the north coast 
of the island, arriving at the lat- 
ter place at 10 a. m. 

Travel by train in Java is not 
luxurious, and business men mak- 
ing the through trip to Soera- 
baya usually prefer to go by the 
K. P. M. steamers, which offer 
considerable comfort and take 
little more time for the journey. 

Soerabaya is the collecting and 
distributing point for all the is- 
lands east of Java and for south- 
ern and eastern Borneo, with the 
exception of some direct ship- 
ments from Macassar, in the 
Celebes. Besides this great pro- 
ducing area it serves nearly half 
of the thirty or more millions of 
Java's population. In point of 
tonnage entered and actual prod- 
ucts handled, it is easily the first 
port in the colony, and for this 
reason it is a most important 
point for the American business 
man to study. 

Samarang, on the north coast 
of the island, taps important rub- 
ber, sugar, and tobacco districts. 
Macassar, the port for the island 
of Celebes and neighboring is- 
lands, has been gaining consider- 
ably of late as a port of entry. 
The recent investment by the 
Standard Oil Co. of a large sum 
of money in a plant for the stor- 
age of bulk oil there and the erec- 
tion of one of the largest coco- 
nut-oil mills in the Far East in- 
dicate its growing importance. 

Business men intending to travel 
extensivtly in the out-of-the-way 
districts should consult the agent 
of the K. P. M., at Singapore, and 
take his advice in arranging an 
itinerary, as the steamship ser- 
vices, while scientifically worked 
out, are very complicated, and 
much time may be saved in this 
way. 

Cotton or silk clothing is worn 
almost exclusively in the tropics 
and is surprisingly cheap in China 
or Singapore. Good cotton suits 
can be made to order within two 
days at Hongkong or Singapore 
for less than seven American dol- 
lars. Six suits, six B. Vw^D^imlon^ 
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sutts, six cotton or silk shirts, two 
pairs of white canvas shoes, a sun 
helmet, and the usual accessories 
make a very useful outfit. Wash- 
ing can be don^ cheaply and 
quickly at all the cities visited. 

An eight months* trip covering 
the territory described will cost in 
the neighborhood of $3,600 to 
$4,000. This will not include any 
amount of entertaining, any of the 
automobile bills that are almost 
unavoidable, nor telegraphic ex- 
pense, but will pay for the best in 
hotels and transportation. This 
figure is arrived at as follows: 
Cost of trip out to Yokohama, 
S500; 26 weeks, at $100 per week, 
$2,600; cost of trip from Yokoha- 
ma to New York, $560. , 



TO PUBLISH EDUCATION. 
AL SERIES FOR FOR- 
EIGN TRADE 

Bureau of Foreign and Domestic 

Commerce Will Specialize in 

Literature on Subjects 

cj a Specific Nature 

AY/ITH the publication of "Sell- 
^^ ing in Foreign Markets" by 
Dr. Guy Edward Snider of the 
College of the City of New York, 
the Bureau of Foreign and Do- 
mestic Commerce is starting a 
new movement in education for 
foreign trade. The keynote of 
this is the unit short course deal- 
ing with some specific phase of 
the subject in a detailed and con- 
crete manner. 

The Bureau of Foreign and 
Domestic Commerce, in coopera- 
tion with the Federal Board for 
Vocational Education, is extreme- 
ly desirous of havin*^ introduced 
into evening schools and other 
educational institutions, including 
reading circles, a type of foreign- 
trade study that will be more in 
the nature of a course in medicine 
than a course in hygiene, as has 
been the case in the past. That 
is, in order for a person to master 
siifficient details of the profession 
of exporting, a single course of 
reading, or a single volume, is in- 
sufficient just as a course in hy- 
giene does not make one a physi- 
pian. The first and fundamental 



basic course in a series of studies 
covering perhaps two or three 
years is the problem of sales chan- 
nels or how goods can be mar- 
keted abroad. The text for such 
a reading and study course is sup- 
plied by "Selling in Foreign 
Markets." 

In press is the second one of 
the foundational courses, called 
"Paper Work in Export Trade," 
which will deal with the impor- 
tant forms and documents used 
in the shipment of an order of 
goods abroad. The groups of 
studies covering the tedinique or 
routine of exporting are built up- 
on these two volumes. Literature 
is available for most of the other 
subjects, such as the movement of 
commodities in world's commerce, 
foreign exchange, principles of 
transpK>rtation, ports and terminal 
facilities, foreign correspondence, 
advertising abroad, and numerous 
others. This entire group, which 
may be called Group I, has to do 
with routine matters. Group II, 
in any curriculum of foreign 
trade-study, has to do with de- 
tailed study of commercial areas. 
The study outlines with reference 
readings for these will be pub- 
lished in the near future. Group 
III comprises the languages, 
French and Spanish in the lead, 
and such other languages as may 
be required in the area with which 
the student or the export mer- 
chant is particularly concerned. 

"In all cases where shipments 
are sent into export and this re- 
gulation has not been complied 
with, the tax will be collected, but 
the person paying the charges for 
the freight may seek a refund." 

P. A. TIMMERMAN LEAVES FOR 
EUROPE 
Paul A. Timmerma% repreaentinff 
the Export Steamship Corporation, 0? 
Exchange Place, has left for Russia, 
where he proposes to establish agencies 
for the disposition of American com- 
modities. He will spend the month fol- 
lowing his arrival in the Black Sea ter- 
ritory building up trade in the Levant. 

NEW COMPANIES INCOR- 
PORATED 

The incorporation of the Tokstad & 
Co.. Inc., exporters and importers, 
th * * ' * ' * 



with a capital of f750,000, and of the 
Northern Steamship Co. with capital 
•mounting to $l(»X)0O^ h^^g^ J^ 



tmountmg 
nounced. 
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PARCEL ' POST SERVICE on retail sales, estimat- 

WITH THE PAR EAST ing that sales amount to 

Packages up to Eleven Pounds J^^'^ ^'JT ' V i: ■■ ' ^'^ 

May Now Be Sent to Most . ^„^%S^'- ^*'^^"' *^'^ ,«„«« 

Countries in the Orient Stamp^xeVon^eUil Vales ^^"^ 

PARCEL post services to the of $15,000 at 5 mills an- 

* Far East are now in opera- nuaJly 75.00 

tion to British India (including Municipal taxes, consid- 

French India), China, Hongkong, ering the business as 

Japan, The Netherlands, East In- fifth class 50.00 

dies, and Siam. There is a do- 60 per cent. Federal tax 

mestic parcel post service in op- on $50 30.00 

eration between the United States Water at $2.50 monthly, 

and the United States Postal one year 30.00 

Agency at Shanghai, China, un- Electric lights 120.00 

der the postage rates, conditions. One telephone 53.80 

and classification applicable to Rent of building 900.00 

the domestic parcel post service. Interest on a capital of 

To China, Hongkong, Japan. $25,000 at 12 per cent. 

The Netherlands East Indies, and annually 3,000.00 

Siam, the postage rate is 12 cents Salaries of office and 

a pound up to a weight limit of 11 store employees, includ- 

pounds for each parcel. ing salary of manager.. 7,800.00 

To British India, in addition Minor expenses, such as 

to the postage rate o! 12 cents a paper, stationery, office 

pound, there is a transit rate for fixtures 142.20 

each pound or fraction thereof 

which is paid to Great Britain for Total $13,000.00 

services rendered as an interme- Taking 25 per cent, as a basis of 
?iI7* . V ^ 1' • profit on the cost price of the mer- 
The various observations, limi- chandise, it would require annual 
tations, and prohibitions a^plica- g^les amounting to $75,000 to ob- 
ble to the parcel post service to ^ain a net income of $5,750, not 
the countries named arc set forth counting the $3,000 which the cap- 
under appropriate headings m the j^a, ^0^14 ^r„ at 12 per cent. 
Umted States Offiaal Postal Guide j^ ^^^ estimate of expenses arc 
for 1919, commencing at page 161 ^^^ included the taxes on whole- 

^"^1.^)?" . "/c.^.P^??«: • 1 ID . sale transactions, which, it is pre- 

The United States Official Post- 3^^^^ ^^^e paid by the purchaser, 

al Guide may be consulted at any ' ^ 1_ ^ 

United States post office or post h h harvby TO EUROPE ON 

office station and also may be pur- BUSINESS 

chased from the Post Office De- H. H. Harvey, president of the D. 

partment ^rt^??.^;^' a'i^'Sr^ '^2 l?.\'« 

A17AT"P I>"Pr\"I?T'r TM TUfT?VTPO sailed for Europe, where he will make 

FAIR PROFIT IN Mi2«AiL.U ^ thorough survey of shipping condi- 

Sales Amounting to $75,000 Would tions. 

Yield a Net Income of $5,750 special rules on parcel 

A BUSINESS man of Guaymas ,,«>" TO BELGIAN CONGO 

A recently furnished the follow- bS^ S,farTdSirT5'o'n *^aU1S 

ing estimate of the annual ex- up to a weight limit of il pounds will 

penses connected with the conduct !>« accepted. for transmission to places 

r - -«. .^^^4.:i^ i>....:*«^»« «r:*.u « in the Belgian. Congo under the con- 

Of a mercantile business with a ^itions applicable to parcels addressed 

capital of $25,000. for delivery in Belgium. 

State taxes on the busi- la addition, however, to the postage 

•.^«« «* Q ^^^ «^«* *.« ""ate of 12 cents a pound, or fraction of 

neSS at 8 per cent an- ^ pound, senders will ^e required to 

nually $200.00 pay a transit charge of 20 cents for 

60 Der cent Federal tax e?ch parcel, regardjess of weight, this 

tax on State tax 120.00 ^fe'f| '?o'\S?c5r'«o|XV^'.irT 

State taxes of 2 per cent. stamps to pay postage. ^ - . 
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J A R D I N E 
MATHESON 
^ CO., LTD. 

Merckants, Impprters and 
. Exporters 

Snipping and Insurance Agents 
HEAD OFFICE: HONGKONG 

Bnnclica in all tke Treaty Porta ot CLina, in Japan and 
New York, U. S. A. 



SHIPPING 
GENERAL MANAGERS: 

Indo-China Steam Navigation 
Co.. Lt<L 

MANAGING AGENTS IN THE 
EAST FOR: 

Th« Waterhoute Steamihip 
Lines. 

AGENTS: 

The Royal Mail Steam Packet 

Co., owners of the "Shire" 

Line of Steamers. 
The "Glen" Line, Ltd. 
British India S. N. Co., Ltd. 
Western Australian Steam Nay- 

igation Co., Ltd. 
Astatic Steam Navigation Co., 

Ltd. 

INSURANCE 

GENERAL AGENTS: 

Canton Insurance Office, Ltd. 
GENERAL MANAGERS: 

Hongkong Fire Insurance Co., 
Ltd. 

AGENTS: 
Alliance Insurance Co., Ltd. 
Triton Insurance Co., Ltd. 
Eastern Insurance Co., Ltd. 
Guardian Assurance Co., Ltd. 
Queensland Insurance Co., Ltd. 



GENERAL 
GENERAL AGENTS: 

China Sugar ReBning Co., Ltd. 
GENERAL MANAGERS: 

Hongkong Ice Co., Ltd. 

AGENTS: 

Ewo Cotton Spinning & Weav- 
ing Co., Ltd. 

Kung Yik Cotton Spinning & 
Weaving Co., Ltd. 

Yangtszepoo Cotton Mill, Ltd. 

Shanghai and Hongkew Wharf 
Co., Ltd. 

Shanghai Dock & Engineering 
Co,. Ltd. 

Bombay-Burmah Trading Cor- 
poration Co., Ltd. 

Nobel's Explosives Co., Ltd. 

Merrywcathcr & Sons, Ltd. 

British and Chinese Corporation, 
Ltd. (Joint Agents). 

New York Lubricating Oil Co. 

National Gas Engine Co., Ltd. 

W. & T. Avery, Ltd. (Scales). 

Linotype and Machinery Co., 
Ltd. 

Audinet Lacroix Co. (Lyons). 

Evinrude Motors. 

Malabon Sugar Co., Ltd. 
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LABOR UNREST AND FOR- 
EIGN TRADE 

THE strike among the steel 
workers is but a larger mani- 
festation of the labor unrest which 
has expressed itself in an appalling 
number of strikes during the last 
few months. Generally the goal 
of the strikers was higher wages 
to meet the ever increasing cost of 
living, but frequently coupled with 
this was a demand for shorter 
hours. The result to the employer 
meant, higher labor costs and de- 
creased production. It is pertin- 
ent at this time to inquire what its 
effect may be on our foreign trade. 
Fortunately, we have in Great 
Britain an example of what the 
fruits of a policy of this kind will 
lead to English labor has pro- 
ceeded on the theory that the 
greater the restriction in output — 
through short hours — the greater 
the number of men to be em- 
ployed, and therefore the greater 
the prosperity for all. What it 
overlooked, however, was that re- 
stricted production meant profits 
so small as to leave little room 
for wage increases. The result 
has been underpaid labor and poor 
working conditions. True, the 
Government sought to alleviate 
conditions, but their method of 
granting unemplojmient and old 
age pensions has had a tendency to 
encourage unemployment rather 



than fostering the laboring man 
in a desire to work. 

As applied specifically to foreign 
trade, England now finds herself 
in the position of trying to sell 
goods abroad in competition with 
other nations when her labor costs 
have enormously increased with no 
compensating increase in produc- 
tion. With us while the war did 
bring about an enormous increase 
in productive activity, which was 
reflected in bur export figures. We 
are now showing a disposition to 
fall into England's error. And it 
cannot fail to have a marked ef- 
fect on the future of our export 
trade. 

It is not our intention to de- 
part from the well-known slogan 
of the laboring man — A fair wage 
for a fair day's work. Certainly, 
however, if we are to hold our 
own in the markets of the world, 
we cannot afford to decrease pro- 
duction while adding at the same 
time to our labor costs. 



A DEFINITE PLAN FOR 
FOREIGN TRADE 

THE annual convention of the 
* American Manufacturers Ex- 
port Association which is to take 
place at the Waldorf, beginning 
October 16, will assemble under 
conditions of particular import- 
ance for the American exporter. 
In the first place the uncertain 
social and political conditions in 
Europe as a result of the war, and 
the tremendous depreciation of 
foreign exchange have created 
problems which must be solved if 
the unusual situation is to be 
safely bridged to the advantage of 
American export trade. 

Scarcely less important is the 
question of forming trade rela- 
tions once more with the Central 
Powers and Russia, and the devel- 
opment of the new nations set up 
in the peace treaty as markets for 
Amreican products. It is known 
that competition for these will be 
keen, but encouragement is felt 
that American manufacturers will 
unite on a definite plan of action 
with regard to trade with these 
countries." , ^ . 
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The question of foreign ex- 
change referred to above will 
come in for particular attention. 
The fact that European buyers 
must pay on an average seventy- 
five per cent, more for American 
dollars than they did five years 
ago ,has acted in many cases as 
an embargo against many classes 
of American goods, by reducing 
European purchases to essentials 
which could not be procured any- 
where else. It has also brought 
many an American manufacturer 
to realize that he must have a for- 
eign market for his goods to keep 
his factory to full production. 

It has been stated on reliable 
authority that the approaching 
spread interest than ever before. 
This is particularly hopeful in 
that it is one more sign that the 
American manufacturers — includ- 
ing those who have only recently 
entered the export field — intend to 
make international trade a per- 
manent part of their business. 
The abnormal demands of war 
brought about vastly increased 
production and a tremendous vol- 
ume of foreign business, and many 
manufacturers feel that any de- 
cline in this beyond the normal 
reduction contingent on a restora- 
tion of a normal balance of trade 
would bring depression and unem- 
ployment in its wake. They are 
therefore keeping up their output 
relying on orders from overseas 
to absorb the increase. The Con- 
vention should serve to crystallize 
the views of business on foreign 
trade problems such as these. 



TO CONFER WITH EUROPEAN 

REPRESENTATIVES 
David H. G. Penny, Vice-President 
of the National Bank of Commerce, 81 
Nassau St., has sailed for Europe. He 
will confer with the European repre- 
sentatives of the bank regarding mat- 
ters connected with the bank's foreign 
department of which he is in charge. 

TO ESTABLISH FOREIGN TRADE 
OF MISSISSIPPI VALLEY 

Plans foe establishing: the foreign 
trade of the Mississippi Valley, inde- 
pendent of Eastern seaports, were an- 
nounced to the board of directors of the 
Mississippi Valley Association in ses- 
sion by President A. H. Merrick, of 
Chicago. 

The most important of the plans, ac- 
cording to Mr. Merrick, was that a 



The Documents 

attached to your Drafts arc 
carefully examined by our 
competent clerks, whether 
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lection. It is certain that 
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$5,000,000 discount bank, to handle 
South American and European business 
paper, which is being organized, would 
soon be ready to function. 

The association, he announced, will 
obtain a $100,000 fund by assessment 
of business organizations. The associa- 
tion also will conduct a trade tour to 
South and Central American countries, 
sailing from New Orleans about No- 
vember 1. 

INTERNATIONAL HOLIDAYS 

The following list of holidays for the 
coming week taken from Bank Holi- 
days, etc., compiled by the Guaranty 
Trust Co.. of New York, should be 
noted by nrms transacting business by 
cable. 
Sunday, October 6: 

A holiday in Azores, Bulgaria, Ma- 
deira Islands, Portugal, Portuguese 
East Africa, Portuguese West Africa. 
Monday, October 6: 

A holiday in Barbados, India, New 
South Wales, South African Union. 
Wednesday, October 8: 

A holiday in China. 
Thursday, October 9: 

A holiday in Ecuador, Egypt, Mo- 
rocco, Russia, Turkey. In the United 
States : Alabama. 
Friday, October 10: 
A holiday in China, Cuba, South 
Australia. 
Saturday, October 11; 

A holiday in Brazil (State of ber- 
gipc). Digitized by V^OOQlC 



FINANCING SHIPMENTS TO 
PARAGUAY 

Trantshipment at Buenos Aires or Montevideo Necessitates Special 
Line of Procedure 

An interesting statement covering the htndiing of shipments to Paraguay was 
recently furnished by Consul Henry H. Balch of Asuncion. 

Each draft presented for col- 
lection must bear a Paraguayan 
stamp. The stamps required are 
as follows: For sight drafts or 
up to six days, 50 centavos; for 
drafts of nine days up to six 
months, 1 peso per $1,000 or more ; 
for drafts of more than six 
months, 2 pesos per $1,000 or 
more. Such expenses are usually 
charged against the drawer of the 
draft. Checks or drafts remitted 
by Paraguayan banks in settlement 
of collections for foreign banks 
do not require Paraguayan stamps. 

The commercial code of Para- 
guay is the same as that of Ar- 
gentina. Items must be pre- 
sented before II o'clock a. m. on 
the day following due date. A 
notary draws up the act and no- 
tifies drawee who states his rea- 
son for not paying. The note of 
protest is made by the notary on 
the back of the draft, a copy of 
which may be obtained when re- 
quired. 

The regular protest charge is 30 
Paraguayan pesos for each signa- 
ture to draft. If the draft is not 
in Spanish, an additional transla- 
tion charge of 60 Paraguayan 
pesos for each page is made. These 
charges are made whether the bill 
is taken up or not. 

Banks generally will accept 
goods on consignment for trans- 
fer to the drawee according to 
terms specified in the bill, but only 
when the goods represent the 
value of the bills sent for collec- 
tion. Banks do not accept goods 
for the sole purpose of selling or 
storing them. The only charges 
for such services are those speci- 
fied above. 

The entry of goods is made at 
Paraguayan customhouses on the 
presentation of the manifest by 
the shipping company's agent. Af- 
ter unloading, the goods must be 
cleared from tJ^izedCMistomhouse 



IMPORTS to Paraguay are al- 
* ways covered by bills of ex- 
change drawn on consignees in 
that country. As all imported 
goods must be transshipped at 
Buenos Aires or Montevideo it 
is necessary to send one full set 
of the shipping documents to the 
transhipping, or the consignee's, 
agent in the port of transshipment 
to avoid delay, for drafts are not 
accepted in Asuncion until the 
goods arrive. 

Goods destined for Paraguayan 
ports must be covered by a Para- 
guayan consular invoice and the 
shipping company's bill of lading. 
As the law governing consular in- 
voices is defective goods are per- 
mitted entry if the invoice is 
omitted. In every case the bill 
of lading must be visaed by the 
Paraguayan consular officer. 

Occasionally goods are routed 
to Asuncion on one bill of lading 
covering both the ocean and the 
river carriage, but even in such 
cases it is necessary to send one 
full set of properly visaed ship- 
ping documents to the consignee's 
agent at the port of transship- 
ment to avoid long delays. It is 
generally preferable to ship on two 
bills of lading, one to Buenos 
Aires or Montevideo and the other 
for the river steamer to Asuncion, 
the latter of which is obtained at 
the port of transshipment. It is 
necessary that the first bill of lad- 
ing show that the goods are in 
transit to Paraguay to avoid the 
Argentinian or Uruguayan duty. 

The usual fee charged by Asun- 
cion banks for the collection of ac- 
counts held by foreign banks on 
all classes of drafts, whether 
clean, documentary, or time, is 
one-fourth per cent, with a min- 
imum charge of 25 centavos, Ar- 
gentine gold (about 23 cents) for 
drafts of small amounts. 
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within three days to avoid storage 
charges. Warehousing is charged 
for after the expiration of the 
three days at the rate of one-half 
per cent, per calendar month or 
fraction thereof up to six months, 
and 1 per cent, per cent month 
after six months. No fines arc 
imposed on account of delays of 
entry. 

Goods not cleared within one 
year of ship's entry are sold at 
public auction. In the case of in- 
flammable or perishable goods the 
time is reduced to eight days. 
The expenses assessed against 
goods sold at public auction are 
those incurred by the customs 
clearing agent and the warehouse 
charges mentioned in the preced- 
ing paragraph, and are usually ul- 
timately borne by the consignee. 

When necessary Asuncion banks 
will arrange for the storage- and 
insurance of goods. The storage 
rates seldom exceed 1 per cent per 
month, depending on the class of 
goods. Cartage costs about 30 
Paraguayan pesos per 1,000 kilos 
(1 kilo=2204 pounds). 



The customhouse insurance rate 
is $^50 per $1,000 per annum. 
The rate in private warehouses is 
$3.75 per $1,000 per annum. For 
shorter periods the rates, based on 
the annual premiums, are as fol- 
lows : Up to 1 month, 20 per cent. ; 
up to 3 months. 40 per cent; up 
to 6 months, 70 per cent; up to 
9 months, 85 per cent. 

It depends upon the causes for 
storage as to who bears the ex- 
pense of warehousing and insur- 
ance. 

Goods may be obtained from the 
customhouse by the consignee un- 
der declaration that the bill of 
lading has not arrived and that it 
will be presented within 14 days 
after deliverv of the goods. A 
deposit of 210 Paraguayan pesos 
at the time the declaration is fur- 
nished is required by the Para- 
guayan customs office as a guar- 
anty that the bill of lading will be 
presented, which deposit is for- 
feited if the document is not pre- 
sented within the time limit If, 
however, bills of lading are made 
out *To Order" it is not possible 
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to secure the goods previous to the 
arrival of the bill of ^d'lng, 
providing there is no clause such 
as "notify, etc." 

If the foreign exporter or banker 
wishes to hold control over goods 
sent to Paraguay, the bills of lading 
should be made out to the collect- 
ing bank in Asuncion. But it is 
necessary, as previously pointed 
out, to send one full set of the 
shipping documents to the trans- 
shipping agent at Buenos Aires or 
Montevido. 

In case the consignee refuses to 
accept goods on their arrival, banks 
will generally arrange with a 
broker to sell the goods if the ex- 
porter desires it. For such ser- 
vices the bank charge is usually 1 
per cent. The brokerage charge 
depends on the class of goods. 

Banks sometimes allow con- 
signees to examine goods before 
delivery without obtaining the ex- 
porters' permission if the circum- 
stances seem to warrant such ac- 
tion. 

Before goods may be cleared 
from a Paraguayan customhouse 
the import duty must be paid. In 
the case of goods that have been 
consigned to a collecting bank and 
that are to be returned, the duty 
is usually paid in the form of a 
"banker's guaranty." It is neces- 
sary to obtain a "reexport permit" 
from the Paraguayan Treasury 
Department before goods may be 
reexported or returned to the 



country of origin. If the permit is 
obtained, the bankers are not re- 
quired to pay the duty for which 
guaranty has been given, provided 
the customhouse landing certifi- 
cate is presented within 60 days, 
after which time the guaranty is 
forfeited. If the duty is once paid 
in actual money, it can not be re- 
turned. 

The usual banking phrase used 
in drafts drawn against Para- 
guayan consignee in dollars to 
enable the remittance of the face 
amount of such bills without any 
deduction is: "Payable with ex- 
change, commission, stamps, and 
all costs for sight drafts in dol- 
lars on New York." The Banco 
Mercantil del Paraguay of 
Asuncion gave the following 
wording: "Payable at the bank's 
selling rate for sight or on New 
York, plus collection charges and 
stamps, for account of drawees." 
In order to include collection 
charges the words "plus agent's 

commission per cent." should 

be added to the preceding. If in- 
terest is to be included, the draft 
should contain, in addition to the 
foregoing, the words "Interest at 
per cent, from to ." 

The banks of Asuncion, the 
principal business center of 
Paraquay, are: Banco Mercantil 
del Paraguay, with branches at 
Concepcion, Encarnacion, Villa 
Rica, Pilar, and Paraguari; Banco 
de la Republica, with a branch at 
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Encamacion; Banco de Espana 
and Paraguay, establishing a 
branch at San Ignacio. 

As the Paraguayan paper money 
or local currency is nonconvertible 
and thereby subject to great fluc- 
tuations in value from day to day, 
drafts should never be drawn in 
this money. 

R. A. KRUO TO MANAGE FRSIOHT 
DEPARTMENT OP KERR LINES 
Robert A. Kmg, who has been identi- 
fied with the Kerr Steamship Company, 
Inc., 17 Battery Place, from its incep- 
tion and who has acted as manager of 
European trades until quite recently, 
will now manage the freight depart- 
ment of the Kerr lines. 

NOTIFY MELBOURNE COM- 
MISSIONER OF AGENCY 
APPOINTMENTS 
The United Sutes Trade Commis- 
sioner at Melbourne, Australia, main- 
tains a file of American agencies in 
.Australia as a trade directory for pros- 
pective purchasers. He would be 
pleased to receive from American 
manufacturers notices of appointments 
of Australian agents, as this enables 
him to handle orders that might other- 
wise go elsewhere. 

NEW MONTHLY ON CANADIAN 
EXPORTS 

The first issue of a monthly magazine 
published in Toronto and London en- 
titled the Canadian Export Pioneer, has 
just made its appearance. Its purpose 
is to supply information on market and 
on matters affecting finance, sales or- 
ganization, buying methods and other 
subjects ot importance to the Canadian 
exporter. Mr. O. C. Pease has charge 
of the Toronto office, which is located 
at 41 Victoria Street, Toronto. 

T. H. BANKS ELECTED DIRECTOR 
Theodore H. Banks, vice-president of 
the American Exchange National Bank, 
128 Broadway, has been elected a di- 
rector to succeed the late John S. 
Browning. 

A. C a: P. PRESIDENT SAILS FOR 
EUROPE 
W. H. Woodin, president of the 
American Car and Foundry Company, 
165 Broadway, has sailed to study the 
equipment needs of Great Britain, 
France, Italy and probably Belgium. 

NEW CHAIRMAN FOR FURNESS, 
WITHY * CO., LTD. 
Sir Frederick Lewis, a notable figure 
in the British shipping world, has re> 
cently become chairman of Fumess, 
Withy & Co., Ltd., whose New York 
office is located at 34 Whitehall St. 
The company has taken over the New 
York-Bennuda line, formerly operated 
bv the Quebec Steamship Co. and the 
Canada Steamship Lines, Ltd. 



INSURE 

Guard Jigaintt Lo$9 

On Board Ship 

or on Shoro 

Marine insurance 
policies and certifi- 
cates are right when 
underwritten by us. 
The expert knowledge 
and experience of our 
highly trained staff 
are at your disposal 
at all times. 

Wirm — Call — 

Phono or Writo 

Frei. S. James A Simpaiy 

123 WiiiM tt :: iEW YORK 

Telephone, Beekman 74SS 
176 W. JACKtM ILVI. CilCAU. lU. 



MANUFACTURERS 

who desire to further 
the sale and distribu- 
tion of their products 
in foreign fields 
should consult the 

Meridional 
Trading Co. 

IMPORTERS 

AND 

EXPORTERS 

20 Broad Street, New Tori 

^ CaUa Minn, "MtCnc*" 
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THE OCEAN FREIGHT SITUATION 

Overseas Shipments Decreasing — The Market ShoJping a 
Dor»nr»ari' Tendency^ 



A LTHOUGH rates were fairly 
*^ stable during the past week, 
there was some decline in exports 
to Europe and the Far East. The 
chartering market was active in 
certain trades, but not over firm. 
The fact that for the first time in 
several months New York harbor 
contains many idle lighters and 
transport craft seems to indicate 
that overseas shipments have de- 
creased. The general deduction is 
that the urgent demand for Amer- 
ican food stuffs, ect., has ended for 
the present, and that exports are 
now largely confined to trade en- 
tirely outside of these supplies. 
Another factor is the detention of 
American vessels on the other side 
while cargoes await them here. 
Delays and congestion still con- 
tinue in English and French ports. 

Exports to Europe during the 
week included large shipments of 
canned goods, especially condensed 
milk. Because of the desirability 
of canned goods as freight, most 
of the steamship lines are offering 
a flat rate of $1 per 100 lbs., space 
being ample. Among the impor- 
tant shipments to England just 
now are automobiles and trucks. 
Vessels operating in the Baltic 
trade are obtaining cargoes with- 
out difficulty, the bulk of the 
freight being general merchandise 
and foodstuffs. 

From the Atlantic seaboard 
freights for British ports remain 
firm on the basis of $20 per ton 
for weight cargo and $25 for gen- 
eral cargo by ordinary vessels. 
Fast passenger boats of the British 
and French fleet are still reserving 
a large amount of their space for 
Government use. The French line 
carries but little freight on its 
passenger steamers, but its fast 
freighters are able to handle all 
the shipments that are offered. 
For the fast boats $41 is still 
charged to Bordeaux and Harve 
and $30 for the freight vessels, 
ats operated by private con- 
are largely doing business at 
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a lower rate than the big com- 
panies. The market, in fact, 
shows a downward tendency, and 
the high rates now obtained may 
eventually show a decline, as there 
is more than sufficient tonnage at 
present to take care of the freight 
that is offered. 

As the result of extensive con- 
struction work in the West In- 
dies a large part of the freight in 
that trade consists of building ma- 
terials of. all kinds. Other com- 
modities are also moving freely, 
however, as many orders were 
placed here long before South 
American buyers entered the mar- 
ket. 

According to Wheelock & G).'s 
August report from Shanghai, 
cargo offered there for the United 
States continues to increase in 
spite of the high rates of exchange 
now prevailing. Various interests 
report that a bright prospect exists 
for business with the Orient for 
the remaining part of the current 
year, and still better for next year. 

There has been a slight increase 
in exports to Australia and New 
Zealand of late, especially in agri- 
cultural machinery, tractors and 
automobiles. 

The Shipping Board's new 
schedules of rates on shipments 
of various commodities from 
North Atlantic ports to Great 
Britain, France and Holland are, 
generally speaking, lower than the 
former schedules, showing a re- 
duction, in some cases, of at least 
40 per cent. G)mmodity rates 
have also been revised on ship- 
ments from North Atlantic ports 
to South Africa, Egypt, Turkey, 
Red Sea ports and Malta, althou^ 
the prevailing basic rates remain 
unchanged. Some .minor changes 
and additions have also been made 
to the schedule of rates from the 
Pacific Coast to the United King- 
dom via the Panama Canal. 

The former German liners Iw- 
perator and Kaiserin Augusta Vic- 
toria recently trans' 
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Cunard Line by the British ship- 
ping ministry, will be notable addi- 
tions to the Atlantic service. The 
Imperator, it is understood, will 
join the Aquiiania and Maurctania 
in providing weekly sailings from 
New York to Cherbourg and 
Southampton. 

The following arc the current 
rates on general car^^oes destined 
for the world's prinapal ports : 

Europe 

Per Per 

Cubic ft 100 lbs. 

Liverpool 50c. $1.00 

London 50c. 1.00 

Glasgow 50c. 1.00 

Christiania 70c. 1.50 

Rotterdam 60c. 1.25 

Copenhagen 70c. 1.50 

Bordeaux 60c. 1.25 

Antwerp 60c. 1.25 

Marseilles 75c. 1.60 

Genoa 75c. 1.60 

South America 

Per 2,240 lbs., 
or 40 cubic feet. 

Buenos Aires $25.00 net 

Montevideo 25.00 

Rio de Janeiro 26.50 

Japan, China, etc. 

Per 2,240 lbs., 
or 40 cubic feet. 

Yokohama $25.00 net 

Kobe 25.00 " 

Shanghai 25.00 " 

Hong Kong 25.00 " 

Manila 25.00 ]' 

Singapore 25.00 

India 

Per Per 

Cubic ft. 100 lbs. 

Bombay 70c. $1.10 

Calcutta 70c. 1.10 

Madras 75c. 1.30 

Steam Tonnage^Stc^mtr char- 
tering was fairly active during the 
week in the trans-Atlantic trades, 
principally for coal to Italy, and a 
steady demand prevails for addi- 
tional tonnage for like business. 
South American shippers are also 
in the market for tonnage for 
early loading, but in all other trades 
freights are comparatively scarce. 
The supply of boats available for 
early loading limited, and rates are 
supported upon a generally steady 
basis. 



t. J. lOLT & to. 

mcOtPORAIID 

J. W. Van BttsUrk* Pfm. 
ESTAMUiHKD i§§€ 

DRAWBACK 
SPECIALISTS 

We ^edalise in the 
collection of drawback 
allowances from the U. 8. 
Government on eitport 
commodities manufactured 
either wholly or in s>art 
from imported dutjr-paid 
materials or domestic tax- 
paid alcohoL Any infor- 
mation in connection with 
drawbacks will be cheer- 
fully given upon applica- 
tion. 

8-10 BRIDGE STREET 
NEW YORK 



Why not? 

learn 

EXPORTING 

at the only School in the citr 

using actual Business Transactions 

and Documents as examples. 

try a lesson 

before joining Day or Evening 
Class. 

EXPORT and IMPORT 
INSTITUTE 

Worl« BnlltflBO* N. Y. 



Do You Want ResulU in 
South America? 

Advertise in the Sooth 
American Way 

P.F.DASILVA 

Natire A^TtrtisiM Eip«rt 
Ills TRIBUNE BUNL. NEWTORK 

GiyiUL.JLiLJQQgLe ^ 
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Sail Tonnage— The sailing ves- 
sel market was somewhat stronger, 
with rates in instances quotably 
higher, stimulated by a steady de- 
mand for carriers and but a lim- 
ited supply of same suitable for 
offshore trading. The principal 
demand comes from West India 
and South America charterers, 
with a moderate inquiry from 
trans-Atlantic shippers for coal 
and other cargo. Chartering was 
limited. 



PAN-AMERICAN SESSIONS OF 

ADVERTISING CLUBS 

CONVENTION 

The two special Pan-American ses- 
sions of the Associated Advertising 
Clubs of the World Convention, held 
in New Orleans on September ^ and 
24, were characterized by addresses of 
noted Latin-American publishers and 
discussions by other representative 
newspaper men and publishers of the 
United States and Latin-America in- 
terested in Pan-American relations. 

An opportunity therefore was given 
for the advertising interests of the 
United States to learn the Latin- 
American viewpoint of advertising in 
that part of the world and to get first 
hand suggestions as to what the adver- 
tisers and publishers of both North 
and South America can do. 

PACT^ FOR THE FOREIGN 
SHIPPER 
A very informing and comprehensive 
booklet entitled "Foreign Trade, How 
to get it and How to Keep it," has 
just been issued by the Maryland For- 
warding Company, Keyser Building, 
Baltimore, Maryland. Besides giving 
comparative freight rates from Balti- 
more and from New York, the booklet 
contains general information on how to 
ship for export and also several tables 
such as "The Cost of Consular Docu- 
ments Required by Foreign Coutries," 
•'Foreign Trade-Marks" etc.. which ex- 
port managers should find of real value. 
The booklet will be sent on request to 
export executives. 

TRADE JOURNALS FOR ANT- 
WERP CONSULATE 

The American consulate at Antwerp, 
Belgium, will be glad to receive reg- 
ularly copies of American trade jour- 
nals and papers for the consulate read- 
ing table. These journals will be of 
considerable value to the staff of the 
office in carrying on the commercial 
work and correspondence, and will be 
frequently consulted by inquirers after 
all classes of goods. The consulate 

f publishes in lo<;ai papers, at intervals, a 
ist of the American trade journals that 
may be seen at the consulate, and num- 
over three months old are sent out 
il libraries or to persons who may 
Tested in the specific lines cov- 
r the paper. 



Consulting 
Trade Expert 

Fifteen years, Inter^ 
national Experience 
enables me to render 
Advisory Services to 
Manufacturers in 
the development and 
execution of Export 
Selling Plans. 

Address: 

WoLCOTT P. Chapman 
STAMFORD. Conn. 



MANUFAaURERS 

^ We are prepared to rep- 
resent you permanently 
and profitably. 

fl We arc specialists in 
the marketing of your 
specialized line. 

fl We solicit appointpient 
as your permanent 
agent. 

^ Our broadly established 
connections in foreign 
fields enables us to 
create a demand for 
your products. 

fl Also, let us make your 
shipment a success 
from shipper to con- 
signee. 

KliBger, Aldoroty & G>. 

Exportmrt and ImportmrB 
IMNanuSt. Sh Bl^. NcwTscfc 
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Leading Freight Forwarders of New York 

The freight forwarders listed below are equipped to handle 
shipments to any part of the world Correspondence is in- 
vited by these firms, all of whom will be glad to submit full 
information regarding rates, etc, without obligation. 



HARRY K BARR 

The But Shipping Company. 25 Beaver Street. New York City. 

Branch offices: 1042 Drexel Bldg., Philadelphia, Pa.; 314 Marine Bank 

Bld«.; Baltimore. MA C5l)Ie address: "Harbarr/' N. Y.; "Barrcald,- 

Philadelphia; "Barrcon/* Baltimore. 
Member of Steamship Freight Brokers' Association, N. Y.; Philadelphia 

Freight Brokers' Association, Philadelphia. 
Branches and agents in every principal dty in the world. 

FREDERICK A. KIRK & CO., INC. 
72 Wall Street, New York City. 
Branche Offices: San Francisco, Seattle, New Orleans, Savannah, Baltimore, 

Philadelphia. 
Cable Address: "Kirkcrick," New York. 
Members: Maritime Exchange, Associated Freight Brokers and Forwarders 

of the Port of New York. 
Representatives in all principal ports of the world. 
Foreign and Domestic Traffic Manager. 

TRANSATLANTIC SHIPPING CO., INC. 

109 Broad Srteet, New York. Cidile address: '*Ranevig," New Yark. 
Films and valuables to all parts of the world. 

ATLANTIC FORWARDING CO., INC. 

18 Broadway^ New York. Cable address: *'Atforward." 
Represented in all European countries. 

STONE-GROSS CO.. INC. 

11 Broadway, New York. Cable address: "Stonegross," New York. 
Members New York Produce Exchange; Steamship Freight Brokers' Ass'n. 

HILTON & SON 

2-4 Stone Street, New York. Cable address: "Hison." 
Through Rates Quoted to Interior Cities of Foreign Countries. Special 
Facilities ttf Czecho-Slovakia, Poland, Rumania and Germany. 

PITT & SCOTT, INC. 

60 Pearl Street, New York. 

Branch offices: 156 State St., Boston; 25 Cannon St., London; 47 Rue 

Cambon, Paris; 4 Redcross Street, Liverpool; 5 Dixon Street, Glasgow. 
Cable address: "Diligence," New York; "Macfree," Boston. 
Commissions executed anywhere abroad. Specialty of packing and shipping 

tourists' automobiles to and from all parts of the world. 

F. MARTI & CO.. INC. 

Singer Builcung, New York. 

Branch office: Broad Exchange Bldg., Boston, Mass. Cable: "Martico." 
Manager: Edward J. Schmialein. 

Members N. Y. Produce Exchange, Steamship Freight Brokers' Association. 
Shipping Facilities for Shipmento "From Warehouse to Consignee" to all 
parts of the world. 

ALFRED H. POST & CO. 

11 Broadway, New York. 

Branch offices: Chicago, San Francisco; Representatives in United Kingdom 
^^ and Europe. Cable address: "Postexunco," New York. 
Manager: Henr^ J. Qa^. 

Shipmng facilities: Ship Charters and Coal TransporUtion; Foreign 
TransporUtion; Marine Insurance; Full or Part Cargoes. 

D. C. ANDREWS & CO., INC. 

27-29 Water Street, New York City. 

Branch offices: Boston, Philadelphia, Chicago, San Francisco, Buenos Aires, 

Argentine. Cable address: "Buckand.^' 
Manager: H. H. Harvey. 
Shippmg facilities: General Merchandise. 
JACKSON, SEELEY & JACKSON, INC. 
140 Nassau Street. New York. 
Foreign correspondents. 
Cable address: "Jacksee," New York. 
Shipping facilities: Freight Brokers, Warehousing, Drayage, Insur? 

Rates quoted to all parts of the world. Digitized by GOOglC 
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CLASSIFIED ADVERTISEMENTS 

The rate for classified advertisments is twenty cents a line. 
Cash must accompany order. Minimum space five lines. 
Copy must be in Monday preceding date of issue. 



CONSTRUCTION ENGI- 
neer educated in France, having 
practised the last 15 years in 
U. S. K^ thoroughly familiar 
with American building methods 
and building materials. Knows 
French and French methods 
very well. Has lived in Spain 
and speaks Spanish. Would 
consider position abroad for 
American contracting, building 
materials or contractors' equip- 
ment firms. Address Box 512 X, 
this office. 

SITUATIONS WANTED— PEMALB 

YOUNG WOMAN, CHRISTIAN, 
ten yean in Mexico, experienced Span- 
ish translator in important Government 
work, college education, desires posi- 
tion with publishing house or corre- 
spondent for important firm. 47 F, 
this office. 

HEALTHY WOMAN, 20 YEARS' 
business experience, A-1 stenographerj 
able to handle correspondence inde- 
pendently, occupying responsible posi* 
tion in Export Department manufac- 
turer, would consider offer of reliable 
firm to go to China ; Tientsin, Shanghai, 
Peking preferred. Speaks and writes 
French and Spanish, also understands 
German. , When answerins; give ftdl 
particulars; salary in U. S. currencv; - 
duties, whether expense of trip will be 
fully or partly paid, etc. Address 62R 
this office. 

SITUATIONS WANTED—MALE 

EXPERIENCED EXPORT - IM- 
port Spanish- American business; Span- 
ish, English, French correspondent; 
personal following; to work at once; 
executive ability, initiative; familiar 
buying, selling details, office manage- 
ment, shipping, insurance, financing; 
actually employed ; fifty years old ; wants 
permanent connection firm in the trade 
or desirous organizing department; 
references furnished. S7Y, this office. 

EXPORT— SPANISH AMERICAN 
(25), consular-commercial invoices and 
bills of lading clerk, wishes position; 
knows all consular regulations and ship- 



ping in general; seven years* experi* 
ence ; can take full charge of shipments ; 
references. S34Y» this office. 



HELP WANTED— FEMALE 

STENOGRAPHER, EXPERI- 
en^ed and refined, wanted by import 
and export house; good opportunity for 
advancement; state full pairticulars, in- 
cluding salary desired. 684Z, this of- 
fice. 



FILE CLERK, EXPERIENCED, 
able to handle switchboard; one with 
knowledge of stenography and typing 
preferred. 93Z, this office. 



HELP WANTED— MALE 

WANTED — TRANSLATOR AND 
office assistant, to take charge of con- 
sular invoice department ; must be capa- 
ble and conversant with tariff; Latin- 
American preferred; state experience, 
references and Hilary desired. 232W, 
this office. 



EXPORT MANAGER WANTED 
who is thoroughly conversant with ex- 
port conditions; must be a man of 
ability and reputation, who can produce 
results; one experienced in food prod- 
ucts preferred; excellent opening, witfi ' 
satisfactory remuneration, is offered. 
Address, in confidence, stating age, na- 
tionality, salary desired and past record. 
823 W. this office. 

TRANSLATOR 

CATALOGS PREPARED FOR 
Latin-America by a trained export man. 
Translations to and from Spanish ; 
from Portugruese, Italian, French. L. 
O. Welcome, Jr., 100 Ross St., Brook- 
lyn, N. Y. Address 63 S, this office. 



SPANISH GENTLEMAN, WITH 
over 15 years of business experience in 
Cuba, financially independent and best 
banking references, would like to get 
in touch with same American concern 
or manufacturer, with a view to building 
up a substantial business in Cuba; it 
must be something worth taking up, 
and with absolutely rtWhhVtrViHtfXoJ 
Garcia, 611 West 169th st.^*-^S^^ 
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NBW SCHSDULB OF DUTIES XM 
BAHAMAS 

A new schedule of duties has been put 
in force in the Bahama Islands. There 
has been a decided increase in many 
specific import duties, while the ad 
valorem rate of 22 per cent, on goods 
not specified in the tariff has been raised 
to 25 per cent. More than half of the 
items formerly on the free list are now 
omitted from that schedule and are 
either given specific duties or become 
dutiable at 25 per cent, ad valorem as 
goods not specified. 

Upon some commodities the increase 
has been as great as 100 per cent., 
among these being beans, peas, fish 
{dried or salted), tea, cider, liqueur 
containing not more than 40 per cent. 
of spirit, vehicles to be drawn by animal 
power, motor cars, and turpentine. In 
the case of bicycles the new rate of £1 
is four times the former duty of 5 shil- 
lings. The duty on almost all alcofiolic 
beverages is approximately 100 per 
cent, higher than the former rates. 
There has been a 50 per cent, increase 
upon biscuits, bread, chicken feed, raw 
coffee, com, corn flour and meal, cotto- 
lene, dairy feed, hominy, lard, lard 
compounds and substitutes, marline, 
nails, oakum, oats, onions, pitch, pota* 
toes, rice, rope, rosin, Seine twine, spun 
yams, tar, talloWt tobacco other than 
fine cut, and wheat. Increases on cer- 
tain other commodities amount to 66M 
per cent, and 33VS per cent. All petro- 
leum products have been removed from 
the free list and now pay a duty of 3d. 
per gallon. 

MOTOR CAR CATALOGUES FOR 
LEGATION IN PERSIA 

The American legation at Teheran, 
Persia, reports that there is a consid- 
erable demand for low-priced motor 
cars in Persia, and suggests that Ameri- 
can manufacturers send a supply of their 
catalogues to the legation to be put in 
the commercial reading room, where 
those interested could consult and obtain 
them. 

INCJIBASED MARKBT FOR PAPER 
With the exception of England where 
the recent embargo and adverse ex- 
change rates have seriously inteHered 
with the export of paper to that Coun- 
try, the demand for paper is rapidly in- 
creasing. Not only have Japan and 
Australia made frequent inq^uines, but 
the South American countries, except 
Chile, are placing frequent orders. 
Business has reached a new high level 
with Cuba, particularly in the cheaper 
grade wrapping papers. 

AMERICAN ASSOCIATION OP 

CHINA FORMS BRANCH 

AT FOOCHOW 

The Foochow branch of the American 
Association of China was recently 
formed. The new organization will 
largely care for American commercial 
interests, which are rapidly expanding 
in the Foochow consular district, and 
will Uke the place of an American 
chamber of commerce, the number of 
local Americans being too few to sup- 
port a chamber of commerce. 



To secure Trade from South and Central 

America* Mexico, West Indies, 

Spain, Portugal, etc., 

ADVBRTISB IN 

El Gomergio 

EstmhlUhmd tSTS 

Th« Oldest Export 

Trade Journal ia 

the world. 

CircuUtion 

Audited by 

A. B. C. 

Sample Copy, Circular Rates, and 
full particulars upon request.- 

J. Shepherd Qark Co. 

Editors ahd Publishers. 
BURNET L. CLARK, 

President and Manager 
114 Liberty Street, New York City 



Bentley's 
CODE 
Improved 

enables you to express 
yourself exactly as 
desired. Never Fails. 

The Cipher Words Are 
CONSECUTIVELY 
NUMBERED 

Insist M GetHBf tk« 
IMPROVED EDITION 

Bentlcy Code Co. of the U. S. 
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VOLUME I 



The first twenty-six numbers of 
EXPORT TRADE bound and completely 
indexed will be ready for sale about 
October 1st, 1919. 

This volume makes readily access- 
ible articles, trade notes, current shipping 
rates, editorials and advertisements which 
have appeared and gives a convenient 
reference file for all those interested in 
foreign trade. 

Subscribers whose files of EXPORT 
TRADE are complete may have them 
bound and indexed upon application to 
this department. 

Price for complete volume, $3.00 
Price for binding and indexing, $1.50 

Circulation Department 

EXPORT TRADE 

150 Nassau Street New York 
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"Foreign Frdgbt Torwarden for Tzoen^five IT ears" 



Alfred H. Post & Company 

Established 1895 

U BROADWAY NEW YORK CITY 

Phone B. G. 7885. 7886, 7887 



'Post Service" Merits Tout Investigation 
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"A Load in Our Hands 
Is a Load Off Your Mind" 

HOW arc your export shipments being handled? 

HAVE you an economical arrangement for the handling of your 
trucking, storage (when necessary), and railroad transportation 
to the various ports? 

ARE all unnecessary expenses avoided by a well organized 
service organization? 

DO you get as good a rate as we can for your ocean freight? 
ARE your documents and foreign coDections returned to you with^ 
out expensive delay, and in time to meet your financial needs? 

ARE all your shipments automatically protected by insurance fFom 
the point of origin to the final destination? 

IN other words. Have you all the advantages offered by MARTI 

SERVICE from your shipping room to your consignee? 
IS the cost of handling your shipments What it Should Be and 

Are You Thoroughly Satisfied? 

Here are just a fer» of the firms Vfhich are using MaRTI SERVICE: 



BAKER VAWTER CO., YAWMAN & ERBE, 
Benton Harbor, Mich. New York. 

LYON & HEALY, WM. DEMUTH CO., 

Chicago, 111. (Smokers' Articles), N. Y. 

WALTHAM WATCH CO., NATIONAL CASKET CO., 
Waltham, Mass. New York. 

CARTER'S INK CO., REGAL SHOE CO., 
Boston, Mass. Boston, Mass. 



They Are Thoroughly Satisfied 

Write us for our letters of commendation and definite informal 

tion on your shipping problems and consider us 

at ^our service, 

F. MARTI €r COMPANY, Inc. 

Exp)orters' Service 

A Load in Our Hands is a Load Off Your Mind 
SINGER BUILDINa N. Y., Suite 908 BROAD EXCHANGE BLDG., BCSTON 
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J. C. Brown, inc 

15 PARK ROW, NEW YORK 

IMPORT PkoM Bmky m» EXPORT 



MANUFA C TUR ERS 

If your products meet with success here, 
they should find a market in Europe. 

If you want to find that market call on us. 

Our Export Manager is now touring in 
Europe on an extensive business trip, 
covering every country on the continent. 

Send us your samples with particulars in 
detail, and we shall be glad to make 
arrangements with you for a successful 
sale of your products in Europe. 
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BOWRING & COMPANY 

17 BATTERY PLACE, NEW YORK, N. Y. 

Exporters, Importmrs and 
Factory Sales Agents 

Rmpfmntmd by 

C. T. Bowring A Company, Ltd*, of London, 
Liverpool and CardHt. 

Bowring Broihrnrs, Ltd., of St. Johns, Nfd. 

AGENCIES OR BRANCHES 
IN ALL PRiNCiPAL CITiES 
OF FOLLOWING COUNTRIES 



Australia Japan 

New Zealand India 

South Africa Itely 

Philippines France 



Sweden Uruguay 

Denmark Argentina 

Holland Chile 

Finland Peru 



China 



Norway Brazil 



Cuba 



In each of the abo^e markets we ha^e a competent 
8ta£Fi fully equipped to introduce and sell Amer- 
ican goods. Our experience of more than a 
hundred years of successful business in foreign 
countries is sufficient guarantee for the intro- 
duction of lines that we undertake to handle 
as factory sales agents. 

We oflier our sendees to manufacturers desirous of 
building up a permanent export business and 
invite correspondence. 
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CO-OPERATION IN FOREIGN 
COMMERCE 

Growth and Influence of the American Manufacturer/ Export 

Association. 

By W. L. SAUNDERS 

Chairman of the Board, Ingersoll-Rand Company. 



PVERY observer of recent 
•*-* tendencies of the nation's in- 
dustrial life has been impressed 
witfi tfic change from strict indi- 
vidualism to liberal co-operation 
whidi has taken place during the 
past ten years. 

It was not so long ago that the 
industrial tiiought of the country 
was firmly committed to tiie be- 
lief that progress depended solely 
upon the initiative and enterprise 
of each individual concern, and 
that unrestricted competition was 
the life of trade. 

Today, this idea is being sub- 
ordinated to the more modern 
conception tfiat individual enter- 
prise must be supplemented by a 
spirit of co-operation for the ben- 
efit of industiy as a whole. 

Even before the war, many for- 
ward-looking concerns had react- 
ed from the individualistic ideas 
of a former decade in favor of 
a policy which included a willing- 
ness to work with other concerns 
similarly situated in movements 
for the common good. This 
change was due partly to domes- 
tic experience and partly to the 
remarkable results achieved by the 
industries of Germany through 
their cartels. And with the com- 
ing of the war, which forced 
America's industries to work to- 
getiier for the nation's benefit, as 
each month went by it was dem- 
onstrated that America's indus- 
tries could accomplish more work- 
ing in harmony with one another 
than they possibly could when de- 
prived of this mutual assistance. 

No better illustration of the 
new thought in America's indus' 
trial progress could be afforded 
than the growth in numbers and 
in influence of the American Man- 
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ufacturers' Export Association. 
Established some ten shears ago 
bf a group of seven manufactur- 
ers in the Middle West, this as- 
sociation, whose purpose has been 
to foster foreign trade, has 
grown from seven charter mem- 
bers to approximately fifteen 
hundred of the most influential 
manufacturing concerns in the 
country, representing every state 
in tfie Union and practically ev- 
ery manufactured product which 
is exported from the United 
States. 

In this association, the various 
industries of the country and the 
various members of each industry 
have been able to come together 
to consult^ upon the ^ best means 
of developing the nation's foreign 
commerce,^ and to agree upon 
those policies which are necessary 
for the maintenance of our trade 
with other countries. 

To most American manufac- 
turers, foreign trade has been, 
and, in many cases, still is a nov- 
elty. Before the war one might 
almost have numbered on his fin- 
gers those American companies 
who had established a stable and 
well-organized market in other 
countries. 

One of the chief blessings of 
the war to American industry is 
the knowledge that there are oth- 
er markets besides our home mar- 
kets; other consumers of Ameri- 
can products than those at our 
factory doors. It is a hopeful 
and significant sign that those 
which were established abroad be- 
fore the war and had a trade 
large enough to possess well- 
rounded orgranizations^ abroad, 
were the very industries which 
took the lead in fostering the 

Co., Inc. AU rights reserved. 
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growth of the American Manu- 
facturers' Export Association. 
Through the meetings and con- 
ventions of the association, the 
men who built up the foreign 
trade of these pioneer industries 
have offered the benefit of their 
experience to those American 
firms which were new in the field. 

The association's offices have 
been used as a clearing house 
where beginners in foreign trade 
might secure specific advice and 
direction from other members to 
whom these particular matters 
were an old story. Information 
as to the possibilities of partic- 
ular foreign markets has been ex- 
changed in this way as well as 
advice upon the reliability and 
credit standing of foreign con- 
cerns. 

Through monthly meetings, the 
members have been able to get in 
touch with commercial represen- 
tatives of other countries or with 
members who had recently com- 
pleted an investigation of foreign 
markets, and the information col- 
lected in this manner has been 
distributed throughout the entire 
membership through periodical 
publications. 

The co-operation now existing 
in matters of foreign trade may 
be instanced by the following ac- 
tual case: 

A member of the association 
some time ago received a request 
from a foreign correspondent for 
certain machinery which was not 
in this particular manufacturer's 
line. This inquiry was referred 
to the association, which immedi- 
ately notified every manufacturer 
of this particular article. One of 
these manufacturers received the 
order and applied through the as- 
sociation to the original member 
for directions as to the manner 
in which this particular foreign 
customer desired his orders to be 
handled. Shipping space, at that 
time being scarce, the association 
was appealed to for assistance in 
this direction, and was able to ad- 
vise the inquiring member where 
space could be obtained. An ex- 
port license being necessary at the 
time, the association's Washing- 



ton office, acting for the member, 
took the matter up^ with the War 
Trade Board and secured the li- 
cense. 

Thus, from start to finish, this 
foreign sale was due to intelli- 
gent co-operation. This spirit of 
co-operation, however, is the least 
part of the benefits which are ac- 
cruing to American industry 
through its new spirit of mutuad 
helpfulness. 

Individual enterprise is usually 
able to secure and handle routine 
business. The individual manu- 
facturer, however, is rather help- 
less when he is confronted with 
a situation involving governmen- 
tal regulation or national policies. 
But by co-operating with every 
other manufacturer who faces the 
same conditions and who is beset 
with the same difficulties, it is 
usually possible to create a pub- 
lic sentiment which brings about 
any necessary changes. 

To take a concrete example of 
the value of co-operation along 
this line, I might cite the action 
of the organized exporters of the 
country when it was proposed last 
year to abolish the Export Dif- 
ferential on the railroads. 

The manufacturers of the Unit- 
ed States have always been han- 
dicapped in seeking foreign trade 
by the fact that before the war 
the trade routes of the world 
were organized against them. That 
is to say, the countries of Europe 
which had always had the lion's 
share of foreign trade, had so ar- 
ranged their shipping routes and 
their allocation of ships that it 
was much cheaper to ship from 
Hamburg or Liverpool to any giv- 
en point than from the United 
States. In addition to this nat- 
ural advantage, Germany in par- 
ticular subsidized its exi>orter8 so 
that the difference in freight rates 
very frequently prevented the sale 
of American products, even where 
the cost of these American prod- 
ucts at seaboard was less than 
the similar domestic cost of the 
foreign article. 

Partly to correct this disparity 
and partly also to place the man- 
«facturers in th|^mt^{5o^,^c 
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United States on an equality with 
the manufacturers on the coast, 
the raih-oads granted a reduced 
e3qK>rt freight rate, which was 
commonly &own as the Export 
DifferendaL 

At the time the Railroad Ad- 
ministration increased all freight 
and passenger rates, it proposed 
to abolish this Export Differen- 
tial; and on the surface this ap- 
peared a legitimate and proper ac- 
tion. The organized exporters of 
the cotmtry, however, through the 
American lianufacturers' Export 
Association, and the National 
Foreign Trade Cotmdl, called up- 
on the Railroad Administration to 
reconsider its action, and were 
able to present facts and figures 
which convinced the railroad au- 
thorities of the necessity of re- 
taining the Differential. 

Every indication points to an 
increase in the co-operative idea 
in foreign trade. The combina- 
tions now springing up under the 
Webb-Pomerene Act and the 
growing scope and influence of 
this co-operative association both 
indicate that the cotmtry at large 
is beginning to understand that 
infinitely more can be accomplish- 
ed for the individual concern 
through common action than by 
narrow and selfish individualism. 
There is a growing realization of 
the great responsibility and the 
large opportunity represented by 
the nation's forei^ trade. 

To rise to this responsibility 
and to meet this opportunity our 
manufacturers are becoming more 
and more committed to the idea 
that they must work and plan — 
not for themselves alone — ^bnt for 
their industry and for the nation 
as a whole. 



NEW CLASSES FOR THE THIRD 
SEASON 

J. W. Pftradis, principal of the Ex- 
port and Import Institute, World 
BttildiiiK, New York, announceff the 
opening of new classes for the coming 
season. This is the third season for 
this institntion, and the enrollments 
have increased to an extent far abore 
prerions years: This is interesting evi- 
dence of tiie increasii^ interest in for- 
eign trade. Their method of instruc- 
tion in Exporting and Importing is 
imiqne in its practical demonstration. 



INTERNATIONAL TRADE DEVBL- 
OPER APPOINTMENTS 
The International Trade Developer, a 
foreign trade organization with head 
offices in Chicago is augmenting its for- 
eign staff and will send a number oi 
representatives to overseas posts withm 
the next thirty da/s. Mr. J. J. Steep 
sailed on September 27th, for Yoko- 
hama. For several years Mr. Steep has 
been the manager of the South African 
branch of the International Trade De- 
veloper and from now on will have un- 
der his jurisdiction all the far eastern 
countries and also Africa and Aus- 
tralia. Mr. J. S. Cole was married 
in Des Moines, Iowa, on September 22nd 
and sailed with his bride on the 27th, 
for Japan where he will open a branch 
office and will cover Japan and Formosa. 

Mr. A. H. Carpenter sailed on the 
same date for CalcutU, India, via Japan. 
Mr. Carpenter will open a branch office 
in India and win cover India, Burmah 
and Ceylon, Mr. V. F. Giles will sail 
October 16th, on the "Nanking*' for 
Shanghai, China, where he will open a 
brandi office and will have under his 
jurisdiction China, North China, Md 
South Siberia. Mr. J- F. O Gradv MUed 
October 2nd on the "Tofu" for Sydney, 
Australia, where he will work m in- 
junction with the present branch office 
of the International Trade Developer 
and will cover the territories of Aus- 
tralia and New Zealand. 

Mr. F. I. Mangloss will leave on the 
first available steamer for Singapore, 
where he will assume charge of a branch 
office having under his jurisdiction the 
Straits SetUements. Federated Malay 
States, Dutch East Indies. French Indo 
China and Siam. Mr. R. F. Young will 
leave about the 15th of October via the 
Suez Canal for Durban, S. Africa where 
he win assume charge of the South 
African branch office which has already 
been esUblished for several years. 

Mr. C. B. Hunter, formerly service 
nanager of the New York office, wUl sail 
October 4th for London, where he will 
assume his duties as director of Con- 
tinental Europe and wiU pcrsonauy 
cover this territory, making resular calls 
at the various branch offices throughput 
Europe. Mr. C. S. Creswell who has 
also been affiliated with the New York 
office has just sailed for Paris, France, 
where he will open a permanent branch 
office and assume charge of same. 

H. FRENCH APPOINTED JgC- 
PORT MANAGER OF ^THE 
BRIDGEPORT CORPORATION. 
H. French, recently discharged from 
the military service of the A. % Fy has 
been appointed Export Manager of ue 
Bridgeport Hardware Mfp. Corporation, 
Bridgeport, Conn. Mr. French assumed 
the duties of this office, Monday, Sep- 
tember 29. 

Mr. Z. G. Dunn, President of the In- 
ternational Trade Developer, is sailing 
from New York, October 15, on the 
steamer "Vauban" for South America. 
He win visit their branch office at 
Buenos Aires. From there he wUl make 
a general tour of South America, estab- 
lishing branch offices at Rb de Janeiro 
and Santiago, Chile., . . 
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TRAINING FOR SERVICE ABROAD 

How The National City Bank of New York Educates Men to Repre- 

sent It With Credit in Foreign Lands, 

By GEORGE E. ROBERTS 

Vice-President, The National City Bank of New York. 

The system now in use for se- 
lecting men for service abroad is 
based on co-operation with tiie 
leading schools and universities 
of the country. These institu- 
tions have lent. willing assistance 
to the bank's educational depart- 
ment in the choosing of men who 
are known to be sincere and 
whose personal qualifications are 
such that they are certain to be a 
credit not only to The National 
City Bank but to their country 
when they are sent abroad to rep- 
resent the interests of American 
business in foreign lands. 

This training class, known as 
the College Training Class, is re- 
cruited from young men nomi- 
nated by college authorities from 
their sophomore, junior and se- 
nior classes. From the men nom- 
inated by the schools, final selec- 
tion is made by an officer of the 
bank, who visits die various insti- 
tutions and makes the final selec- 
tions. Sophomores who are 
chosen spend two summers in the 
training class at the bank, start- 
ing July 1st and continuing until 
September 1st. In addition to the 
regular time in the class, they are 
retained in training until they 
have completed, in the opinion of 
the bank's educational depart- 
ment, the development necessary 
for a man to represent adequately 
the bank in its foreign branches. 

Juniors who are selected spend 
one^ summer in the class, while 
seniors continue in the class un- 
til their training is completed 
and they are definitely assigned 
to service at some foreign branch. 
Up to the opening of the next 
class, there has been a total of 
two hundred and seventeen men 
trained under this plan for serv- 
ice abroad, many of whom are 
now occup3ang positions of great 



THAT a need exists of devel- 
oping yotmg men through 
systematic training to represent 
American business and trading 
interests abroad has long occu- 
pied the attention of thoughtful 
business men. Not only have 
they been witnesses to the suc- 
cessful efforts in this line on the 
part of England and Germany, 
but they have seen how in many 
cases American representation 
in foreign markets has fallen 
short of the standards set by our 
chief competitors. Fortunately, 
certain of our larger institutions 
have blazed a path by building 
up a system of compulsory edu- 
cation for men whom they intend 
for service abroad. Chief among 
these is The National City Bank 
of New York, and its methods 
for creating worthy representa- 
tives in its foreign branches may 
serve as an example for institu- 
tions which have not as yet at- 
tempted to secure results tfirough 
means of this sort 

When The National City Bank 
of New York decided to extend 
the field^ of its operations abroad 
and to institute branch banks in 
South America and other parts of 
the world, it discovered that be- 
fore it could build branches it 
must build men. The results of 
that discovery have been far- 
reaching and of the greatest im- 
portance, not only to American 
banking, but to the entire faEric 
of American foreign trade. This 
work of the bank, inaugurated in 
1915, has grown yearly in scope 
and importance, until today an 
educational system has been de- 
veloped to train men for service 
abroad that is remarkably com- 
plete and has justified the meth- 
ods used by the splendid success 
attained. 
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SCANDANAVIAN TRADE 

One of our principals has recently returned from 
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We have complete information on file regarding 
the newspaper, magazine, and trade press of Nor- 
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responsibility in the bank's foreign 
service. 

In selecting men for service 
abroad, the officers of the bank 
have many things to bear in mind. 
Standards of life are radically 
different in some parts of the 
world from those of the United 
States, and it requires men of 
strong moral fibre to go away 
from home, live among strangers, 
adapt themselves to customs 
which, at first, seem strange and 
incongruous, and still retain the 
strong character and rigid adher- 
ence to American business metii- 
ods which the bank requires at 
every one of its branches. Few 
young men anywhere are entrust- 
ed with the responsibility which 
rests on the manager of an 
American branch bank in a for- 
eign country. He is, in fact, a 
bank president, and questions of 
policy, ^ judgment and tact must 
be decided by him which might 
well tax the wisdom of much 
older and more experienced men. 
The record made by these branch 
managers in upholding American 
ideals in every part of the world 
proves that the selections made by 
the bank, and the work done by 
the educational department in 
training them for service abroad, 
was correctly conceived and in- 
telligently carried out 

The College Training Class this 
year contains fifty men from 
thirty-three colleges and universi- 
ties. These men come from al- 
most every state in the Union 
and are the pick of the schools 
which nominated them and 
brought them to the attention of 
the bank. They are in earnest in 
what they are doing and everyone 
of them has determined upon 
banking as his^ life work. The 
training itself is carried out on 
methods^ which combine the best 
pedagogical principles with the 
practical exigencies of a banking 
career. The work is divided into 
three general parts: Classroom 
work, where the men are^ taught 
the principles of economics and 
bankmg; rotation through the va- 
rious departments of the bank, 
where the methods of canying on 



bank work are learned from prac- 
tical experience, and talks by of- 
ficers of the bank, which not only 
are devoted to the discussion of 
particular subjects, but which 
have for their purpose the incul- 
cation in tiie minds of the stu- 
dents of the broader ideals, poli- 
cies and hopes of the bank. 

In addition to classes daily in 
French and Spanish, die follow- 
ing course has been arranged for 
this year: 

Banking: A course of lectures 
by L. H. Langston, formerly of 
Columbia University. Mr. Lang- 
ston is now a member of the ed- 
ucational department 

Credit: A course of lectures 
by C. W. Tracy of the credit de- 
partment 

Current Economics: A course 
of lectures by E. E. Agger, as- 
sistant to the president. 

Foreign Exchange: A course 
of lectures by W. S. Shaterian, 
head of the foreign discount de- 
partment 

Foreign Trade: A course of 
lectures by L. H. Langston of the 
educational department 

Forms and Documents: A course 
of lectures by Wilbert Ward, head 
of the C. C. export department 

There is not an officer of the 
bank who does not take as keen 
an interest in the educational 
work of the bank as he does in 
the carrying out of its business 
program. The bank's house organ 
publishes once a year an educa- 
tional number which is in itself 
a remarkably complete catalogrue 
of the educational opportunities 
afforded to employes of tfie bank 
through co-operation with the 
schools and colleges of the Met- 
ropolitan district A system has 
been worked out by the bank by 
means of which almost any edu- 
cational course may be taken by 
its employes without loss of time 
or cost to them. Its general atti- 
tude towards the educational pro- 
gram was well stated in the Aug- 
ust number of "Number Eight," 
the bank's house organ, in an ar- 
ticle by Mr. F. C. Sdiwedtman, 
Vice-President, in which he urged 
the men and women of the bank 
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EXPORT AMERICAN INDUSTRIES, the official in- 
temational organ of the National Association of Manufac- 
turers, announces the departure in December, of its Vice- 
President, Mr. G. P. Kievenaar, on a tour of the Near East 
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in educating the foreign buyer as to the merits of American 
products. 

Export American Industries is published in four lan- 
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tions in the world. 
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ports, Translations, Confidential Bulletins and Sales Letters. 
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to take advantage of the signal 
opportunity offered at the opening 
of the school year. After dem- 
onstrating that the self-interest of 
every individual in the bank de- 
mands that they seize every 
chance to further and complete 
their education, Mr. Schwedtman 
said: 

" *We do not want narrow men, 
but broad men sharpened to a 
point,' was the comment of a 
prominent educator in expressing 
his ideal of modem specialization. 
Too many men who know one 
thing well are narrow men; and 
too many broad men do not know 
one thing well. There is a con- 
flict here, a choice that needs care 
and study in reaching an adjust- 
ment that will be satisfactory. 
Each revolution of the centuries 
has added stupendously to the ball 
of knowledge. Not only have the 
branches of human knowledge 
multiplied, but each branch has 
been increasingly complex. Only 
with the assurance that one would 
live forever, could he attempt to 
exhaust modem knowledge. And, 
indeed, his encyclopedic mind 
would be of little use to him or 
to the world, after he did it As 
soon as we step out of our own 
field, we are confronted by the 
multiplicity of a thousand tilings 
that we might study. A man is a 
better doctor, la¥ryer or banker 
by being broader than anyone of 
these professions, but it is possi- 
ble to spread his broadness out 
until it is superficial and shallow. 
To be broad, and, at the same 
time not to be shallow, we must 
wisely choose. 

"A man's education is never 
finished. We are either increas- 
ing our knowledge and acquiring 
a greater capacity each day, or 
else we are loafing intellectually 
and fast losing the power to 
learn. If we would grow bigger, 
we must each day register some- 
thing on the plus side of life, and 
if we do not register on the plus 
side, life itself will sec that it 
registers upon the minus side." 

That quotation from Mr. 
Schwedtman tells the story from 
the standpoint of the bank. That 
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its officers are co-operating ac- 
tively in making the educational 
work a success is shown by the 
fact that nearly everyone of them 
has at some time or other given 
some of his time to the educa- 
tional department and has talked 
to the different classes. In the 
case of the College Training 
Class, for instance, the following 
officers have been among those 
who have talked to the men: 

J. H. Fulton, general executive 
manager; W. A. Simonson, exec- 
utive manager; Arthur H. Titus, 
vice-president; F. C. Schwedt- 
man, vice-president; George E. 
Roberts, vice-president ; Edward 
R. Naar, assistant cashier; Harry 
E. Benedict, assistant cashier; 
Lawrence Jacobs, vice-president 
I. B. C. 

If American business abroad is 
to fulfil the plans which our bus- 
iness leaders are making, such 
work as that now being done by 
The National City Bank of New 
York will have to be multiplied 
elsewhere. The business of this 
country is big enough and good 
enough to be represented by the 
very highest type of our men. No 
others will do, and in the long 
run there is no question but that 
the foreign interests of the Unit- 
ed States will be represented 
abroad by the cleanest, most in- 
telligent and most reliable body 
of men of any nation in the world. 

INTERESTING MEETING OF EX- 
PORT MANAGERS' CLUB 

On Friday evening, October 10, an 
interesting meeting of the Es^rt Man- 
agers' Club was held at the Bosh Ter- 
minal Sales Building. The subject un- 
der discussion was that of close co-op- 
eration between the export merchant 
and the export manufacturer. Brief 
addresses on this subject were con- 
tributed by Mr. Harold B. Gregory, ex- 
port manager of the Patent Paint Co., 
and one time president of the Export 
Managers' Club, and Mr. G. E. Trow- 
bridge of the firm of Strong & Trow- 
bridge. Mr. Walter F. Wvman, Export 
Manager of Carter's Ink Co., and presi- 
dent of the Boston Export Round Table, 
who was expected, is, unfortunately, sick 
with t3rphoid fever. It is hoped he will 
soon recover. 
INTERNATIONAL BANKING COR- 

PORATION FORMS BRANCH 
IN FRANCE 

The International Banking Corpora- 
tion, 55 Wall St., has recently opened 
a branch at Lyo^^i,Fr^y<feoOgle 
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SPECIAL FEATURES OF THE CON- 
• VENTION 

foreign Exchange and Future Trade Relations With Central Powers 
and New Countries Will Receive Extended Consideration, 

By ROBERT F. VOLENTINE 
Secretary, American Manufacturers' Export Association. 



'THE Convention of the Ameri- 
•*• can Manufacturers' Export 
Association this year will mean 
much more to the American busi- 
ness and trading world than any 
similar convention in the past 
Aside from the so-called routine 
problems which always come in for 
consideration in a meeting of this 
kind, the situation is further com- 
plicated by the difficult situation 
in which the world finds itself as 
a result of the war. Questions 
of policy which have a tremen- 
dous bearing on the future of 
American Export Trade must be 
formulated. With this in view 
the Board of Directors of the As- 
sociation have sought to make the 
convention as representative as 
possible. 

Invitations have been sent to 
practically every recognized ex- 
porter in the United States, and 
in addition every Chamber of 
Commerce, Trade Association and 
Foreign Banking Institution has 
been requested to appoint dele- 
gates. 

The names of those interested 
in calling the meeting is an 
assurance that the leaders in 
every line of business activity 
will participate in the discussions. 
They include James A. Farrell of 
the United States Steel Corpora- 
tion, A. C. Bedford of the Stan- 
dard Oil Company, Mr. E. M. 
Herr of the Westinghouse Elec- 
tric and Manufacturing Company, 
Mr. W. C. Durant of the General 
Motors Company, Mr. W. L. 
Saunders of the Ingersoll-Rand 
Company, Mr. F. A. Seiberling of 
the Goodyear Tire and Rubber 
Company, Mr. William H. Inger- 
soll of Robert H. Ingersoll & 
Bro., Mr. George Ed. Smith of 
the Royal Typewriter Company, 



Inc., Mr. Julius Goslin of Jou- 
bert & Goslin Machinery and 
Foundry Company, Mr. J. S. Law- 
rence of Lawrence & Co., Mr. H. 
L. Willson of Columbia Grapho- 
phone Company, Mr. C. K. An- 
derson of American Wire Fabrics 
Company, Mr. H. S. Demarest of 
Green, Tweed & Co., Mr. W. W. 
Nichols of AUis-Chalmers Manu- 
facturing Company, Inc., Mr. 
Charles A. Schieren of Charles A. 
Sdiieren Company, Mr. Robert A. 
Shaw of the National Aniline and 
Chemical Company, Inc., Mr. F. 
H. Taylor of the S. S. White 
Dental Manufacturing Company. 

While the names of the speak- 
ers and the exact subjects assign- 
ed to each have not been given 
out at the time of writing it will 
be possible to indicate Uie sub- 
jects which, on account of their 
particular importance, will receive 
most extended consideration. 

The first of these is, of course, 
the matter of exchange, for in 
spite of the unprecedented total 
which our export trade reached 
during the past year, it is real- 
ized now that even a normal trade 
balance cannot be maintained 
while the serious and continuing 
depreciation of European curren- 
cy is allowed to exist. 

Indeed, it h^s been ascertained 
that many manufacturers have al- 
ready found the rate of Euro- 
pean exchange, operating in the 
manner of an embargo against 
their products. The fact that Eu- 
ropean buyers must pay from fif- 
teen per cent to six hundred per 
cent more for American dollars 
than they did before the war, pro- 
hibits every purchase that is not 
essential. A joint committee of 
bankers and manufacturers has 
this matter under advisement at 
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^A series of articles 
in LA NACION could 
overthrow a govern- 
ment'* 



-James H. Collins writing to the 
Public Ledgw from Buenos Aires 



And he does not m the least magnify the 
tremendous influence that this great newspaper 
has among the business leaders of Argentina. 

The per capita wealth of Argentina's 
8,000,000 population is $1750, a figure that 
equals, if it does not exceed, that of any other 
country in the world. 

The Key to this market is LA NACION. 



LA NACION 

BUENOS AIRES. ARGENTINA 

GENERAL BUSINESS OFFICE, 
1 WALL STREET, NEW YORK 

U. S. ADVERTISING HEADQUARTERS 
120 West 32iid Street, New York 

58 East Wathington Street, 444 Tremont Building, 

Chicago Boston 
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the present moment, and at the 
convention an effort will be made 
to formulate some general plan 
of financing European sales which 
will be helpful to the foreign buy- 
er who needs the things which 
America can supply, and satisfac- 
tory to the American manufac- 
turer, who must have European 
markets to keep his factory run- 
ning to full production. 

The Edge bill, whidi recently 
passed the Senate, offers tiie ma- 
chinery for some such plan, and 
this convention will tend to show 
how far our manufacturers are 
prepared to go in utilizing and 
supporting the machinery thus 
provided. 

The second question which will 
occupy the attention of the con- 
vention is that of trade resump- 
tion with the Central Powers. 
That a definite policy must be de- 
termined upon at an early date is 
evidenced by reports received of 
the activities of other countries in 
this regard. A policy of this kind, 
too, must be formulated with care, 
for while an early flow of goods 
between this country and Ger- 
many is a matter of^ economic 
necessity and commercial history, 
no less an authority than Mr. C. 
Lyon Chandler, manager of the 
Foreign Trade Bureau of tiie 
Corn Exchange Bank of Phila- 
delphia, voices his personal judg- 
ment in a statement that the new 
Germany in world maiicets has 
merely to take up manv of the 
permanent foundations she devel- 
oped in foreign markets before 
the war to become a most active, 
persistent and steady competitor 
of tiie United States. 

Somewhat aside from the con- 
vention itself, though m connec- 
tion with it, there will be a spe- 
cial conference of business men 
to consider practical plans for es- 
tablishing and maintaining trade 
relations with the new states cre- 
ated by the peace treaty. 

Numerous requests have been 
received from manufacturers and 
exporters for information on the 
possibility and advisability of at- 
tempting to establish their prod- 
ucts in these markets. Constant 



inquiries, on the other hand, arc 
being received from the new po- 
litical divisions with regard to 
favorable commercial and finan- 
cial arrangements, and on bo& 
sides the uncertainty of political 
and social adjustments abroad, 
have caused a liesitancy which is 
being felt here and in the new 
states. 

It has been decided, therefore, 
to caU titis special conference on 
trade with Jugo Slavia, Czecho- 
slovakia, Poland and Lithuania, at 
which official and commercial rep- 
resentatives from these countries 
may present their view of the sit- 
uation to representatives of Amer- 
ican commercial and financial in- 
terests, and where Americans who 
have been investigating conditions 
on the ground may exchange the 
results of tiieir observations. 

In discussing the present disin- 
clination of American exporters 
to make definite plans for future 
trade with the new states, Mr. Al- 
leyn Walker, of the Guaran^ 
Trust Company, who is on the 
committee which is arranging the 
conference, called attention to the 
fact that while the governments 
of these new states have changed, 
there has been litUe change in the 
commercial methods of the peo- 
ple. 

"Too much emphasis cannot be 
laid upon the boundary changes 
which have taken place in Eu- 
rope insofar as their relation to 
international trade is concerned," 
said Mr. Walker. 

"Mere boundary changes do not 
necessarily affect trade, except in- 
sofar as tariffs and customs du- 
ties are concerned. For example, 
if, by some queer political up- 
heaval, Pennsylvania and New 
Jersey were merged with the 
State of New York, would there 
be any material change in the 
methods by which individual trad- 
ers would do business with Eu- 
rope? Not very much. 

**Thcre are certain established 
banking and business customs 
from which it is impossible to de- 
part They are matters of train- 
ing and inheritance and have to 
do with the exchange of 
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Extending Your Business 
Horizon ! 

Extending the sale of your product in any foreign 
country where the lan^j^age and customs are differ- 
ent requires important missionary work. 

For instance: 

(1) What do the people in each particular 

country wantt 

(2) How does YOUR PRODUCT fit that 

wantt 

The J. Roland Kay Co., with Branch Offices all over 
the world, is an International Organization which is 
serving over One Hundred and Eighty important 
National Advertisers with Copy, Plans and Coun- 
sel in eighty-nine different countries and fourteen 
different languages. 

We are organized to help you to do any missionary 
work you may want done in any part of the world. 
We welcome the opportunity to show you on paper 
just how your business horizon can be extended in 
any one or all of the eight Trading Zones of the 
world. 

Put your Foreign Merchandising Problems up to us. 
What we have done for others we can and will do 
for you. 

Request further information about our service, it 
entails no obligation on your part. 

CJ.R013AND KxsrQo. 



It Emat 41st AtrMt 
CnCAflO. U. S. A. NEW YORK, U. t. A. 

J. ROLAND KAY F AlUEAST CO. J. ROLAND KAY CO. 

Th9 KmkmamI BmUdbtg PHmmsa BwiUima 

• VAUmtw^-^km, Hiblr* Park iStA Qmv»# Rt. 

rotro SYDNRY, N. i. W. 

PARIS CAPE TOWN RUENOS AIRES 

AMBoeiaim Hom»mt JOHN HAODON A CO. 

SAtUbviy Squtt^ FlMt SItmI* LCMIDON. R.C 
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and merchandise. We shall con- 
tinue to do business with import- 
ers and exporters of Jugo-Slavia, 
Czecho-Slovakia, Lithuania, Ru- 
mania, Turkey, Bulgaria, Austria, 
and Germany as we have always 
done. Individual buyers, or com- 
binations of buyers, abroad will 
do business with individual sell- 
ers, or selling combinations, in 
the United States, each group of 
traders having their offices in dif- 
ferent cities as always." 

The widespread interest which 
is being taken in this effort to 
crystallize the views of business 
on foreign trade problems, is re- 
garded as a sign that American 
manufacturers and shippers, who 
have only recently entered the ex- 
port field, are determined to make 
this international trade a perma- 
nent part of their business. Fac- 
tories which increased production 
during the war to meet abnormal 
demands, are continuing to main- 
tain their enlarged output because 
of orders from overseas. Not a 
few of the manufacturers who 
are operating on this basis, de- 
clare that any great decline in the 
volume of the nation's foreigrt 
business is certain to bring de- 
pression and unemployment in its 
wake. 

It is for the reasons mentioned 
above that the convention assumes 
an aspect of particularly vital im- 
portance at this time. There is 
every reason to believe that Oc- 
tober 16th and 17th will witness 
the solution of manv problems to 
the advantage of American Ex- 
port Trade. 

QUOTING PRICES IN THE 
ABOENTINE IfAKKBT. 

U, S, Exporter/ Association in 
Buenos Aires Fixes General 
Conditions for the Sale of 
American Goods. 

THE United States Exporters' 
Association in Buenos Aires 
has adopted the following condi- 
tions of sale when taking orders 
in that market for American 
products : 

1. On orders taken at c i. f. 
prices, the price includes the cost 
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of the merchandise placed on 
board vessel at the port of ship- 
ment, freight, marine insurance, 
and other minor expenses to port 
of destination. The obligation of 
the shipper with regard to deliv- 
ery ceases as soon as the goods 
are shipped. The merchandise 
travels for account and risk of 
the buyer, and the shipper as- 
sumes no responsibility for its ar- 
rival at port of destination or for 
any damage it may suffer during 
the voyage or during discharge. 

2. The conditions of the bills 
of lading and of the insurance 
policies which cover the goods 
detailed in this order form part 
of said order. 

3. The shipper is not to be held 
responsible for any unexpected 
contingencies or any cases of 
"force majeure" and without prej- 
udice to the generality of tiiis stip- 
ulation, the shipper is specially ex- 
empt from responsibility in case 
of strikes, floods, fires, accidents, 
delays, or other difficulties in 
transportation to seaboard or 
ocean transportation or in case of 
interruptions of these services by 
acts of government or other com- 
petent authorities, or delays in the 
departure of vessels, or any other 
causes beyond the control of the 
shipper; all unexpected expenses, 
such as cartage, railroad, freight, 
storage, fire insurance, etc, are 
to be for account of the buyer. 

4. In case of war the shipper 
may insure the goods against war 
risks for account of the buyer 
without the necessity of consult- 
ing the buyer. 

COLOR CHART INDICATES SEA- 
SONS SOUTH OF THE EQUATOR 



TO MANAOB RAW^ MATERXAIJ 

DIVISION OP AMERICAN 8TBBL 

EXPORT CO. 

A. A. Schneider, formerly with the 
Raw Material* Department of the 
MidTale Steel ft Ordnance Company 
and Cambria Steel Company, hma been 
appointed manager of the newly created 
Raw Materials Diyiaion of the Amer- 
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Bringing the Manufactarer 
and the Exporter Together 

DECAU8E of ike great number 
-LM of inquiries received from 
manufacturers desiring connec- 
tions with an exporter, we have 
found it necessary to establish a 

Free Service Department 

through the channds of which the 
manufacturer can be intelligently 
guided in the marketing of his 
product in foreign fields. 

Because of our close contact 
unth exporters in this dty, a^ 
knowledge of foreign markets, we 
are able to advise you of condi- 
tions, and by what Exporter or 
Freight Forwarder your shipment 
could be most economically 
handled. 

We Invite Your Inquiry 

regarding even the smallest ship- 
ment to the most remote part of 
the world. It wiU receive our 
prompt attention without obligat- 
ing you to us. It is a Free Service 
we offer our readers. 

Let Ue Help You 

m>ake your shipment a success 
from shipper to consignee. 

Export Trade 

1 50 Nassau St. Dept. A. New Yc«k City 



TIMEUNESS IN FOREIGN ADVERTISING 

Its Effect is to Put Your Commodity More Conspicuously Before the 
People You Are Trying to Reach, 

By JOSEPH NATHAN KANE 



TIMELINESS it like an act of 
heroism; it if of great im- 
portance at the particular moment, 
out it is quickly lost sight of. 
Foreign advertisers, to their own 
disadvantage, have too long dis- 
regarded this most important fac- 
tor. Let American exporters ex- 
amine more carefully details which 
impress the foreigner and which 
serve to bring American goods 
into the foreground. 

An advertisement similar to the 
one I am about to quote was in- 
serted in a December issue of a 
Cuban newspaper. "Celebrate the 
Anniversary of Cuban Indepen- 
dence by drinking *Fu Chen's 
Oriental Tea.'" What did the 
Cuban do when he read this ad- 
vertisement? Did he immediately 
Durchase a package of this tea? 
No! In all probability he com- 
menced to read the next article 
because Cuba's independence day 
which occurs every 20th of May 
was so far distant that the ad- 
vertisement was not worthy of the 
attention of a busy citizen. Time- 
liness, here employed as one of 
the principal sales factors, lost all 
of its value because the advertising 
manager trusted to his memory in- 
stead of looking up the day and 
month upon which the holiday 
occurred. If this advertisement 
had been inserted at the proper 
date, which should have been a 
few da3rs before the holiday, Fu 
Chen's tea, because it was saleable 
and popular, might have scored a 
much larger success. 

Another example of carelessness 
on the part of an advertising 
manager occurred in the following 
instance. A well-known New York 
clothing concern, noted in the 
United States for their popular 
priced overcoats, decided to extend 
their campaign into the Argentine. 
Copy prepared for the United 
States was accordingly translated 
into Spanish and rushed down to 



the Argentine newspapers. Every 
minute detail down to the proper 
spacing and size of the letters was 
considered, but the one factor in 
the advertisement which would 
have materially assisted the i>opu- 
larity of the goods was omitted. 
Timeliness was not considered, 
and, as a result, because an Argen- 
tinian summer and an American 
winter occur at the same time, an 
advertising manager, located safely 
behind his desk, was advising per- 
spiring Argentinians to purchase 
a supply of overcoats while the 
supply lasted ! As only a few fool- 
ish or far-sighted men placed 
orders for overcoats, the money 
appropriated by this concern for 
advertising purposes was totally 
lost, and the entire campaign had 
to be reconducted later. 

A few constructive suggestions 
and examples are now in order. 
While the name of the Italian 
statesman. Premier Orlando, was 
on the lips of every one, the 
United Cigar Stores Company 
placed upon the American market 
a cigar of the same name. In- 
cidentally, the following remark 
was passed during a vaudeville 
performance by a semi-serious 
comedian: **Don't believe the 
stories you hear circulated about 
Premier Orlando. That's only 
United Cigar Store propaganda.'' 
The timeliness of the advertise- 
ment, the popularity of the name, 
the pleasantnes passed throughout 
the country, all diese things great- 
ly contributed to the financial suc- 
cess of the Orlando cig^. 

"The Pen That Signed the Peace 
Treat3r" advertisement is immedi- 
ately recognized by one as belong- 
ing to the Waterman Fountain 
Pen Company because it has 
struck the imagination of the 
people on account of its time- 
liness. However, such an im- 
portant event as the World War 
does not have to happen to make 
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Cablt Addrcw: CodM Used: 

TTRIB WSSTUN UNION, 

New York A B C 5th BDN., 

LIBBBR'8, BTC. 

W. TYRIE STEVENS 

EXPORT OFFICES: 

5 State Street, New York, U. S. A. 

SAO PAULO BUENOS AIRES 

BRAZIL ARGENTINA 



For manjf Jftars 9c Aove acted a$ Export Marmgtn for 
the follo9mg factoriu: 

J. 8TBVBN8 ARMS CO.— Sporting PirMrmt. 

ROMB BRASS ft COPPBR CO.— BrtM and Copper Ban, Tubes, 
Sheets, Wire, Rirets, etc. 

COLUMBIA RBPINING CO.— Lubricating Oils snd QreMes. 

CANTON STBBL CBILING CO.— Metal CeiUngs. 

CANADA POUNDRIES ft FORCINGS, LTD.— Hardware, Hinges, 
Axes, Hammers, School Desks, etc. 

ROMB WIRB COMPANY— Insulaud Electric Wires, Covered Tele- 
phone Wires. 

INTERNATIONAL MOTOR CO.— Motor Trucks. 1 ton to 7f4 tons. 

ROMB MANUPACTURING CO.— Copper and Brass HoUow Ware, 
Steel and Brass-Covered Bedstead Tubing and Trimmings. 



WE ARE OPEN TO HANDLE ONE 
OTHER NON-COMPETING LINE 

and invite correspondence from manufacturers in any 
part of the United States. We place at your disposal 
not only a wide experience (28 years) in export mat- 
ters, but a unique distributing organization which in- 
cludes Selling Offices in South America, under com- 
petent management, and selling connections in most 
parts of the Colonial World. We attend to all matters 
pertaining to export for our clients : Shipping, Freight, 
Insurance, Banking, etc. 

AU kmtinmm tranaactmd in ihm tuunm of ihm /ocfofjr 

B^rmf Ai«rt is the U. S. A. (or the Great Mercuitile Hmm 
ef J. W. JAGGER & CO., UBdon and Sovth Africa 



PRICES AND CATALOGS MAY BB HAD AT ANT OF 
OUR OFFICBS 
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timeliness a valuable asset. Skill- 
full advertisers can bring the time 
element to the front. Rogers Peet 
& Company always insert adver- 
tisements in theatre programs 
which contain remarks referring 
to the play. Advertisements of 
this character may be inserted 
profitably in foreign publications. 

Many firms took advantage of 
war-time conservation and num- 
berless advertisements such as the 
following flooded both North and 
South America: "Conserve now. 
Use Smith's Baking Powder and 
Save Wheat Flour." Because peo- 
ple stinted themselves here in 
order to feed starving Europe, the 
articles thus advertised were pur- 
chased in large quantities in pre- 
ference to those which were not 
known to aid conservation in food. 
Although these examples arc 
mostly domestic, yet they serve to 
illustrate the point in foreign ad- 
vertising. 

At a time when every com- 
modity was being placed at the 
Government's disposal, and little 
could be exported, a concern kept 
up foreign interest in its product 
by having moving pictures taken 
of the working conditions of its 
plant in war times. This film was 
circulated through the local South 
American picture-houses, and kept 
the attention of the people cen- 
tered upon the article. Instead of 
using a substitute article the 
following year, the South Amer- 
ican, because certain pointed para- 
graphs on the screen had held his 
interest, purchased two-fold the 
next season. Timeliness however 
is not absolutely necessary. Cigar- 
ettes, perfumes, drugs, etc., may 
be advertised with little regard to 
it, but if timeliness can be in- 
serted, nine times out of ten, the 
results will be more satisfactory. 

Firms who manufacture mer- 
chandise saleable at all seasons of 
the year have less need of time- 
liness in their advertising, but 
those articles which can only be 
sold for a limited period of time 
can very profitably advertise at 
opportune moments. Candies, 
meats, etc., should not be adver- 
tised during Lent or other re- 



ligious holidays when many people 
abstain from eating these classes 
of food, but it would be wise to 
advertise furniture when people 
are moving or fixing their homes 
for the coming season. 

Large firms also have less need 
of timely advertisements than 
small ones because their product 
is continually before the eyes of 
the public, their trademark is 
known and their reputation es- 
tablished. A timely advertisement 
however, presenting an article 
more forcibly to the public is of 
an estimable advantage to the 
smaller concern. The effect, then, 
of timeliness is to put an article 
more conspicuously in the minds 
of the people. To be able to do 
this successfully is the core of 
foreign advertising. 



THE POST OFFICE DEPARTMENT 

IS NOT TO BLAME 

REGAL SHOE COMPANY 

Export Department, Boston, U. S. A. 

Editor Export Trade. 

Dear Sir: 

On page 16 of your issue o£ August 
80, I have read the contribuUon 
headed: "Referred to Mr. Burleson." 
Permit me to point out that the 
reason we have no parcel post arrange- 
ment with Cuba is not that our Po«t 
Office Department doeff not wish it. 
but that the Cuban authorities refused 
to negotiate a parcel post treaty un- 
less we will admit to this country, by 
parcel post, small quantities of cigars 
and cigarettes. This cannot be don* 
without amending our tariflF law, and 
the only way to do this is to bring 
mfficient pressure on Congress — a thinff 
that all export men should take hold 
of energetically. 

Very truly yours, 

H. H. Morse. 
Export Manager. 

CHARLES WBIDBMANN WITH 
HARRIES, MAGILL ft CO. 

Charles Weidemann. formerljr with 
the Kerr Chartering Company, is now 
connected^ with the chartering depart* 
ment of Harriss, Magill ft Co.. Inc 
He is specializing in charter, sale and 
purchase of Scandinavian tonnage. 
Pending alterations of their newlv pur- 
chased building the chartering depart- 
ment will remain at 60 Broad street. 

J. WILLARD ADAMS JOINS 
SPANISH "VOGUE" 

The Spanish edition of "Vogue." 19 
West 44th St., New York, announces 
the appointment of J. Willard Adams 
as New York State representative. 
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ADDRESS 

ALLIED EXPORT ASS'N 

Aeolian Bldq. 
NEW YORK 
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AMERICAN PROGRESS IN BRAZILIAN 
MARKETS 

Owr Mistakes Still Costly, But Relations Have Improved, For Brmtil 
Needs Our Goods, 

By SIDNEY KAPP 



A LTHOUGH the attitude of 
^^ Brazilian importers towards 
the United States has improved 
there is one fact which will 
strike many as deplorable, that is 
that the quality of some American 
goods is not considered to be equal 
to the £tiropean-made articles. 
However false this idea may be. 
this fact remains and American 
manufacturers must make some 
»nove to clear up the matter. 

Below are two of many specific 
examples which cotild be given to 
demonstrate that the quality of 
American goods was not as repre- 
sented. An importer received 
from an American manufacturer 
some 200 gross of steel cog-wheels 
of about 3}4 inches in diameter 



His complaint was that the cogs, 
instead of being of steel, were al- 
loved with lead, thus making the 
wheels useless. This importer 
placed at the disposal of his sup- 
pliers (a commission house) the 
whole lot, but his action is not at 
harmful as the impression left 
with atit importer regarding the 
quality of American made goods. 
Another is a case of an Amer- 
ican manufacturer of bicycle axles 
sending to a' customer some 50 
dozen which were much below the 
standard. They were to be of 
steel, but when the importer opened 
the cases to place part of the 
goods in stock, he was digusted to 
find that most of the axles were 
rusty, and furthermore, that the 
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EXPORT HEADQUARTERS FOR 

Ckiidcak Raw Maleriab Taminf Hateridft 

DjrewMdEtlracts Colors Food nrvdweb 

FuislMs ud Siies Oik Dyittiffi 

Vanisk Gmm Vef etablo and Miaenl Waies 

btonnediate Prodadt 

OUR ORGANIZATION IS UNEXCELLED IN 
Responsibility, Experience, Bnying and Selling 
Power, Sales Organization, Financial Connec- 
tions, Industrial Service, Transportation Facili- 
ties. 

Inquiries and correspondence solicited relative to immediate 

or future shipments. Packing to conform with 

export requirements. 

A. Klipstein & Company 

644-52 GRBEXWIOH STREET, KEW YORK, U. S. A. 



24 



Digitized by VjOOQ IC 



October 11, 1919 EXPORT TRADE 



PRODUCERS CHEMICAL 
CORPORATION 



MANUFACTURERS and EXPORTERS 
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THE MOST COMPLETE LINE OF 
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Write for our free skadecard showing two hundred 
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bolts did not fit well to the ends 
of the axles. When these bolts 
were screwed on to the axle they 
would move sideways, showing 
that the threads were faulty in 
that they were spaced too far 
apart. Manufacturers must keep 
a closer eye on their products as 
foreign competitors have strong 
weapons to wield against us in the 
faults they find in our products. 
It must be carefully considered 
that the unfair dealings of some 
unscrupulous firms unfortunately 
reflect upon the American exporter 
in general. 

Another fact which is injuring 
American interests is the false 
representations made by some 
houses. One American house gave 
out that it had secured the sole 
representation in Brazil of a cer- 
tain article enjoying a good de- 
mand. It offered this article on 
the market at a price consider- 
ably below the ruling market price 
and at one which they could not 
accept without sustaining loss. 
This house offered the article in 
question sometime back, promising 
quick delivery to customers. Many 
orders were received, but custo- 
mers are still awaiting the arrival 
of the goods. The firm never ob- 
tained the agency of this product 
and therefore could not supply the 
merchandise of^^red but it upset 
the market and redounded to the 
discredit of American firms. 

A very evil effect also is being 
produced by the number of circu- 
lars being sent out by American 
firms. Most of these treat of es- 
tablishing connections and seeking 
houses as agents for their pro- 
ducts. Most of these circulars are 
thrown in the waste-basket with- 
out being read. Furthermore, it 
is a surprising fact that many are 
written in Spanish and some even 
in English. No small amount of 
circulars are being sent out writ- 
ten in what the sender considers 
Portuguese, but the subject matter 
resolves itself into nothing more 
than a jumble of words taken 
from the dictionary. English 
house are sending few, if any 
circulars, and those that are sent 
out receive very careful attention. 
Furthermore they are sent to 



houses carefully selected. English 
firms go to the trouble of investi- 
gating sources to ascertain the na- 
ture of business done by houses 
to whom they send their circulars, 
and, if possible, endeavor to find 
out whether the house under con- 
sideration has already obtained the 
representation of a manufacturer 
of similar articles. 

There has been an appreciable 
increase in the number of Ameri- 
can-made automobiles used in 
Brazil, notably the Studebaker, 
Chandler, Hudson and Overland 
makes. However, many business 
men state that this is attributed 
mainly to the nice appearance of 
the cars, the motors, nowever, be- 
ing inferior to the European make. 
Most of them are well aware of 
the improvements in the American 
motor but laid stress on the fact 
that these perfections were made 
at the cost of making a motor 
of longer duration. They com- 
pared the American car especially 
with the European makes: Benz, 
Renault, Fiat and Berliet, the first 
mentioned accounting for almost 
35 per cent of the cars used in 
Rio de Janeiro, which is an as- 
tounding accomplishment for one 
make of car. People here require 
automobiles, whidi while of a 
moderate price still have motors 
which last some 10 years or more. 
It must further be noted that the 
heavy-made automobile does not 
find ready acceptance in this mar- 
ket With improvements tending 
to prolong the life of the motor, 
the American automobile manu- 
facturers need fear no serious 
competition. However, they must 
act quickly as this country has 
been, until lately, using the Euro- 
pean car exclusively and with the 
return of these cars keen compe- 
tition is likely to ensue. 

There is an ever increasing de- 
mand for machinery of various 
kinds, most of which comes from 
mills, factories, etc., etc There 
has been a fair increase in the pro- 
duction of flax in the southern 
part of Brazil, especially Rio 
Grande do Sul, and there should 
prove to be some interest in ma- 
chinery for the treatment of this 
product Dig,,edby(^OOgle 
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ARE LATIN-AMERICANS 
"FOLKS"? 



Latin- Latin- 

Axnerican American 

Consumer- Dealer- 
Influence Influence 



liember A. B. C. 

Just because they speak a difFerent language, just 
because their incomes and salaries come from different 
sources, do you imagine that Latin-Americans don't 
buy their automobiles, their jewelry, their clothes and 
other goods from the same motives as "folks"? 

By the way, what made our own people "folks"? 
What gave manufacturers the power of making Amer- 
ican "folks" want to buy their goods? 

Consumer advertising, of course. 

Well, £1 Magazine de la Raza has made Latin- 
Americans folks you can get at and influence as you 
influence their North American cousins. 

Ifs a popular, native Latin-American monthly 
magazine, circulated among the right kind of families, 
and therefore capable of developing a big, steady de- 
mand for any commodity "folks" usually want in their 
daily living. 

£1 Magazine de la Raza enables you to dominate 
Latin-America, the £xport Market right at our doors. 

Our circulation at present is 28,500 copies. We 
cover all Latin- America. 

Send for full information. Keep it on filel 

EL MAGAZINE DE LA RAZA 

(The Magazine of the Latin People) 

Transcontinental Publishing Corp. 

284 Fifth AVenne, New York City. 
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Over two hundred American Firms are doing Profitable 
business in Chile through the Columns of 

EL MERCURIC 

(Chile's National Newspaper) 

VALPARAISO SANTIAGO ANTOPAQA8TA 

AliONQ THBli ARE: 



Victor Talking Machine Co. 

Taylor Instrnment CoApaniea 

Brown Shoe Co. 

Barroogha Adding Machine Co. 

United Sutet Rubber Co. 

Scott ft Bowne (Scotfs Emnlsion) 

Hall ft Ruckel (Sozodont) 

Humphrey's Medicine Co. 

Union Gaa Engine Co. 

Robert Reis ft Co. (Underwear) 

Paris Medicine Co. (Laxative Bromo 

Quinine) 
The Mentholatum Co. 
Corona Typewriter Co. 
(George E. Keith Co. 

(WalkOTer Shoes) 
Bayer Co. (Bayer's Tablets of Aspirin) 
A-1 Mfg. Co. (Al Metal Poluh) 
Federal Motor Truck 0>. 
Western Clock Co. (Big Ben ft Baby 

Ben) 
King Motor Car Co. 
Edward Miller ft Co. (I<amp6 ft Oil 

Heaters) 
Braender Rubber ft Tire Co. 
Nordyke ft Marmon Co. 
The Automotive Products Corp. 
Michelin Tire Co. 
S. C. Johnson ft Son (Wood Dye ft 

Prepared Wax) 
Yale ft Towne Mfg. Co. 
All-American Truck (^. 
PitUburgh Steel Co. 
American Smelting ft Refining Co. 
Ford Motor Olt Co. 
Paige-Detroit Motor Car Co. 
Miller Rubber Co. 
Garford Motor Truck Co. 
Remington Tjrpewriter Co. 
E. I. du Pont de Nemours Export Co. 
John McE. Bowman's Hotels 
Hudson Motor Olt (^. 
International Motor Co. (Mack Trucks) 
Natk>nal Cash Register Co. 
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Sdiaon-Dick 
Mmieograpns) 
The White Co. (Trucks) 
Kellv-Springfield Tire Co. 
H. H. Franklin Mfjr. Co. (Automobiles) 
Hercules Powder Co. (Explosives) 
Wessel, Duval ft Co. 
W. R. (Srace ft Co. 
Bon Ami Companv 
President Suspender Co. 
Howe Scale Co. of New York 
Packard Motor Car Co. 
Havoline Oil Co. 

Allcock Mfg. Co. (Porous Plasters) 
Brandreth Co. (Pills) 
National Aniline ft Chemical Co. 
Federal Snap Fastener Corp. 
Avery Company (Tractors) 
Deere ft Co. (Farm Implements) 



El Mercurio is the great national daily of Chile, published in the three lead- 
ing cities of that country and wielding a nation-wide influence. 

Through its New York office American advertisers may obtain any business 
data desired and arrange for advertising campaigns on the same terms as obtain 
in the home offices. 
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THE SOLE AGENCY PROBLEM IN 
THE FAR EAST 

Nature of Foreign Trade in the Orient Makes it an Acceptable and 
Effective Form of Contract, 

sea, rail, river, canal, wheelbarrow, 
and coolie, with {re<luent delays 
and transshipments, means that a 
delivery service must be mahi- 
tained as well as a selling service. 
A separate collection service must 
also be maintained and arrange- 
ments made for the shipment of 
the coin or bullion to the trade 
centers from the interior, when in- 
land exchange is unfavorable. 
There are several large distribu- 
tors in China who have foreign 
and native salesmen in every town 
who look after these all-important 
details, and it is safe to say that 
without such services no wide dis- 
tribution of products in China it 
possible. In connecting ^ith these 
large distributors, the American 
manufacturer has everything to 
gain. The only possible alterna- 
tive that would achieve the same 
results would be the establishment 
of an extensive sales organization, 
and whether this could be operated 
on a large enough scale by any 
single manufacturer to overcome 
the low overhead expense of the 
large distributor is highly prob- 
lematical. One of the advantages 
which the Webb law has offered 
in China is the organization of 
new distributors of the character 
described to operate along iden- 
tical lines. This development 
merely tends to strengthen the 
sole-agency theory, however, as 
these combinations are organized 
for the specific purpose of devel- 
oping the whole territory, and no 
attempt is made to develop it 
piecemeal and distribute rather 
th^tn concentrate tfhe sales effort 

The main argument against 
these large organizations has been 
the apparently higher commissions 
which they charge. If China were 
on a gold basis, it would mani- 
festly be advantageous for the 
New York exporter to trade with 
the small native firms direct on a 
small commission and finance the 



AN interesting argument in 
** favor of American manufac- 
turers granting sole agency in 
Far Eastern markets has been pre- 
pared by the Far Eastern division 
of the Bureau of Foreign and 
Domestic Conunerce. 

A phase of Far Eastern market- 
ing states the report with which 
the American manufacturer is not 
. equif^>ed by experience to cope, is 
the very difficult one of distribu- 
tion of territory. His experience 
has shown him the value, perhaps, 
of dividing large geograpliical 
areas at home and in other foreign 
markets into small territories un- 
der distinct agency contracts; but 
in entering the Oriental field there 
are certam considerations which 
should modify to some extent the 
rules which have been found ad- 
vantageous elsewhere. China, 
proper, though covering a vast 
geograj>hical area, is, as far as thp 
American exporter is concerned, 
three veiy distinct trade areas- 
Canton, Shanghai, and Tientsin. 
This is due to the fact that for 
generations the foreign trade of 
China has been handled only 
through certain "Treaty Ports," 
and in these ports have grown up 
large foreign and Chinese organ- 
izations with branches in many 
other ports in the same territory, 
and these form the main channels 
of traxle to and from foreign coun- 
tries. 

As these large organizations 
now operate, it is highly inexpedi- 
ent for them to entertain any but 
a sole agency for the whole of 
their respective areas, and at the 
same time where they are efficient 
it is to the best interests of the 
American manufacturer to per- 
mit them to do so. 

The actual selHi^ of the goods, 
howcYcr, is only part of market- 
ing in China. The intelligent and 
economical routing of shipment by 
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deal from New York. It would 
also seem natural that on other 
business offered the American 
manufactturer by an American ex- 
port house a 10 per cent commis- 
sion to the Chinese distributor 
would be ample protection. This 
would be entirely in order if the 
goods thus sold went through 
Hrms in China with organizations 
as large as the distributor. But 
most of these outside orders come 
from native dealers who can af- 
ford to trade on a small margin 
of profit of about 2J4 per cent. 
This 125^ per cent, margin is 
therefore not enough to protect the 
large distributor with a satisfac- 
tory profit and allow for his 
heavier selling expenses. This 
would seem to argue in favor of 
the manufacturer doing business 
entirely through such channels. In 
actual practice, however, the 
branch-office manager of the ex- 
porter in China solicits business 
from the dealers. This branch 
office wants turnover, and is not 
particularly interested in any 
special make of goods. He might, 
it is true, be persuaded to give 
closer attention to certain manu- 
facturer's lines b^ means of a 
special pecuniary mducement, but 
that would not deter him from ac- 
cepting similar inducements from 
a competing manufacturer. This 
would not register much of a gain 
for anyone except the agent, and 
the goods would go on the mar- 
ket at just that much higher cost, 
thus offsetting the apparent ad- 
vantages. . The Chinese distributor 
with a sole agency contract, on the 
other hand, has almost as great 
an interest in the agency as the 
manufacturer. He carries a stock 
and specializes only on that par- 
ticular make of goods. He en- 
deavors to render the same service 
to the dealer as is rendered by a 
district distributor in the United 
States. In this respect he differs 
from the exporters agent, who 
handles hundreds of lines of all 
classes of merchandise, and can 
hardly be expected to know 
enough about any particular line 
to exert any intelligent sales effort 
on it, but is an "order taker" only. 
Another argument against the 
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sole agent is that he is likely to 
switch the trade to a competing 
line. With a sole agency for a 
certain line of goods, the agent 
would not be likely, however, to 
substitute the goods of another 
manufacturer. The reason Chin- 
ese dealers specify the manufac- 
turer's products is simply because 
the sole agent talks and pushes 
these goods. As a matter of fact, 
the e3[^rience of many sole agents 
in Chma has been that when sub- 
stitution is attempted by the ex- 
porter's agent the Chinese dealer 
invariably declines the substitute 
and points to the specifications, 
with the result that in many cases 
the exporter's agent is compelled 
to buy the goods specified from 
the sole agent's stock in order to 
fill the contract on time. This is 
particularly true when the line of 
goods is a new one on the Chinese 
market 

The problem of exchange also 
enters mto the sole-agency ques- 
tion. The fact that each dealer 
who buys from the United States 
on a gold basis, and not from the 
sole agent on a silver basis, can 
cover his exchange to pay for the 
goods at any time within a period 
of a year, shows why every such 
dealer has a different landed cost 
for the same goods. It naturally 
follows that, as costs govern sell- 
ing prices, the dealer who can 
quote the lowest selling prices on 
a manufacturer's goods to-day 
may have such high silver costs a 
year from to-day that he will be 
practically "stuck" with the goods 
which exchange had permitted him 
to sell to sudi advantage a year 
before. Why the Chinese mer- 
chant should continue to buy on a 
gold basis under these circum- 
stances is hard to explain, except 
for the fact that the weakness of 
the Chinese for any fgme of 
chance is well known. The sole 
agent may also cover his purchases 
on what prove to be favorable or 
unfavorable exchange rates from 
time to time, but, unlike the local 
Chinese merchant, he is buying 
for the whole territory, and the 
size and frequency of his orders 
carry with them a corresponding 
volume of exchange transactions 
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APRIL 

20»000 

30% Paid 
DECEMBER 



40,000 

90% Paid 

LA REVISTA DEL MUNDO 

GrM06i# Faaimr im PmU GremtmHon 
Tkan Any Othur SpmiMk FubUetMon 

WHY? 

The La Naci6n Edition (Argentine and Uruguay) is be- 
ing advertised heavily in **La Naci6n" (over $5,000.00 worth 
of space was used in July alone), and all of La Naci6n's 1,184 
subscription salesmen are getting subscriptions for La Re- 
vbta del Mundo. 

The £1 Mundo Edition, Cuba and Santo Domingo, is be- 
ing strongly promoted by "El Mundo" (Havana), both by 
advertising aiid by its several hundred subscription salesmen. 

The (General Edition (all other Latin Republics) is be- 
ing built up steadily by more than a hundred of our own 
agents and by aggressive mail promotion. 

Who reads it?— The hnsiiiess man who is hig enoni^ 
to see outside of his own repnhllc* 

You insist upon paid circulation, quality readers and 
reader-interest when you buy domestic advertising, — ^why not 
use the same rule in buying export advertising? 
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We Guarantee to Cut D< 

Below we give examples of the flexibility of our Code. 
There is no Code in existence that can be used so economic- 
ally or can transmit such ''out of the usual" messages. The 
annoyance of hunting i^> the "nearest sentence'* to the one 

Kmqums^ yamr cqkl^ ehwk to codm H in thm codn 

EXAMINE THE FOLLOWING 

Please quote vb C. I. P. E. for prompt shipment ti 

74 Unequal Angles 

2S Channels 

28 Tees 

232 Joists 

107 Flats 

The above, which one will admit is to say the least i 

NINE WO 

PRASAXIGK ROGUHTWUG SMU 

BOJMOWIOJ LYNBOMOGC JEAI 

SAf^licable to the uses of every trade. Q A perfect cH 
roughout the world coded. (| Every leading joint stocky 
list of the principal Steamship Companies or ownerft in the 
home and abroad. (| Exhaustive coded list of principal 1 
globe. 

If you are interested, can spare half an hour, and w 
demonstrate tiiis valuable work. 

We shall be glad to send Code Book post paid on a| 
copy to-day. 

The World's Universi 

NEW YORK, U. S. A. AUG 

New York kUrtut Rom 1210, 50 Broad St, N. T. Gty 
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wn Your Preseat Cable Bi 

you actually wish to use is entirely eliminated. Just put 
your message down and code it verbatim. For instance, 
the above paragraidi can be coded WORD FOR WORD 
in 20 WORDS. 



ar€ ai prm9mnt uMtng and makm a comparison 



Bicra, Portuguese East Africa, the following steel material: 

. . 6 in. X 4% in. x 7/16 in. 

.. 4 in. X 3 in., 11 ft. 1^ in. long. 

. . 5 in. X 4 in. X ^ in., 26 ft 4% in. long. 

..24 in. x5 in., 47 ft 4^ in. long. 

..11/16 in.x54 ui*» 15 ^ 2 in. long. 

usual would read coded as follows: 



DS ONLY 

!«WIG IFTUWHNUS 

5CUX PAFPUBIRY 



SLUBYEWUC 



: system. Q Every port, city, or town of any importance 
ivate bank, or banker in the world coded. Q Complete coded 
irid. Q Coded list of every Marine Insurance Company at 
Iways, their head offices and cable addresses throtighout the 

tdepboac us, we will gladly send an expert to explain and 

oral to reaponnible parties outside of New York. Write for 



Code Company, Ltd. 

HMD, N. Z. LONDON, ENG. 

707t BraaJ-Exlm>M 21 Cablet "iUtea" New Ivk 
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THEORY AND PRACTICE OF 
INTERNATIONAL COMMERCE 



By ARCHIBALD J. WOLFE 

The first text-book of international commerce witii a 
thoroughly scientific treatment of the std>ject; specially de- 
signed for teaching in university schools of foreign trade 
and for self-instruction. 

Indispensable to the business man, the banker, the cor- 
poration counsel, the instructor and the student of economics. 

IN PART I it contains: 

An analytical study of the rights and obligations arising 
from the conclusion of sales contracts both in the EXPORT 
and in the IMPORT trades. 

A thorough presentation of tiie commercial organization 
of the EXPORT and of the IMPORT trade, following the 
shipment from the producer, through all intermediate stages, 
to the ultimate distributor. 

A complete exposition of commercial usages and prac- 
tices in the EXPORT and in the IMPORT trades. 

The first presentation in commercial literature of the 
important subject of PRICE TECHNIQUE. 

An exhaustive study of every phase of the sales contract, 
including clauses relating to the nature of the goods, to the 
quantity and the quality, packing and make-up, price denom- 
ination and calculation, discounts, rebates, terms of payment, 
the annulment of contracts and the adjustment of disputes. 

It prepares the student for the thorough understanding 
of intense study units dealing with allied subjects, such as 
transportation, insurance, foreign exchange, etc 

IN PART n it treats EXHAUSTIVELY selected vital 
problems of modern American export practice, such as: 

Foreign Credit Problem, bringing up to date the author's 
famous monograph on "Foreign C>edlt8," and furnishing 
the first analysis of the advance in American banking prac- 
tice since the enactment of the Federal Reserve Act. 

Foreign Trade Promotion — official, as well as non-official, 
with a thorough review of the achievements of all orgami- 
zations, official, national and local in promoting the foreign 
trade interests of United States. 

The foreign pitblicity problem, with an analysis of adver- 
tising media. 

Price $5.00 :: 550 Pages of Text 

htemational Book Publishing Co. 

5 Beekman Street, s New York 
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that unquestionably tends to strike 
a fair average of costs in the long 
mn. If even a small order is 
allowed to come into the market 
through other channeb than the 
sole agency and is offered at from 
15 to 20 per cent lower prices 
than those established by the sole 
agent on this basis of equalization, 
the result can easily be disastrous 
and demoralize his trade with the 
dealers long after the small lot of 
goods has been sold. This loss of 
business affects both the manufac- 
turer and the sole agent 

The prestige of the sole agent 
in the Orient is also much higher 
because of the fact that he is a 
sole agent He is proud of this 
fact and advertises it, and if but 
one dealer succeeds in getting an 
order to the factory direct, it is 
noised about in great glee, much 
to the loss of prestige of the sole 
agent The few orders that the 
manufacturer may lose by refusing 
outside business will not compare 
with the loss in business sustamed 
by thus causing the sole agent to 
cut down his purchases. On the 
other hand, under the sole-agency 
plan the manufacturer most as- 
suredly gets a larger percentage 
of the business in sight, as well 
as a broader, more efficient, intel- 
ligent, and aggressive representa- 
tion than he could obtain in any 
other way. Moreover, the sole 
agency to be effective should be on 
kmger than a one-year term. If a 
merchant is working under the 
knowledge that the manufacturer 
may sever relations with him on 
comparatively short notice, it is 
bound to somewhat restnct his 
activities and interest This is 
also true in ordering stock, where 
a yearly agreement is hardly long 
enough to permit the goods to 
reach their destination before the 
contract may be canceled and the 
merchant left with a stock of 
goods which can not be sold with 
any assurance of a renewed sup- 
ply. To sum up, the sole agency 
may have a great many objections 
and drawbacks in other parts of 
the world, but in China and the 
Far East generally the nature of 
foreign trade is such as to make 
it an effective form of contract 



STATBMBNT OP THB OWNBR^ 
SHIP, MANAGBMBNT. CIRCULA- 
TION. BTC, RBQUIRED BY THB 
ACT 6p CONGRBS88 OP AUGUST 

Of Export Trade, published weekly, 
at New York, N. Y., for October 1, 
1019. 

Sute of New York, ),« . 
Cotmty of New York. J 

Before me, a Notary Public in and 
for the State and county aforesaid, 
personally appeared John A. Greene, 
who, having been duly sworn accord- 
ing to Uw, deposes and says that he 
is the Business Manager of the Export 
Trade, and the foUowing is, to the 
best of his knowledge and belief, a 
true statement of the ownership, man- 
agement, etc., of the aforesaid publica- 
tion for the date shown in the above 
ciu>tion, required by the Act of August 
24, 1912, embodied in section 443. 
Postal Laws and Regulations, pnnted 
on the reverse of this form, to wit: 

1. That the names and addresses of 
the publisher, editor, managing editor, 
and business managers are: Publisher, 
Thos. W. AshwcU, 160 Nassau Street, 
New York; Editor, Thos. W. AshweU, 
160 Nassau Street, New York: Man- 
aging Editor, C. J. North, 160^Nassau 
Street, New York; Business Manager, 
John A. Greene, 160 Nasfltu Street, 
New York. ^ ^ „ 

2. That the owners are: Ashwell. 
Davis & Co., Inc.; Carl Brandt. 101 
Park Ave., New York; E. A. Davis. 
2 W. 47th Street. New York: G. J. 
Ashwell, Sharon, Conn.; T.W. AshweU, 
150 Nassau Street, New York; H. E. 
Porter, Bass River, Mass. ; T. B. 
Buifum, New Canaan, Conn.; John A. 
Greene. 150 Nassau Street, New York; 
W. P. Chapman, Stamford, Conn. 

8. That the known bondholders, 
mortgagees, and other security holders 
owning or holding 1 per cent, or more 
of total amount of bonds, mortgages, 
or other securities are: None. 

4. That the two paragraphs next 
above, giving the names of the owners, 
stockholders, and security holders, if 
any. contain not only the list of stock- 
holders and security holders as they 
appear upon the books of the companv, 
but also, in cases where the stock- 
holder or security holder appears upon 
the books of the company as trustee 
or in any other fiduciary relation, the 
name of the person or corporation for 
whom such trustee is acting, is given; 
also that the said two paragraphs con- 
tain statements embracing affiant's full 
knowledge and belief as to the circum- 
stances and conditions under which 
stockholders and security holders who 
do not appear upon the books of the 
company as trustees, hold stock and 
securities in a capacity other than that 
of a bona fide owner; and this affiant 
has no reason to believe that anpr other 
person, association, or corporation has 
anv interest direct or indirect in the 
said stock, bonds, or other vecurities 
than as so stated by him. 

John A. Greene. 

Sworn to and subscribed before me 
this 19th day of September, 19ift- 
J. Frederick Cryer. (My comir* 
expires March, 1921.) 
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OPERATING UNDER DIFFI- 
CULTIES. 

The readers of EXPORT 
■^ TRADE are, of course, fa- 
miliar with the printers' strike, 
which caused the pressrooms in 
the print in g establishments 
throughout the city to shut down 
on October 1st. For that reason 
we were forced to combine the 
October 4th issue with the is.sue 
of October 11th, which appears 
as a double number. 

At the time of writing the 
strike situation is worse rather 
than better. We shall, however, 
do our best to publish regularly, 
although it is extremely probable 
that for the duration of the strike 
the magazine wiH be delayed in 
reaching your hands. We ask 
your patience, therefore, and trust 
that matters will be settled in the 
near future, so that we can pro- 
ceed as before. 
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bare of stock and equally clamor- 
ous for supplies, it becomes ex- 
ceedingly difficult to meet all de- 
mands. But it is contended that in 
too many cases manufiacturers are 
filling up their books with orders 
on home account for many mondis 
ahead, leaving no surpkis for ex- 
port. 

The National Foreign Trade 
Council is strongly of the opinion 
that manufacturers are not show- 
ing the interest they should in the 
export trade. What are the rea- 
sons? They may be stmraned up 
in the statement that the home 
trade is lucrative and manufac- 
turers can get cash at once. The 
temptation, therefore, is very 
strong to say to the foreign buyer : 
*We are too full of home orders 
to trouble about you; comejto us 
next year." But the foreign buyer 
will not wait He will pilace his 
order in England, Japan or Ger- 
many. The shortsightedness of 
such a policy is evident when it 
is remembered that it is very dif- 
ficult to recapture an overseas 
market once it has been lost It 
cannot be too strohglv Emphasized 
that in a neutral market tnt bttytr 
does not greatly care whether his 
goods be British, Ameri<:an, Jap- 
anese, or even German. If he be- 
comes accustomed to non-Ameri- 
can goods, he will not readily 
change his source of supply in 
the future. 



NEGLECT OF FOREIGN 
TRADE 

pOMPLAINTS are being re- 
^^ ceived by those in close touch 
with overseas trade of a lack of 
interest on the part of American 
manufacturers in maintaining 
their present hold on foreign mar- 
kets. The truth is, that as almost 
every branch of industry is at 
oment faced with a home 
and an overseas market 



We do not think that the Ameri- 
can manufacturer would readily 
(?ive up his overseas connections, 
but it is true that many manufac* 
turers find themselves in a serions 
dilemma. They must refuse to 
meet the demands eidier of some 
of their domestic trade or of ^1 
their foreign trade. We beKevc 
that the importance of export 
trade is, from a national ^tnt of 
riew, so overwhelming that the 
Aianufacturer would be serving 
the interests of his country, as 
well as his own, if he could so ar- 
range his order book that overseas 
demands should secure a fair 
share. 

The heads of our great httsi- 
ness concerns should seriofisb^ 
consider the question as one of 
policy, and we have no doubt thAt * 
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the claims of overseas markets 
will not be disregarded. Our 
keenest competitors, England and 
Japan — to be followed sooner or 
later by Germany — are sparing no 
efforts to establish themselves 
firmly in overseas markets. Un- 
less the American manufacturer is 
equally energetic, he may find Irim- 
self in the future bitterly regret- 
ting the fact that he did not add 
other strings to his bow in the 
^lape of good overseas connec- 
tions. 



A POLICY IN TRADE RE- 
SUMPTION WITH 
GERMANY 

MANUFACTURERS, bankers, 
commission merchants and 
shipping men from all parts of the 
country will meet in New York 
next month to determine upon a 
definite and uniform policy for 
the guidance of exporters in the 
resumption of trade with the 
Central Powers, which now seems 
imminent 

In order to secure an agreement 
upon the broad policies under 
which American exporters should 
operate, invitations have been sent 
to all interested concerns, asking 
them to be represented at the con- 
ference which will be held in New 
York on October 16th and 17th. 

To give the fullest weight to the 
conclusions of this conference, its 
sessions have been made an integ- 
ral part of the Foreign Trade 
Convention, which is being held 
under the auspices of the Ameri- 
can Manufacturers' Export Asso- 
ciation on these dates. 

A special committee has been 
appointed to arrange die details of 
\he conference, and assurances 
fcave already been received by the 
committee mat representatives of 
American concerns which are 
constantly receiving inquiries for 
their products from buyers in 
Austria and Germany will be 
present in large numbers and that 
representatives of banking and 
shipping interests and of the gov- 
ernment will present their views. 

It is obvious, of course, that am- 
ple opportunity must be given 
Germany for the restitution of 
trade relations throughout the 
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world. It is only through the de- 
velopment of her foreign com- 
merce that she can avert an eco- 
nomic breakdown^-^t between 
averting an economic breakdown 
and beconring a world power dom- 
inating the markets of the world 
there is a wide gulf. We have 
secured a strong foothold in many 
markets which were once con- 
trolled by Germany. In diese 
markets she still has permanent 
foundations which she has only 
to take up to become a persistent 
competitor of the United States. 
With the present exchange situa- 
tion in which marks are selling 
for somewhere in the neighbor- 
hood of four cents, it would seem 
that, given a free rein, she would, 
owing to the relatively low cost of 
production in Germany, become a 
competitor in a strategic posi- 
tion to drive American manufac- 
turers from the field. 

The plan decided on by the con- 
ference and the broad policies out- 
lined will t>e awaited with interest 
by exporters throughout the 
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Sea Rates Reduced 
to South America 



''Reductions in ocean freight rates, averaging 
approximately 33 per cent, on general and miscel- 
laneous cargoes from Atlantic and Oulf ports to the 
South American east coast, have been placed in effect 
by the shippinfjr board, according to an announce- 
ment authorized by the Division of Operations to- 
day." — News liem^ September 29th. 
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FINANCING OUR FOREIGN TRADE 

A Plea in Favcr of Educating the American People to Invest in 

Foreign Securities. 

By HERBERT S. HOUSTON 

Chairman of the Committee on Foreign Trade and Securities of the Council on 

Foreign Relations. 
Address delivered before the Financial Division of Associated Advertising Clubs 
of the World, at New Orleans, Tuesday, September 23rd, 1919. 

goods exceeds our demand for 
foreign goods at the rate of ap- 
proximately 4 billion dollars a 
year. To get an idea of the change 
in the situation which this figure 
represents, we have only to com- 
pare it with the foreign trade 
balance in our favor before the 
war, of about 500 million dollars. 
And the situation is more un- 
balanced than that comparison in- 
dicates, because before the war we 
had to pay foreign countries that 
500 million dollars in interest on 
borrowed money and in ocean 
freight charges. To-day Europe 
is in our debt and will have to 
pay us about 500 million dollars a 
year in interest, and we have our 
own merchant marine to carry our 
freight. 

The great depreciation in for- 
eign exchange rates as compared 
with the dollar, more particularly 
the decline in the English Pound, 
from a normal of $4.86 to around 
$4.15, and more spectacularly in 
the German Mark from 24 cents 
to less than 4 cents, and in the 
Franc from 19 cents to 12 cents, 
is but a reflection of the exhaus- 
tion of the credits arranged here 
to permit foreign countries to buy 
in this market For the foreigner 
who wishes to buy here, these low 
rates of exchange for his own 
currency, or in other words, the 
premium on the dollar with which 
he has to make his payments here, 
means that he must in England 
pay about 12 per cent. more, than 
the price of the goods in order 
to make payment for them; in 
France, that he must pay over 35 
per cent. more. 

This premium that foreigners 
must pay in order to get dollar 
credits with which to pay for their 
purchases has already been seen in 
many different quarters to o' 



A LMOST the first thing that 
^^ Herbert Hoover said, when 
he returned to the United States, 
was that we should at once arrange 
credits with Europe, both in our 
own interest and in the interest 
of Europe's sheer necessities. And 
in saying that, the great engineer 
of the war, the man who charted 
human needs and saw that they 
were met, but re-echoed what all 
our bankers with vision have been 
saying since the day following the 
armistice. Every one in the finan- 
cial field seems to understand the 
problem and to agree, broadly, on 
the method of solution, but the 
country as a whole, understands 
neither problem nor solution. The 
country has but the haziest sort 
of an idea of the truth that its 
domestic prosperity is based, in 
large degree, on its foreign trade. 
Let u« brleflv examine a few start- 
liniF facta. 

In tliie five years ended June 
30th, 1919, we sold to the rest of 
the world 26^ billion dollars 
worth of goods. Of these, 17fi 
billions went to Europe. In that 
five years, we bought from for- 
eign countries, only 12^ billion 
dollars' worth of goods, leaving a 
trade balance in our favor of 14 
billion dollars. This balance was 
oflFset by gold sent to us, by our 
own securities returned to us, by 
loans which we made to foreign 
countries, and by the state of for- 
eign exchange. Our government 
has advanced nearly 10 billions to 
the Allies to permit them to con- 
tinue their heavy bujring here. 
This 10 billion dollar credit is now 
practically exhausted. It is not 
likely that the Government will 
grant further credit of this charac- 
ter now that the war is ended. 
But we are now in a position 
where foreign demand for our 
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TEACHING THE FAR EAST TO UKE 
OUR PRODUCTS 

TTic Rtpftuntatioe American Salesman Should be an Educator 
Quite. €is Mudi as an Order Taker. 



AN interesting exposition of 
the influence of the Ameri- 
can salesmen in selling themselves 
their merchandise and to a con- 
siderable extent American ideas 
of merchandising in the markets 
of the Far East has been furnish- 
ed by Clarence E. Bosworth. 
Writing in a recent issue of the 
Sun, Mr. Bosworth has declared 
that their influence is shown in 
almost every important center of 
commerce in the Orient. 

If the quality of our salesmen 
is carefully maintained abroad 
American salesmen will soon be 
taken as seriously by foreign buy- 
ers as by our buyers here at home. 
Certain it is that they can be of 
even greater service to the buy- 
ers overseas because of their great 
distance from the sources of sup- 
ply and infrequency of their vis- 
its to the great markets of the 
world. 

It is a wonderfully fine thing 
for the American salesmen in the 
Far East to be able to adapt him- 
self to the business customs of 
the several countries and to be 
flexible enough to humor the buy- 
ers of the different nationalities, 
but it is finer type of American 
salesmen who is ever nlindful of 
the fact that the home ofiice and 
the factory are entitled to a gen- 
erous measure of consideration, 
and persuades buyers to proceed 
according to the established cus- 
toms of the firm he represents. 

One of the largest retail firms 
in the Southern Hemisphere has 
a most peculiar method of run- 
ning its purchasing department. 
The sjTstem begins in a large 
cheerless room with a hard "Qua- 
ker"^ bench along one side for 
waiting salesmen to make them- 
selves comfortable upon until a 
purdiasing department clerk ap- 
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pears behind the long counter, 
which is partitioned off like a 
row of voting booths. These par- 
titions furnish a certain amount 
of privacy when showing samples 
and making quotations. Overhead 
is a large sign, which says, "No 
Smoking." Just inside the door 
at the right is the cigar and to- 
bacco department 

The purchasing system stages 
its second act within the confines 
of a sample room, the sacredness 
of which no salesman ever con- 
taminates. Over the counter of 
the outer room samples with 
prices attached are passed to a 
clerk, who gives a receipt for 
them, and the salesman goes his 
anxious way. The samples are 
then given lot numbers, all marks 
which indicate the origin of the 
goods are removed, and the de- 
partment buyers are invited to 
look the samples over. Selec- 
tions are made according to 
sample only. Orders are not 
placed through the salesman, but 
by mail, and in the case of Amer- 
ican purchases these orders are 
forwarded through the firm's 
London office. 

Of course this system does not 
meet with the approval of Amer- 
ican salesmen at all, and most of 
them have the temerity to express 
their disapproval of it. The firm's 
representatives usually answer 
these complaints with the ques- 
tion: **What is the matter with 
our system? Aren't we the larg- 
est retailers south of the equa- 
tor?" 

I know of only one salesman 
who succeeded in getting this firm 
to make an exception to its buy- 
ing rule. When the bu)ring room 
clerk explained the system to him 
he said: "I am sorry. My line 
is an extra profit and extra busi- 
ness proposition. Unless I can 
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see your buyer I cannot show 
your people what I have to offer 
in a way which is fair either to 
us or to you." From the little 
conversation he had with the 
clerk that individual became in- 
terested and urged the submitting 
of samples in the customary way, 
with an explanatoiy letter to ac- 
company them. The salesman 
flatly refused. 

After some manoeuvring he 
succeeded in getting an audience 
with the merchandise manager of 
the store. To this individual he 
explained fully why he would not 
allow his samples to be "run 
through the mill." 

"No, sir," he said, "my line can- 
not be judged fairly from the 
mere looks of the samples I have 
with me and, while it is good 
value merchandise, we do not care 
to have it judged by standards of 
its intrinsic value alone. We 
should like to place our line with 
you, but, despite the fact that 
yours is the most sought for ac- 
count in the whole Southern 
Hemisphere, we will not place our 
line with you unless we are cer- 
tain it will be understood thor- 
oughly by your salesmen and 
saleswomen and properly featur- 
ed by yourselves. I am certain, 
sir, that you will find the time 
well spent if you and your de- 
partment head will come over to 
my sample room, see my samples 
and hear my story." 

The exception was made and 
the line was placed. It is now be- 
ing handled in conformity with the 
sales plan of the home office, and 
the connection is mutually profit- 
able and satisfactory. This sales- 
man was so sure of his ground 
that he made this comment to the 
firm's representatives: 

"For ordinary merchandise I 
do not question the efficiency of 
your buying system, but I do 
question the advisability of your 
adhering too closely to it when 
dealing with salesmen from over- 
seas. 

"Most of us overseas salesn^en 
carry special lines — lines which 
are not necessarily competitive. 
Often our offerings are of abso- 



lutely new merchandise with which 
your buyers are not familiar. This 
special merchandise must be ex- 
plained to your buyers so that 
they in turn may explain it to 
their department salespeople. Your 
system acts as a barrier to the in- 
troduction of new luxuries and 
conveniences — lines which raise 
the up-to-date store from the 
plane of a mere seller of necessi- 
ties to that of ail institution 
which renders maximum service 
to the community through the in- 
troduction of new things, the pos- 
session of which adds to the com- 
fort and enjoyment of the indi- 
viduals in the community." 

Latest reports from this store 
indicate that the expression of 
this sound reasoning had its ef- 
fect and that new ideas in mer- 
chandise are finding a more cor- 
dial reception in this particular 
institution. It is a wise salesman 
who assures himself that his mer- 
chandise will be properly handled 
in the retail store in which he 
places it. The case recited above 
is extreme even for the Far East, 
but it serves the purpose to illus- 
trate the true position of the 
American salesman. If he is 
worth while as a salesman he is 
an educator quite as much as an 
order taker. 

It is in this that he differs from < 
most salesmen from other coun- 
tries with whom he comes into 
competition. As a rule, Ameri- 
can manufactured articles for gen- 
eral use or wear are higher priced 
than manufactures from other 
countries for similar purposes. 
Also, as a rule, credit terms are 
less attractive to buyers, but the 
American product also usually ex- 
cels in style, finish and package, 
and if it is an article of wearing 
apparel, it always excels in fit In 
many things, this one item of fit 
assures longer wear with a de- 
gree of satisfaction which is em- 
inently greater to the consumer. 

p. 8. CARTBR WITH liAMBORlf 
A CO. 

Paul S. Carter, who was fomerly an 
executive of the Mercantile Overseas 
Corporation, is now general manager of 
the export and import departments of 
Umbom & Co. ^ r^mnlo 
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THE PORT OP MUBMAMSK 

Russia's Only Ice Free Port on the 

Atlantic has Large Facilities 

for Commerce 

THE port of Murmansk has 
lately sprung into prominence 
as the scene of Allied operations 
against the Bolsheviki. What is 
not so generally known is the fact 
that this same port has received 
considerable development during 
the past few years, and that it 
holds great possibilities of becon^- 
ing one of Russia's leading com- 
mercial ports in the near future. 
The brief description of its port 
facilities as contained iv a recent 
report from Edward R. Anschutz, 
Supercargo of the U. S. S. Sark, 
is of interest 

Murmansk is Russia's only ice- 
free port on the Atlantic, says Mr. 
Anschutz, and has been developed 
since 1914. It is the terminus of 
the Murman Railway, built in 
1915-1916, which connects with the 
Petrograd- Vladivostok trunk line 
at Zvanka. The town and port is 
located on the eastern side of Kola 
Inlet, 25 miles from the entrance. 
Its estimated population at present 
is 3,500 to 4,000, with a constant 
influx and outgo of several thou- 
sand refugees from the interior. 

The inlet is 1J4 miles wide and 
is 32 feet deep near shore and 70 
feet deep in the middle. It has a 
sandy bottom and there are no 
hidden rocks or shoals. The tide 
rises 11 feet. The anchorage is 
well protected from storms, has no 
currents, and has room for a 
large number of ships, which can 
shift without the use of tugs. 
During 1916-17 there were as 
many as 20 ocean steamships in 
this harbw at one time. When in 
full operation the Murman Rail- 
way carried an average of 2,000 
tons per day from Murmansk. 

One pier is completed. It has 
berthing space for 5 to 7 large 
steamers, and is equipped with ^- 
ton traveling railroad cranes; the 
discharging capacity is 3,500 tons 
per day. There are ample ware- 
houses and storage tracks. Sev- 
eral similar piers whose construc- 
tion was stopped by the revolution 
easily be completed. There is 



a fair supply of labor, subject to 
the same conditions and rates as 
at Archangel. 

Local sentiment is strongly pro- 
American, and there is a good op- 
portunity for introducing Amer- 
ican goods. There is a demand at 
present for American textiles, 
, lumbering and fishing machinery, 
* canning machinery, and toilet ar- 
ticles, small novelties, and partic- 
ularly chewing gum. In connec- 
tion with the need of fishing and 
canning machinery, it should be 
noted that salmon, herring, and 
sturgeon abound in local streams, 
and only capital and modem ma- 
chinery are needed to develop a 
large fishing industry. 



StDEMGHTS ON THB CHI- 
NESE TEXTILE MARKET 

The Climate Creates a Demand 
for All Weights of Clothing 

A N interesting r^um^ regarding 
^^ the market for men's and 
women's wear in China is offered 
in a recent report prepared by the 
Far Eastern Division of the Bu- 
reau of Foreign and Domestic 
Commerce. 

If American manufacturers wish 
to extend their business in the 
markets of China, states the 
report, they must be prepared to^ 
compete with other countries not* 
only in prices, but in pleasing and 
novel patterns, for the Chinese 
men are very particular, and the 
women use few foreign goods un- 
less they are tempted by attrac- 
tive samples. 

There is a tendency to adopt 
foreign styles in dress, and so 
there is a growing demand for 
worsted suitings, dress coatings, 
cream serges, and cream flannel, 
all 54 to 56 inches wide, and for 
58-inch black and blue cashmere, 
and 39 to 40-inch silk linings. In 
Shanghai medium-heavy weights 
(18 to 24 ounces) are required 
rather than light weights. Suit 
lengths from 3J4 to 3f4 yards sell 
at relatively higher prices per 
yard than the 40 to 60-yard trade 
lengths. Cheap cotton fancy 
trouserings are much used, and 
there is a sale for cheap gray and 
brown single Arm| b^^^^4 
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Member A. B. C. 

The Proof of the Latin-American Pudding 

Ab an American manufacturer lookingr for your share 
of export trade, have you been studying: forelgrn exchang-e? 
Then you know tfhat the very prosperity of the Yankee dol- 
lar ta vervlngr as a heavy export tarlir on our own goods. 

But forelgrn exchange is only an obstacle in certain di- 
rections. The Latin-American stands behind no such export 
tariff as bars the accustomed European channels of distribu- 
tion. 

The Latin-American can purchase our goods with the 
full value of his money, and the Latin-American i-s not only 
enjoying real war prosperity — he has wasted no areas to re- 
store and no Victory Bonds to repay. 

It's higli time that American manufacturers realized 
that Latin-America is a permanent market offering more 
real profits than many more envied markets farther away. 
It'-s high time we all discounted the Sunday newspaper sto- 
ries of revolutions and knew that Latin-^merlca is a store- 
house of natural riches whose owners are not so much less 
ambitious than we. 

If you couM follow the 2S,500 copies of EL MAGAZINE 
DB LA RAZA (Magazine of the Latin People) that are sent 
ou't to subscribers every month, it wK>uld reveal to you more 
vividly than any description just how much thte grreat people 
has to spend, and how much they are like ourselves in the 
spendiner. 

EL MAGAZINE DE LA RAZA has created the one con- 
ditiK>n of consumer influence American manufacturers require 
in order to benefit by the extraordinary problem of foreign 
exchange. Here at minimum cost you can carry your prod- 
uct stralglit to the pufblic market places of every city, town 
and country estate throughout those rich lands. Tou can 
give your product that positive identity which is the deal- 
er's best help and your own greatest service. 

Latin-America — ^just tSiink of it — doesn't yet buy It by 
Its name. That is, Latin-America doesn't yet know It for itm 
-worth. 

You may be advertising In 'TAtin-Amerlcan" publica- 
tions. If so, you are only getting as far as the dealer's 
warehouse. EL MAGAZINE DE LA RAZA is the only Latin- 
American consumer medium. 

Its influence goes from the dealer's warehouse Into the 
homes of the people. And that is the influence you need to 
connect with the wealth of Latin-American lands. 

EL MAGAZINE DE LA RAZA wants !only to tell you its entire 
story. Give ns an opportunity, today. 

If you are interested in securing connections with dealers Et# 
MAGAZINE DE LA RAZA will get them for you because one-third of 
its circulation reaches responsible dealers in Latin-America. 

EL MAGAZINE DE LA RAZA 

(The Magazine of the Latin People) 

Transcontinental Publishing Corp. 

284 PIftk AveBue, New York City 

U i y i l i ^uU by CjOO'Jii 
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DO TOV COLLECT 

TOUR DRAWBACK 

ALLOWANCES? 

Export commodities man- 
ufactured wholly or in part 
from imported duty-paid 
materials or domestic tax- 
paid alcohol are entitled 
to drawback allowances 
from the U. S. Govern- 
ment 

We specialize in die col- 
lection of these drawbacks. 
Correspondence incurs no 
obligation and is cordially 
invited. 

C. J. HOLT & CO. 

INCOtPORATlD 

J. W. Van Buskirk, Pr«s. 
K8TABU8HED l«M 

8-10 BRIDGE STREET 
NEW YORK CITY 



size; also for scarlet plain cloth 
and low-grade woolen, and for 
some higher grades. Automobile 
rugs costing |3 to $4 are bought 
for rickshas, and there is a heavy 
trade in dark-blue flannel shirting. 

The winters of northern China 
are cold enough to create a de- 
mand for velvets, velveteens, 
heavy sheetings, drills, jeans, and 
shirtings, and there is a steady 
call for very cheap light-weight 
cotton towels, cotton handker- 
chiefs, and heavv and light cotton 
underwear and hosiery. The net 
imports of hosiery into China in 
1917 were valued at $2,750,000 
gold. The socks are coarser and 
heavier than the American cotton 
socks and retail for about $0.20 
gold. Two popular brands are 
made in Shanghai and Chinkiang. 

Prices should always be made 
G. i. f . port of delivery. The usual 
terms of sale are drafts at 120 
days* sight, D/A or D/P. Most 
business is done by indent, and 
the Chinese insist diat shipments 
be made at the time agreed 



It is of the greatest importance 
to observe the market customs as 
to packing. Each piece of cloth 
should be rolled on a board made 
of well-seasoned wood ^ inch 
thick and 7 inches wide, and 
should be well covered with paper 
to exclude moisture and prevent 
mildew. Eight pieces of medium- 
weight goods should be packed in 
a strong, tin-lined wooden case. 
Canvas bales are not satisfactory. 
The prevailing practice is to send 
out samples 20 inches square; 6 
by 9 inch sizes are sometimes used 
for the better grades, and the full 
width of 9 inches for cheaper 
materials. Many buyers take 
away samples of the ^oods they 
have ordered, which give rise to 
an unusual demand for such 
samples. 

If the market is to be held, it is 
of the utmost importance to mark 
each standard grade with a sim- 
ple, striking picture, such as a 
"Black Dragon" or "Red Flower," 
as a trade-mark or "chop," and 
never to alter either this or the 
goods in the slightest degree, as 
the Chinese object strongly to 
changes or substitutions even of 
better qualities, and will frequently 
pay more for a well-known brand. 
Popular trade-marks often ac- 
quire considerable commercial 
value and should be registered 
with the Chinese Government 
through the American consulate 
general in Shanghai, to prevent 
imitation. 



SAFETY RAZOR CORPORATION 

TO FORM OFFICES lit 

BUROPB 

^ The American Safety Razor Corpora- 
tion is planning to expand its business 
in Europe. Companies are to be or- 
ganized in France. Italy, Greece, Spain, 
and Portugal. The French Company 
win own the American Safety Razor 
Corporation rights in France. Half the 
capital in each company will be held in 
the country in which the concern is es- 
tablished, the parent company holding 
the other half. The first offices will be 
opened in Paris and Milan. The Amer- 
ican Company has just closed a large 
contract with Czechoslovakian agents. 

INCORPORATBD UNDER LAWS 
OF DELAWARE 

The Manufacturers' Export Sales Cor- 
poration with a capital of $1,000,000 
has recently been incorporated in Dela- 
ware. They will do a /««9$rdi^Wort 
and import busincs^dby vjOOv IC 
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ELCAMPO 

INTBRNACIONAIi 
APPOHiTMENTS 



ALBRO C. GAYLOR 

{Formerly of PUld lUustrattd) 
Business Manager 



LOUIS L. LIGREST 

(.Formerly with Ls Hocitnda) 

EaSTSEN AdWITISINO MAHAGSm 



FREDERICK R. JONES 

{Formerly with Ls Hacienda) 
WxsTXBif A0VSSTI8IMG Managxe 



Are you famiiiar vdth the Export 
Sates Sendee of EL CAMPO? 

Write for rates and full information. 

THE AMERICAN INTERNAnONALPlBLJaiERSINC 

THEODORE N. VAIt, Chairman 

G. HOWARD DAVISON WM. PIERSON HAMILTON 

President Vice-President 

ROBERT SCOVIttE WALTER A. JOHNSON 

Vice-President Managing Director 

% VEST 45TH STREET. NEW YORK 

D i y i l i iLU U^ C^OQgle . 
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A Weekly News Magazine for Ex- 

portera and Manafacturera 
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Editor and Publisher 
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Articles and- notes on export subjects 
are iuTited, but responsibilitT is not 
assumed for the safe return of material 
submitted. Return postage should be 
enclosed. 

FURNISH THE GOODS THEY 
OAN*T DO WITHOUT. 

SUGGESTION has been made 
that American manufactur- 
ers set aside a definite percentage 
of factory output to supply to 
those countries in which manufac- 
turing is not highly developed the 
goods they cannot do without. It 
seems to us that manufacturers 
would do well to follow this ad- 
vice. 

At the present time one of the 
most disquieting effects of the 
high prices of American manu- 
factured goods and the difficulty 
experienced by oversea merchants 
in obtaining deliveries is the stim- 
ulus given to the industrial de- 
velopment of countries which, but 
for the war, would have found it 
quite impossible to compete ¥rith 
the highly organized industries of 
the United States and Europe. 
High prices, high freight rates, 
and lack of transport are likely 
to prove more potent aids to the 
establishment of manufacturing 
enterprises in the newer countries 
than a protective tariff with du- 
ties of 100% on imported goods. 
The difficulties of obtaining ma- 
chinery and skilled labor, although 
great, are not insuperable. In 
8ie opinion of the National For- 
eign Trade Council, a continuance 
of the present state of affairs 
win inevitably lead to the growth 



of manufacturing in many coun- 
tries which have hitherto afford- 
ed large markets for our prod- 
ucts, and this may involve serious 
changes in our export trade. 

In this connection, it is inter- 
esting to note that during the war 
many industries quite new to In- 
dia arose to fill the void left by 
the stoppage of exports from 
Britain, and that many types of 
machinery and mechanical fittings 
are now being successfully man- 
ufactured there. The Bengalee is 
a .capable artisan when properly 
trained, and it is hardly neces- 
sary to add that his labor is not 
of the highly-paid variety. The 
development of a prosperous iron 
and steel industry in the Trans- 
vaal — ^where coal and iron ore in 
inexhaustible quantities exist in 
juxtaposition — is already becom- 
ing practicable. In Australia, too, 
the manufacture of woolen goods 
is attracting increasing attention. 

While such industrial develop- 
ment is bound to come to all 
countries possessed of the neces- 
sary raw materials, it is unfortu- 
nate that these markets should in 
any way be closed to American 
products at a time when a wide 
demand for manufactured goods 
is needed to ensure full employ- 
ment to American industry. 



CLEARING THE GROUND. 

THE convention of the Amer- 
ican Manufacturers' Export 
Association was particularly suc- 
cessful from two points of view. 
In the first place, due in part to 
the problems which were to be 
discussed, the number of those in 
attendance exceeded that of any 
previous convention. For the same 
reason the registration of associ- 
ation members from out of town 
was very heavy. Thus the meet- 
ing represented a gathering na- 
tional in scope. 

Another successful feature of 
the convention was the calling of 
special conferences on certain of 
the major problems in the realm 
of exporting raised by the war. 
In tiiese conferences much valu- 
able light was shed on the needs 
of the new countries 'created by 

Digitized by VjjO 
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the peace treaty with recommen- 
dations as to the establishment of 
trade relations with them. Rus- 
sia, too, came in for a consider- 
able share of attention, but there 
the discussion assumed a more ab- 
stract tone— probably because 
dealing with Russia in specific 
terms at the present time is well 
nigh impossible. 

That the convention served a 
purpose more useful than ever 
this year cannot be doubted. Not 
only did it serve for tiie inter- 
change of ideas among leading 
export men, but it has afforded 
an excellent clearing g^'ound for 
the crystallization of many prob- 
lems now being taken up at the 
International Trade Conference in 
Atlantic City. 

A UNIVERSITY COURSE IN 
SHIPPINO. 

TpHE most recent addition to 
•■• those institutions which are 
offering courses for such of their 
students as desire to enter the 
fields of foreign trade is New 
York University, whicl) has just 
announced a course on shipping. 
This course will be given as a 
series of lectures at the 25 Broad 
street rooms of the university un- 
der the direction of Robert E. 
Annin, manager of the Sigbee 
Humphrey Steamship Company* 
Its aim is qot so much to teadi 
principles of navigation as to de- 
velop a thorough working knowl- 
edge of chartering the acceptance 
of cargoes with all the details in- 
cident to the operation of ton- 
nage. 

It is difficult to forecast the 
measure of success which may be 
contained in the practical appli- 
cation of a course of tiiis kind. 
The subject matter of the lectures 
however, indicates that the stu- 
dent who follows it intelligently 
will be very well g^'ounded in 
shipping from a theoretical point 
of view. As such his chances of 
ultimate success will be increased 
by just that much. 
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Through our dose connec- 
tion with 

Cm ft CoBpt^r, Lt4^ Uate 

who have branches at 

BOMBAY 

CALCUTTA 

KARACHI 

MUREB 

RAWAL PINDI 

SRINAOAR (Kadunir) 

we are in an exceptionally 
favorable position to pur- 
chase documentary drafts 
against shipments to India. 

Tke Bank of New York 

National Banking Ataodation 
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RBOULAR SBRTICB BBTWBBN 
SBATTUBS AND THB ORIBNT 

It ia atttfaoriUtiTelj announced that 
the "Admiral Line" has decided to ex- 
tend its operations to the port of Shan- 
ghai, and that the general agent of the 
company for the East will transfer his 
headquarters from Hongkong to Seattle. 
Other branch offices have been opened 
at Manila, Hongkong, Singapore, Kobe, 
and VladiTOStok. 

This line is to start with a monthly 
service between Seattle and the chief 
ports of the Orient, and a service once 
every six weeks from Portland, Oregon. 
It is definitely announced that this ser- 
vice is to be permanent, and that there 
will be regular sailings even though 
the cargo space is not fully taken. 

FRBDBRICK A. KIRK * CO. 
BLBCnONS 

Donald P. Jenks and Winthrop 
Holmes have been elected Vice-presi- 
dent and Secretary respectively of 
FREDERICK A. KIRK & CO., INC., 
72 Wall I 



AUSTRALIAN COMMISSIONBR 
COBfINO 
Mark Sheldon, newly appointed Aus- 
tralian Trade Commissioner to the 
United States, has arrived at Honolulu. 
He will disembark at Vancouver, and 
spend a fortnight in Western United 
States. He is expected to reach New 
York toward the end of October. 
Digitized by VjOOQ IC 



APPLYING AMERICAN ADVERTISING 
METHODS IN SOUTH AMERICA 

Many Good Mediums in South America are as Yet Pradically 
UrJ^own to the American Advertiser. 

By HICKMAN PRICE 

Vice-President and General Manager Caldwell-Burnet Corporation. 

(From a recent address delivered at the American Manafacturers' Export Astod^ 

ation Convention^ New York City.) 



WHEN you started to develop 
your domestic market you 
analyzed the adaptability of your 
product and the extent of com- 
petition. You measured what you 
considered was the whole market, 
determining as nearly as possible 
what you believed would be your 
share. You arranged for distri- 
bution so that when the consumer 
asked the retailer for your arti- 
cles, they would be upon his 
shelves. Through your salesmen, 
agents, or branches, you kept in 
direct touch with retail trade. You 
built up a consumer interest and 
demand for your merchandise by 
using advertising which appealed 
to the consumer. You probably 
also advertised to the trade to 
win its co-operation. You pro- 
rated the expense of your adver- 
tising against the volume of sales. 

A number of manufacturers at- 
tribute their success in South 
America to their having used 
practically the same promotion 
and sales methods there that they 
have here. Depending upon the 
lines, their shipments to the South 
American republics comprise from 
one-fourth to two-thirds of their 
entire export business. 

Argentina, the largest consumer 
of United States manufactured 
products, among the Southern re- 
publics, will continue to buy from 
the United States in increasing 
quantities. Brazil's enormous po- 
tential buying market is expand- 
ing rapidly. The development of 
the abundant natural resources of 
Chile, Peru, Colombia, and Bo- 
livia, and other countries, will in- 
crease their demand for branded 
articles made in this country. 

One who travels tfirough South 
America, studying ways and 
means of increasing United States 



trade there observes things which 
some manufacturers have not had. 
the opporttmity to learn. 

In Buenos Aires, I have talked 
with firms to whom leading 
North American manufacturers 
had granted their exclusive rep- 
resentation for all ten South 
American countries. A majority 
of these agents made no attempt 
to cover more than one or two 
countries. They gave no thought 
to the other parts of the conti- 
nent In many such cases, sales 
jare restricted to a small part of 
what they rightfully should be if 
the manufacturer were properly 
represented in each of the coun- 
tries where there was a market 
for his products. 

In the United States there are 
several producers of. branded 
merchandise, who are under the 
impression that their Rio de Ja- 
neiro representatives are ofiFering 
their articles for sale throughout 
Brazil, which, incidentally, is a 
third larger than the United 
States. 

In Rio de Janeiro I met the 
firms representing these manufac- 
turers. The salesmen of several 
of these agency houses make no 
attempt to visit any part of Bra- 
zil except its capital, and Sao 
Paulo, its second largest city. Ba- 
hia, a city about as large as Cin- 
cinnati, and serving a region 
greater in extent than the Cin- 
cinnati trade territory, did not 
play any part in tiie prog^ram of 
several of these agents, any more 
than Pemambuco, the size of 
Kansas City, or Para, in the far 
north, or Porto Alegre, in the far 
south, each with 150,000 people, 
and the jobbing centers of dis- 
tricts as large as that served by 
San Francisco with several thou- 
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RBSTORINO THE BALANCE. 

P IGURES of the country's for- 
* eign trade for September 
just published by the Department 
of Commerce, again indicate a 
marked increase in imports and 
a noticeable drop in exports. 
That is to say imports totalled 
$435,000,000, or $92,000,000 more 
than the previous high record in 
July of this year, and $173,000,- 
000 above the total of September, 
1918. At the same time exports 
fell to $593,000,000, as compared 
with $646,000,000 last month. Thus 
the excess of exports over imports 
amounted to only $158,000,000, the 
lowest for any month since July. 
1917. 

As detailed advices have not as 
yet been received from the De- 
partment of Commerce, it is im- 
possible to ascertain whether the 
high import figures just quoted are 
due to any marked increase in 
European productivity or whether 
they have been caused by the 
heavy movement of seasonal 
products from some other part of 
the world. The chief point to 
note is the encouraging swing of 
the pendulum back to a trade 
balance more nearly normal. 

As Mr. A. C. Bedford stated in 
a speech before the recent Inter- 
national Trade Conference, "a na- 
tion must not only sell to tfie 
world, but buy from the world. 
The ideal situation is not repre- 
sented by a huge balance of trade 



but by a volume of trade at a 
virtual equilibrium between what 
is sold and what is bought" We 
are still far from that equilibrium 
as the rate of exchange ¥rith Eu- 
ropean countries proves, but it is 
to be hoped that succeeding 
months will show export and im- 
port figures calculated to restore 
the balance. 



A BUSINESS liEAOUE OF 
NATIONS. 

/^NE of the most interesting 
Y^ and far-reaching of the de- 
cisions reached by 9ie Interna- 
tional Trade Conference is con-* 
tained in the news that the dele- 
gates in attendance voted to in- 
augurate a league of business 
men. This league is to contain 
representatives only from tiiose 
countries which are included in 
the League of Nations, and it 
¥rill, therefore, hold a place in 
the industrial world similar to 
tiiat taken by the greater league 
in the political world. 

The draft of this commercial 
league which was prepared by 
two delegates from each of the 
five nations represented at the 
conference, sets forth its general 
purpose as follows: 

'The purpose of the orgsniza- 
tion is to promote international 
commerce, to facilitate the com- 
mercial intercourse of nations, to 
secure harmony of action on all 
international questions involving 
commerce and industry, and to 
promote peace, progress and cor- 
dial relations between the coun- 
tries and their citizens by the o- 
operation of business and their 
associations devoted to the devel- 
opment of commerce and indus- 
try.*' 

The permanent org^ization will 
have an international headquar- 
ters, centralize all data and pro- 
vide the machinery for unified ac- 
tion of industrial questions. A 
board of directors consisting of 
two members selected by each na- 
tion is to be created, which is to 
have general direction of the pol- 
icies of the league. One repre- 
sentative of each nation h to be 
attached permanently to the head- 



November 1, 1919 



EXPORT TRADE 



19 



quarters. Membership is to be re- 
stricted to commercial organiza- 
tions of all kinds, though /arious 
corporations and individuals may 
be admitted to associate member- 
ship. 

It is, of course, diflBcult to fore- 
cast the practical effectiveness of 
a league of this kind. On the 
one hand, it may resolve itself 
into a debating society without 
real power, to arbitrate the many 
questions incident to international 
commerce, which, like many po- 
litical questions, should be settled 
in that way. On the other, it is to 
be hoped that such a league wiU 
not attempt to stifle the healthy 
competitions between nation^ for 
the markets of the world. Grant- 
ing a mean between these two ex- 
tremes it seems to us that an in- 
ternational conmiercial organiza- 
tion is well worth a try. If some 
such mechanism had been in force 
at the dose of the war the pains 
of European reconstruction might 
have been eased. 

A SOUROE OF FNCnON. 

/^NE of the most fruitful 
^^ sources of fiction between 
die exporting manufacturer and 
the freight forwarder lies in the 
matter of freight rates. For ex- 
ample, a manufacturer sees that 
the rate on freight to Liverpool 
is quoted by the Shipping Board 
at 50 cents per cubic foot Forti- 
fied by this knowledge, he makes 
his shipment through his freight 
forwarder. Then when the bill 
comes in he discovers that, in 
spite of the market rate afore- 
mentioned, he has had to pay 65 
cents per cubic foot The result 
is a feeling on his part that his 
freight forwarder has erred, 
throus^ intent or negligence, m 
not securing the benefit of the 
current rate. 

The situation as regards freight 
rates is so complicated diat half 
knowledge is really worse than 
none. The manufacturer sees the. 
freight rates as quoted, but what 
he does not perhaps fully realize 
is that the lower rate in the case 
under consideration is a basis 
rate quoted t^ the Shipping Board 
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for large contract cargo engage- 
ments, and is not necessarily the 
current rate on general cargo. 
That is to say, a manufacturer 
might secure rates of $20 per ton 
on a shipment of ten thousand 
tons of steel rails to go forward 
in equal lots over a period of ten 
months, whereas a single ship- 
ment oJf the same might cost him 
considerably more, dependent on 
the amotmt of cargo of that class 
offered for the vessel on which 
his shipment was to be made. 

Naturally, freight forwarders, 
due to competition, are going to 
set the lowest rates which can be 
applied under the most favorable 
circumstances. It b equally true 
that there are a few fly-by-night 
freight forwarders who will quote 
rates which they know cannot 
possibly be secured, in their ef- 
forts to get orders. Reliable con- 
cerns, however, not only regard 
it as a point of business eSiics 
but also find it to their advantage 
in the strain of competition to 
secure the most advantage^" 
freight ratc|5g|g5b^eir dientf 



DANISH ADVERTISING MEDIA 

Display in Newsfntpen, Periodicals, Sired Can and Moikm 
Picture Slides Should All Firing Good Results 



ADVERTISING practices iii 
•^^ Denmark are very similar 
to those in the United States, the 
principal media being newspa- 
pers, periodicals, posters, street 
car advertising, and moving pic- 
ture slides. American products, 
outside of a few special lines such 
as automobiles, and safety razors, 
have not been extensively adver- 
tised, and it is certain that intel- 
ligently conducted advertising 
campaigns would greatly increase 
the demand for American goods 
that are now but little known in 
Denmark. American products al- 
ready have a good reputation as 
to quality. In considering the 
possibilities of this market it 
should be remembered that the 
whole of Denmark has a popula- 
tion of slightly more than 3,000,- 
000, of which over 600,000 live 
in Copenhagen, but it should also 
be borne in mind that the pur- 
chasing power of the average cit- 
izen is very high. 

The two most important news- 
papers are the Politiken and the 
Berlingske Tidende, both of which 
have a circulation among the 
well-to-do classes and business 
men generally. The Politiken has 
the largest circulation of any 
Danish paper (about 100,000). 
This paper has recently started 
an "American" section, consisting 
of advertisements and short arti- 
cles on American business and 
economic subjects. The Berling- 
ske Tidende also carries consid- 
erable American advertising. The 
Borsen is a strictly business and 
shipping paper, and its circulation 
is confined to bankers, merchants, 
shippers, etc All these newspa- 
pers take an active interest in 
American affairs, and both the 
Berlingske Tidende and Politiken 
have representatives in the Unit- 
ed States who can be reached by 
addressing the Danish consulate 
in New York. These papers have 



a limited circulation in Norway, 
Sweden, and to some extent in 
Finland, so that advertising in 
them will also reach buyers in 
those countries. 

There are a great many period- 
icals and technical papers of va- 
rious kinds published in Copen- 
hagen, but most of them have 
such small circulations that they 
could hardly be considered as 
important advertising media. 
Among the most important may 
be mentioned the Illustreret Fam- 
elie Journal, the Hj emmet, and 
the Verden og Vi. The Finan- 
stidende is the leading financial 
weekly. In conducting an inten- 
sive advertising campaign it 
would, of course, be worth while 
to include the weekly and monthly 
publications that have the largest 
circulations. 

Street car advertising is not 
used here as extensively as in the 
United States. Most of the ad- 
vertisements are announcements 
of local retailers and the like, 
although a large American manu- 
facturer of toilet articles has ad- 
vertisements in most of the street 
cars. Street car advertising cards 
do not equal American standards 
as to appearance and attractive- 
ness. 

Poster and billboard advertis- 
ing is confined almost entirely to 
the mtmicipal kiosks, where news- 
papers, stamps, etc., are sold. 
These circular stands are located 
in prominent public places and are 
lighted at night Electric signs 
are unimportant, and, due to the 
high cost of coal and the ration- 
ing of power, electricity cannot be 
used for this purpose at present. 
It is also prohibited to light show 
windows of shops at night 

In most of the moving picture 
theatres advertising slides are 
shown before the show com- 
mences and during intermissions, 
but they consist mostly of an- 
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Brinffng the Mannfactarer 
and the Exporter Together 

J>ECAV8E of the great number 
Jl3 of vnq%iirie» received from 
manufacturere desiring cownee- 
Hone, with an exporter, we have 
found it necessary to establish a 

Ft€€ S€fwc€ DepQTtni€nt 

through the ehanneh of which the 
manufacturer can be intelligently 
guided in the marketing of his 
product in foreign fields. 

Because of our dose contact 
with exporters in this city, and 
knowledge of foreign markets, we 
are able to advise you of condi- 
tions, and by what Exporter or 
Freight Forwarder your shipment 
could be most economically 
handled. 

We Invite Your Inquiry 

regarding even the smallest ship- 
ment to the most remote part of 
the world. It will receive our 
prompt attention without obligat- 
ing you to us. It is a Free Service 
we offer our readers. 

Ut Ua Help You 

make your shipment a success 
from dipper to consignee. 

Export Trade 

150 Nassau St. Dept. A. New York City 

Digitized by VjOQQ L» 
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nouncements of a local character, 
although sometimes imported ar- 
ticles are advertised in this man- 
ner. American motion pictures 
are, in themselves, a very good 
American advertisement Before 
the war^ an American film was 
rarely to be seen, but now prob- 
ably 80 per cent of all motion 
pictures shown are made in the 
United States, and they are very 
popular. 

The Copenhagen newspapers 
and periodicals have always been 
largely used by German houses, 
and even today they contain large 
numbers of German advertise- 
ments. English merchandise is 
also advertised to a large extent 
Until recently American goods 
were not advertised in the Dan- 
ish papers, but some American 
lines now represented include au- 
tomobiles, motor cydes, toilet ar- 
ticles, wearing apparel, cameras, 
shoes, safety razors. 



FREIGHT RATES AND THE 
MANVFAOTURER. 

A Reliable Freight Forwarder Se- 
cures the Most Advantageous 
Terms Possible for His Client, 

Northway Trailercar Company, 
^ast Rochester, N. Y. 
-.. « _ October 7, 1919. 

Editor Export Trade. 
Dear Sir: 

, For tome time past you have pub- 
lished the prevailing ocean freight nte 
from New York to London as 50c 
per cu. ft. Recently we made a ship- 
ment to London and the chanre was 
very much more than this. Will you 
be good enotlgh to tell us when this 
rate went into effect? If it will not 
be too much trouble, we shall very 
much appreciate it if you will let us 
have a schedule of the changes in rates 
from New York and Philadelphia to 
London since January 1st, 1919. 
Yours very truly, 
Northway Trailercar Company, 
A. G. VAYO, 
General Manager. 

THE hasis which determines 
freight rates as quoted on 
the market and the means of se- 
curing these are too complicated 
to be contained ¥rithin the com- 
pass of a necessarily brief arti- 
cle. Besides a subject of this 
kind depends on many individual 
circumstances, generally known to 



freight forwarders and those man- 
ufacturers who do their own 
freight forwarding. Still the 
question posed in. the letter in- 
serted above is sufficiently impor- 
tant in its bearing on the relations 
between manufacturers and 
freight forwarders to call for 
some explanation. 

In the first place the prevailing 
ocean freight rate between New 
York and irondon put out by the 
United States Shipping Board, 
represents a basis rate for long- 
terin cargo engagements. As sudi 
not only would it be difficult for 
the individual shipper to secure 
the advantage of these rates, but 
it is generally true that he would 
be unable to secure cargo space 
on Shipping Board boats at alL 
In other words tonnage of this 
kind is exceedingly scarce — par- 
ticularly on certain routes — ^and 
where it is available it is taken 
up by contract cargo of the kind 
mentioned above. 

Turning now to the foreign and 
independent American steamship 
lines, we*find that their rates as 
quoted represent also a basis rate 
for contract cargo offerings. That 
is to say a manufacturer might 
secure a rate of 65 cents per cubic 
foot on one million feet of lum- 
ber to be shipped in equal lots 
once a month over a period of a 
year, whereas on an individual 
shipment of the same he might 
have to pay considerably more, 
dependent on the amount of car- 
go of that class offered for the 
particular vessel on which his 
shipment was to be made. In 
general even the basis rate quoted 
by steamship companies of this 
class is somewhat higher than 
those quoted by the United States 
Shipping Board, because rates on 
independent lines are more close- 
ly based on the law of supply and 
demand, which causes them to 
fluctuate to a marked degree, 
sometimes in so short a period as 
that between the time a vessel 
starts loading and the time she 
sails. 

A situation of this kind is par- 
ticularly hard on the freight for- 
warder. The rates under which 
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J A R D I N E 
MATHESON 
y CO., LTD. 

Merckants, Importers and 
Exporters 

Snipping and Insurance Agents 



HEAD OFFICE: HONGKONG 

BraadiM in all tke Treaty Porti o( Cliina« in Japan and 
New York, U. S. A. 



SHIPPING 

QBNBRAL MANAGERS : 
Indo-China Steam Navigation 
Co., Ltd. 

MANAOINO AGENTS IN THE 
EAST FOR: 
The Waterhooae Sttamihip 
Lines. 

AGENTS: 

The Royal Mail Steam Packet 
Co., owners o£ the "Shire" 
Line of Steamers. 

The "Glen" Line, Ltd. 

British IndU S. N. Co., Ltd. 

Western Australian Steam Nav- 
igation Co., Ltd. 

Asiatic Steam Navigation Co., 
Ltd. 

INSURANCE 

GENBRAL AGENTS: 

Canton Insurance Office, Ltd. 
GENERAL MANAGERS: 

Hongkong Fire Insurance Co., 

AGENTS: 
Alliance Insurance Co., Ltd. 
Triton Insurance Co., Ltd. 
Eastern Insurance Co., Ltd. 
Guardian Assurance Co., Ltd. 
Queensland Insurance Co., Ltd. 



GENERAL 

GENERAL AGENTS: 

China Sugar Refinhig Co., Ltd. 
GENERAL MANAGERS: 

Hongkong Ice Co., Ltd. 

AGENTS: 

Ewo Cotton Spinning ft Weav- 
ing Co., Ltd. 

Kung Yik Cotton Spinning ft 
Weaving Co., Ltd. 

Yangtszepoo Cotton Mill, Ltd. 

Shanghai and Hongkew Wharf 
Ca, Ltd. 

Shanghai Dock ft Engineering 
Co,. Ltd. • -• 

Bomha^-Burmah Trading Cor- 
poration Co., Ltd. 

Nohel's Explosives Co., Ltd. 

Merryweather ft Sons, Ltd. 

British and Chinese Corporstion, 
Ltd. (Joint Agents). 

New York Lubricating Oil Co. 

National Gas Engine Co., Ltd. 

W. ft T. Avery, Ltd. (Scales). 

Linotype and Machinery (^., 

Audlnet Lacroix Co. (Lyons). 
Evinrude Motors. 
Malabon Sugar Co., Ltd. 
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he is working represent the low- 
est which can be applied under 
the most favorable circumstances. 
That the manufacturer finds that 
his freight forwarder is not se- 
curing these should not lead him 
to the hasty conclusion that the 
forwarder has not secured the 
most advantageous rates possible 
in view of the fluctuations to 
which they are subject. Rather 
he should remember that reliable 
concerns — aside from ethical con- 
siderations — find it to their ad- 
vantage in the strain of competi- 
tion to secure the best rates pos- 
sible for their clients. 



HOW LONG A VACATION FOR 
YOUR EXPORT SALES- 
MAN? 

"Ttvo Months or Its Equivalent/' 
Says One Export Executive, 

WHAT is a fair "rest period." 
asks "World's Markets," 
for the export manager to allot 
to his export salesmen who make 
annual trips starting from and re- 
turning to the United States? 

One export executive who had 
been faced with this problem for 
years and who has twelve men 
(apart from those reporting to 
foreign branch houses) made a 
careful study of the mooted ques- 
tion and passes along his conclu- 
sions and the reasons for his con- 
clusions. All of his twelve men 
have territories which are "an- 
nual trip" countries. 

"We treat our export salesmen 
as entirely different beings from 
our domestic travelers," this ex- 
port executive points out "Even 
the traiiscontinental trips of our . 
domestic men are mere joy rides 
in comparison with the shortest 
travels of any of our export men. 
Again the export salesmen's trips 
are harder in every way. While 
the export salesman has some 
good cities and some good hotels, 
some good boats and some good 
food, he has an over share of the 
other sort. 

"So where we allow at home a 
two weeks' vacation in the sum- 
mer, a week at Christmas and an- 



other week between seasons — a 
total of four weeks — we allow 
every export salesman six weeks' 
clear vacation between trips and 
a week at the ofiice on arrival 
and a week at departure. These 
two oflice weeks are semi-vaca- 
tions in the sense that the work 
done is of entirely different type 
from road work and that the 
salesman's time is largely his own. 
'Then, too, we are liberal in 
allowing full expenses while the 
salesman is at headquarters, 
which is not the case when do- 
mestic salesmen are at their home 
offices. Farther than that there 
are always opportunities for din- 
ners and golf or tennis at my 
clubs, and a tiieatre party and a 
luncheon or two with otfier ex- 
port managers. To sum it up, I 
feel that the export salesman who 
makes annual trips is entitled to 
two months or its equivalent — for 
rest and recreation between 
trips." 



SAFBTT RAZOR BXPORT COR- 
PORATION FORBIBD. 

A charter for a new company to be 
known as the American Safety Razor 
Export Corporation, capitalization of 
which will be 400,000 shares of no par 
value, has been filed at Wilmington. 
Alt foreign assets and risfats, trade 
marks, patents, etc., of safety razors 
and other articles manufactured by the 
American Safety Razor Corporation, 
will be transferred to the new export 
corporation. 

The American Safetv Raaor Export 
Corporation is to be the holding com- 
pany and will hold the stocks of the 
companies formed or to be formed. 
They include Canadian, Spanish. Brit- 
ish, French, Italian^ rortofuese and 
other comnsnies m foreign fields. 
George L. Storm, head of the Parent 
Safety Razor Company, will be the 
president of the export corporation. 

LAROB mPORTS IN SBPTBM- 



Figures recently issued by the De- 
partment of Commerce show that im- 
ports for September reached a total of 
$435,000,000, which is $92,000,000 more 
than the previous high record. In the 
meantime exports fell to $S93. 000,000. 
as compared with $646,000,000 last 
month. 

CO-OPBRATITB BRANCH OF- 
FICE FOR BALTIMORB. 

The Bureau of Foreign and Domestic 
Commerce has establisoed a co-opera- 
tive branch office in the Export and Im- 
port Board of Trade of Baltimore. The 
work will be conducted by Mr. William 
M. Brittain. 



THE cx:ean freight situation 



7)hfenkm o/Frtigkl to Other Ports. New Tar^ With Germany. 
Current Rates. 



The longshoremen's strike, 
^ which has now lasted for 
two weeks, continues to have a 
demoralizing effect on shipping 
conditions in the port of New 
York, movements of freight, at 
the present time, being almost at 
a standstill At the close of this 
week it was reported that several 
thousand men had returned to 
work, in spite of union efforts 
to dissuade them, but the ship- 
ping situation showed no percep- 
tible improvement 

According to reliable estimates 
495 steamships have been tied up. 
Of this number there were 45 
passenger-carrying ships, of 
which 25 ¥rill proceed to Euro- 
pean ports, 16 to Cuban and South 
American points, and 41 to coast- 
wise ports, when activity along 
the water front becomes normal. 
Among the important trans-At- 
lantic vessels detained are the 
France, Rodiambeau, Touraine, 
La Savoie and Chicago of the 
French line, the Noordam and 
Rotterdam of the Holland-Amer- 
ica Line, the Saxonia and Vauben 
of the Cunard Line, the Adriatic 
of the White Star Line, the Hel- 
Ug Olson of the Scandinavian, 
and the Stockholm of the Swe- 
dish-America Line. The French 
Line is suffering more than any 
of the odiers. 

Fifteen or twenty vessels are 
coming into port daily, and there 
are very few departures. In the 
majority of cases vessels leaving 
go without tiieir usual cargoes, 
which means a large financial loss 
to the operators. As a conse- 
quence of the strike, the harbor 
is becoming more and more con- 
gested, and many ships at sea 
have been diverted to other ports 
to avoid difficulties here. As the 
result of this, there is a contin- 
uous movement of freight else- 
where along the coast, except- 



ing at New Orleans, where the 
longshoremen are also on strike. 

The diversion of freight has 
done considerable injury to New 
York shipping interests, while 
other Atlantic ports have been 
reaping a harvest. LaYge quan- 
tities of freight from interior 
states have been sent to Phila- 
delphia, Boston and southern 
ports for trans-Atlantic shipment 
The longer the strike lasts the 
less probability there will be of 
New York regaining this lost bus- 
iness. Philadelphia, especially, is 
offering many inducements to 
shippers, including the advantage 
of being able to load freight di- 
rect from railroad cars to ships. 
Baltimore and Boston are both 
using every legitimate effort tq 
capture New York business. 

Every effort is being made by 
shippers to avoid demurrage 
charges growing out of the strike, 
but it is predicted that consider- 
able litigation is likely to result 
from the present situation. In 
this connection importers and ex* 
porters on all American coasts 
nave been notified by marine insur- 
ance companies that unless an ad- 
ditional premium is paid there 
will be no protection afforded 
those not having strike and lock- 
out clauses in their policies. This 
action of the insurers is the result 
of the vast amount of perishable 
and non-perishable exports and 
imports that have been damaged 
or destroyed through faulty hand- 
ling and stowing by the present 
forces of men. 

With the exception of a de- 
crease in independent company 
rates from Buenos Aires to North 
American ports, no important 
change in freight quotations oc- 
curred during the past week. Gen- 
erally speaking the tone of the 
North American market continues 
quiet, with plenty of tonnage for 
all practical purposes. 
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FOREIGN FREIGHT 
CONTRAaORS 



Frederick A. Kirk 
& Co., he 

72 WaU Street 
New York 



Tniddiig 

Warehousing 
Lightering 



Af ent* ud RepresentktiTes 
u An PrudpiJ Ports 



TELEPHONES 

Hanover 7012-3^5 

CABLE ADDRESS 
"Kirkerick" 



The shipping Board has jus: is- 
sued a new tariff covering ship- 
ments between the United States 
and Germany. It is assumed that 
business will be done between ihi^ 
country and Germany, and the 
new rates therefore cover practi- 
cally every commodity, including 
foodstuffs, manufactured prod- 
ucts and timber. To Bremen and 
Hamburg the cargo rate is $1.50 
per 100 pounds, or 70 cents per 
cubic foot. 

Mail reports from Shanghai in- 
dicate that the amount of cargo 
awaiting shipment to the United 
States and Great Britain is sdll 
far in excess of the tonnage sup- 
ply. 

The following are the current 
rates on general cargoes destined 
for the world's principal ports: 
Europe. 

Per Per 

Cubic ft. 100 lbs. 

Liverpool 50c. $1.00 

London 50c 1.00 

Glasgow 50c 1.00 

Christiania 70c 1.50 

Rotterdam 60c 1.25 

Copenhagen 70c 1.50 

Bordeaux 60c 1.25 

Antwerp 60c 1.25 

Marseilles 75c 1.60 

Genoa 75c 1.60 

South America. 

Per 2,240 lbs., 
or 40 cubic ft 

Buenos Aires $17.00 net 

Montevideo 17.00 " 

Rio de Janeiro 18.50 " 

Japan, China, etc. 

Per 2.240 lbs.. 

or 40 cubic ft. 

Yokohama $25.00 net 

Kobe 25.00 " 

Shanghai 25.00 " 

Hong Kong 25.00 " 

Manila 25.00 " 

Singapore 25.00 " 

India. 

Per Per 

Cubic ft 100 lbs. 

Bombay 70c. $1.10 

Calcutta 70c 1.10 

Madras 76c L30 

Australia and New Zeai«and. 

Per 2.240 lbs.. 

or 40 cubic ft 

Melbourne ^00 ^0.00 

Sydney j:ygjt^e(i by te.®JOg3fi00 
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Lsadinf Freigirt Forwarders of Now York 

The frelirht forwarders listed below are equipped to handle 
shipments to any part of the world. Correspondence Is in- 
Tlted by these firms, all of whom will be fflad to submit full 
Information reirardlnfr rates, etc, without obligation. 



I ■• ■• Itl • » ■■ ■>■■•»! ><■<•>! •>■>>•• tl^tltttlttlt ■ " •l •' tl 9 •> 

HARSY K. BAltR 

The Ban- Shh»P^ Company, 25 Besrer Street, New York Ctor. 

Branch oflkes: 1042 Drexel Bldf., Phfladelphia, Pa.; 314 Marine Bank 

Bldff., Baltimore, Md. Cable address: "n^barr," N. Y.; ^'Barrcald,'* 

Philadelphia; "Barrcon," Baltimore. 

Member of Steamship Freight Brokers' Association, N. Y.; Philadelphia 

Freight Brokers' Associatwii, Philadelphia. 
Branches and agents in erery principal city in the world. 

FREDERICK A. KIRK ft CO., INC. 
72 Wall Street, New York City. 
Branch oflices: San Fk«ncisco, Seattle, New Orleans, Sarannah, Baltimore, 

PhiUdelphia. 
Cable address: "Kkkerkk," New York. 

Members: Maritime Exchange, Associated Ft«ight Brokers and Forwarders 
of the Port of New York. 



R ep r es e n tatives in all principal ports of the world. 
Foreign and Domestic Traffic Manager. 



anager. 

TRANSATLANTIC SHIPPING CO., INC 

109 Broad Street. New York. Cable address: ''Ranerig," New York. 
Films and Talnables to all parts of the world. 

ATLANTIC FORWARDING CO., INC 

18 Broadway. New York. Cable address: ^'Atforward." 
Represented in all European countries. 

STONE-GROSS CO., INC 

11 Broadway, New York. Cable address: "Stonegross.** New York. 
Members New York Produce Exchange; Steamship Freight Brokers' Ass'n. 

HILTON ft SON 

2-4 Stone Street. New York. Cable address: ••Hison." 
Through Rates Quoted to Interior Cities of Foreign Countries. Special 
Facilities to Czecho-Slovakia, Poland, Rumania, and Germany. 

PITT ft SCOTT, INC 

60 Pearl Street, New York. 

Branch offices: 156 State St., Boston; 25 Cannon St., London; 47 Rue 
Cambon, Paris: 4 Redcroaa Street, Liverpool; 5 Dixon Street, Glasgow. 
Cable address: *T)fligence," New York; "Macfree," Boston. 
Commissions executed anywhere abroad. Specialty of packing and shipping 
fourists' automobiles to and from all parts of the world. 

F. MARTI ft CO.. INC 

Singer Buildhig, New York. 

Branch office: Broad Exchange Bldg., Boston, Mass. Cable: "Martico." 
Manager: Edward J. Schmidlein. 

Members N. Y. Produce Exchange, Steamship Freight Brokers' AssociatMn. 
'Shipping Facilities for Shipments "From Warehouse to Consignee" to all 
parts of the world. 

ALFRED H. POST ft CO. 

11 Broadway, New York. 

Branch offices: Chicago, San Francisco; Representatives in United Kingdom 

and Europe. Cable address: 'Tosteximco/' New York. 
Muiager: Henry J. Clay. 
Shipping facilities: Ship Charters and Coal Transportation; Foreign 

Transportation; Mar hie Insurance; Full or Part Cargoes. 

JOSEPH C MURRAY ft CO., 

29 Broadway, New York City. 

Branch offices: Boston, Philadelphia, Baltimore and San Francisco. Cable 

address: •TUymur," New York. 
Agents in all Ports. 

JACKSON. SEELEY ft lACKSON. INC. 
140 Nassau Street, New York. 
Foreign Correspondents. 
C^We address: "Jacksee." New York. 

Shipmng facilities: Freight Brokers, Warehousing, Drayage. Insurance. 
Rates quoted to all parts of the world. Digitized by CjOOQIC 
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CLASSmED ADVERTISEMENTS 

The mte for cUwdified adrertiflemeiito is twenij oeato • line. 
OmIi miiBt aeoomiMuijr order. Minimimi space 0Te lines. 
Oopj mnst be in Mondaj preceding date of issue. 



EXPORT MANAGER WITH 
several jears* experience would 
consider similar position with 
reliable manofactnrer or ex- 
porter haying the ri|^t oppor^ 
tnnity for a man of hi^^ quali- 
fications; salarj and percentage 
profits. a4Y, this office. 

SmJATIOlfS WANTBID— Female 

STORBTARYS TENOGRAPH- 
er. WeU educated, capable young 
woman. 25; telf -reliant, aosoluteqr de- 
pendable under all circnmstancea; ex- 
pert at detail and ttatiatical work; six 
vears' business training, banking, pub- 
lishing, export lines; salary, $40. ^9Z, 
this Office. 



HBAtTHY WOMAN, 20 YEARS 
business experience, A-1 stenographer, 
able to handle correspondence inde- 
pendently, occupying responsible posi- 
tbn in Export Department manufac- 
turer, would consider offer of reliable 
firm to go to China; Tientsin, Shanghai, 
Peking preferred. Speaks and writes 
French and Spanish, also understands 
German. When answering gire full par- 
ticulars: salary in U. S. currency: du- 
ties, whether expense of trip will be 
fully or partly paid, etc. Address 62R 
this oflSce. 



SrrVATIOlfS 'wanted— Male 

EXPERIENCED EXPORT-IMPORT 
Spanish-American business; Spanish, 
English, French correspondent; per- 
sonal folk>wing; to work at once; ex- 
ecutiTC ability, initiatire; familiar buy- 
ing, sellin|r details, office management, 
shipping insurance financing; actually 
employed; fifty years old: wants perma- 
nent connection firm in the trade or de- 
sirous orfanizing department; refer e nc es 
furnished. 37Y, this office. 



EXPORT— SPANISH AMERICAN 
(2S), consular <ommercial tnyoices and 
bDls of lading clerk, wishes position; 
knows all consular regulatk>ns and ship- 
ping in general; seren years' experi- 
ence; can take full charge of shipments; 
references, 534 Y, this office. 



HBLP 'WABfTBD— Feauile 

STENOGRAPHER — S P A N IS H. 
Knowledge of English unnecessary; 
good, steady position for competent 
young lady; state experience and sal- 
ary wanted; native. 38R, this office. 



FItE GIRL WANTED BY Ex- 
port house, one willing to learn and is 
bright and quick in her work; good 
prospects for right kind. 99A, this 
office. 



HBLP WANTBI>— MAle 

SPANISH SHIPPING CLERK 
wanted by an export and import house; 
must be experienced with shipments to 
the West Indies, preferably Santo Do- 
mingo, to take full charge of depart- 
ment. State age, nationality, experi- 
ence and salary to start 94A, this office. 



ADVERTISING MAN— If you are a 
good layout and copy man here is an 
opportunity. One with a knowledge of 
foreign copy preferred. State experience. 



EXPERIENCED EXPORTER leaving 
for Porto Rico in few weeks desires to 
represent New York commission house. 
Is familiar with trade conditions and 
language of the Porto Rican field. 
Requests early correspondence to en- 
able interview before sailing. Address, 
Mr. Roy Mitchell, 108 Hick St., Brook- 
lyn, N. y. 



TRANSLATOR 

CATALOGS PREPARED FOR 
Latin-America by a trained export man. 
TranslatMUs to and from Spanish; 
from Portuguese, Italian, French. L. 
O. Welcome, Jr., 100 Ross St, Brook- 
lyn, N. Y. Address 63S, thU office. 
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nVTERlfATIOlfAIi HOLIDAYS. 

The foUowinff list of holidayt taken 
from Bank Holidays, etc., compiled by 
the Guaranty Trust Co., of New York, 
should be noted by firms transacting 
business by cable. 
SUNDAY. NOVEMBER 16. 

A holiday in Brazil (states of Ceari 
and Piauby only). 
MONDAY. NOVEMBER 17. 

A holida;r in Brazil (state of Santa 
Catherma only). 
TUESDAY. NOVEMBER 18. 

A holiday in Brazil (state of Maran- 

hao only). _ 

WEDNESDAY. NOVEMBER 19. 

A holiday in BrazO (Flag Day). 
FRIDAY. NOVEMBER 21. 

A holiday in Brazil (state of Amazo- 
nas oiuy). 

Bulgaria (Unofficial). Greece (Un- 
official), Rumania. 



CONSOLDATED 
METALS^ Ud. 

3 St James Place, 
Lmdoii E. C 3, Englaiid 

We desire to represent 
first-class manufacturers of 
following lines: 

Tiapiatet Wire ProdacU 
Wire^Naik Tower Tresses 
StedSlieels Shears, Etc 

Our Close Connections In 
United Kingdom and France 
Will Enable Us to Place 
Largre Orders. 

Offers to abore address care 
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Interested in Everting? 

Come to the only eckool 
in the city using practi- 
cal methods of instruc- 
tion and trr a lesson 
before enroUing for day 
or evening ' * 



Eiport k Import hstitate 
BUff. NEW TOU 



To secure Trade from South and 

Central America, Mexico, West 

Indies, Spain, Portugal, etc., 

ADVERTISB IN 

EL COMERCIO 

EwtmbiUhmJ 1S7S 

The Oldest Export Trade 
Journal in the World. 

Circulation Audited by 
A. B. C 

Sample Copy, Circular Rates, and 
full particulars upon request 

J. Shepherd Claric Co. 

Eaitors am« PvbUAen. 
BURNBT li. OliABK, 

President and Msaager 
114 Ubcrly Street, New York CHy. 



Bentley*8 
CODE 
Improved 

enables you to express 
yourself exactly as 
desired. Never Fails. 

The C^ker Words Are 
CONSECUTIVELY 
NUMBERED 

btbt M Gtttiiiff tfct 
IMPROVED EDITION 

BoDtle7CodoCo.tftk«U.S. 

WMlwwthBUb. . llEirTORE.U.S.A. 

CtM%AddT—9 
«<AlU«acoa«, N«w York." 

.ougL 



EXPORT TRADE November 8, 1919 



DESPARD & Co. 

6 Hanover Street :: New York 

GENERAL 
INSURANCE BROKERS 

AND 

ADJUSTERS OF 
AVERAGE 



Invite inquiries concerning the 
insurance of marine and trans- 
portation risks of every kind. 
Correspondents in the United 
States, Canada and Europe. 



Telephones 



5775 
5776 
5399 
7390 
7342 



' Hanover 



Cables: Despard, New York 
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14797-47S8 RcetMr 

F. WM. GERTZEN COMPANY 

WAmmHovsmn and coopbragb 

79 WMt 8«^ 188 Jame 8U 881-08 W. 48tli 8t. 



NBW TOBK* 

CU8TOM HOir8B BROKBRS am4 FORWARDHf O AGB1IT8 

Frvlskt Br»kerat Bzyort AjreMtSt OsrtMTc^ lasvnuMe BvokMWt 

Dvmwtacks C#ll«ete«» Usliteras«. 

CX>MMISSION MEBOHAlfTS 

8AMPLINO MARiONO FORWARDHfO 



A Scare Crow in the 

Field of Foreign 

Trade 

LIKE most causes of our fears» foreign trade when ap- 
proached with the proper mental attitude loses its mystery 
and its difficulties disappear. 

ONE of the "bugaboos" pointed out in recent lectures, pub- 
lications and government reports is the difficulty of properly 
preparing and shipping the merchandise after the order has 
been secured. 

THERE are, of course, a great many matters that require 
not only careful attention but expert knowledge and expe- 
rience. The packing and marking, the booking of space, the 
preparation and execution of documents, ocean shipping, the 
foreign transhipment, the insurance ' and collection, these are 
some of the details that require expert attention. 

BUT why be annoyed by attention to matters of this kind 
when you can use a reliable service organization, with years 
of experience in the export field and fully equipped to handle 
your shipments to all parts of the world. 

F. MARTI & CO., INC., has such an organization, and 
which is being used regularly by some of the most prominent 
American exporters. The merchandise reaches its destina- 
tion in a condition which meets the requirements of their 
consignee and the regulations of his port 

MARTI SERVICE also affords a banking arrangement 
which will make your foreign collections, and in other ways 
meet your financial needs. 

WRITE our Service Department for any information that 
you may require to assist you in the development of your 
foreign markets, and, without obligation, consider us 

At Your Service 

F. Marti & Company, Inc. 

Exporters' Service 

A Load in Our Hcmds is a Load off Your Mind 

Singer Building, New York Broad Exchange Bldg., Boston 
Commercial Union Building, 



416-420 Walnut Street, Philadelphia, Penn. 

B«^rm«et Irvliig RmtlMwl BMk, M«w Y*rk MmWr Bmw T«rk Pr»4M» Kx«huiff» 
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J. C. Brown, inc 

15 PARK ROW, NEW YORK 
IMPORT Pbme Buehj 8480 EXPORT 



MA N UFA C TUR ERS 

If 3rour products meet with success here, 
they should find a market in Europe. 

If you want to find that market call on us. 

Our Export Manager is now touring in 
Europe on an extensive business trip, 
covering every country on the continent. 

Send us your samples with particulars in 
detail, and we shall be glad to make 
arrangements with you for a successful 
sale of your products in Europe. 
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The Banking Service 
You Need 

We Specitdizm in Foreign Banking 
TransactionM of All Kinds. 



Panama Canal Tolls and Dis- 
bursements. 

Opening of Import Credits for 
Account of Clients here. 

Opening of Export Credits for 
Account of Clients Abroad. 

Issuing Travellers' Letters of 
Credit. 

Collection of Clean or Documen- 
tary Bills Pajrable Abroad. 

Collection of Foreign Securities 
and Coupons. 

Purchase of Approved Clean and 
Brussels, Bel^um. Documentary Bills. 

Rio de Janeiro, Brazil. Purchase and Sale of Foreign 
Cristobal, Canal Zone. irv/*Vi«««-» 

Call, Colombia. Exchange. 

Havana, Cuba. Granting of Acceptance Credits 

Port au Prince, Haiti. Based on Imports and Exports 

Panama City, Panama. Discounting of Acceptances 
Harbto, Manchuria. Drawn Against Imports and 

Exports. 



BRANCHES 



Manila, P. I. 



Our branches enable us to render comprehensive 
and efficient service. Pamphlet on request. 

'AMERICAN 

FOREIGN RANKING 

CORPORAnON 

53 Broadway, New Yoric 

Capital, Surplus and Undivided Profits Over $5,000,000 
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Meeting the Needs 
of South Africa 



\X7lTH enormous natural re- 
sources South Africa pre- 
sents one of the most promising 
fields for development. Her needs 
represent practically the entire 
range of necessities and luxuries 
from mining, mill and agricultural 
machinery and building materials 
to automobiles, motorcycles and 
musical instruments. 

Our 400 branches are at the dis- 
posal of American business men. 

Trade and credit information 
on request. 



National Bank of 
South Africa, Ltd. 

New York Office, 10 Wall Street 

It E. SAUNDERS, Agmit 

Total Resources over $287,000,000 

BOMBAY (India) LONDON (England) ANTWERP (Bdflum) 
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EXPORT CREDITS 



Neip Light on an Old but Vital Subject for the Exporting 
Manufacturer. 

By ARTHUR WILUAMS 
(Export Manager, Woodstock Typewriter Company.) 



npHE expectation that export 
-*• customers are likely to ask 
for credit accommodation, prob- 
ably for a ridiculously long term, 
is, perhaps, the most prolific cause 
of a refusal by many American 
manufacturers to consider enter- 
ing the export field. 

As a matter of fact it is not 
difficult to ascertain if a customer 
in almost any part of the world 
is entitled to credit consideration, 
and if the investigation shows him 
worthy of credit, it is probable 
that he will prove an even safer 
risk than a domestic customer in 
similar circumstances. 

During the past five years a 
large part of the American ex- 
port business has, however, been 
handled on the basis of cash, 
sometimes with the order, more 
generally by bank credits estab- 
lished payable against delivery in 
New York, or the clearing port. 
The amount of business handled 
on this basis will undoubtedly di- 
minish as the world arrives at 
something like normal conditions 
— certainly the proportion financed 
in this manner will be greatly re- 
duced. 

There are a number of differ- 
ent forms of credit and methods 
for the handling of business on a 
cash basis, and the exporter 
should thoroughly understand 
these different forms so he may 
be assured that he is not accept- 
ing a credit form which does not 
comply with his needs, or require- 
ments. Much of the following 
description of the various forms 
will be old to most experienced 
exporters, but some of it may be 
new even to the most expert, and 
much of it is likely to be of value 
to those who are new or compar- 
atively new to the export field. 

Copyright, 1919, by Ashwell, Davis 
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Cash with the order: This is 
simple and satisfactory to the 
manufacturer, but it is only pos- 
sible when the customer has the 
utmost confidence in the manufac- 
turer, not only that he will sup- 
ply the goods, but also that the 
goods themselves will be exactly 
as represented and, above all, that 
they will be shipped immediately 
upon receipt of the order. It also 
generally suggests that the cus- 
tomer probably is in urgent need 
of the goods, and that he finds 
it impossible to obtain them from 
any other source. He is certain 
to look upon such terms as some- 
what in the nature of a hold-up, 
and his sentiments towards the 
manufacturer will necessarily be 
influenced somewhat by that feel- 
ing. 

Buying Agent: Purchases may 
be made by the customer abroad 
through any of the commission 
and brokerage houses under ar- 
rangements by which, if the pur- 
chaser abroad is entitled to credit 
accommodations, the broker will 
pay the manufacturer for the 
goods when they are shipped, and 
then extend the desired credit to 
the purchaser, charging him a 
purchasing brokerage and, of 
course, the discount on the pay- 
ment for the term allowed. 

Unconfirmed Bank Credit: This 
is an agreement arranged by the 
customer through his bank with 
their banking connections in 
America so that, if the credit has 
not been cancelled, payment will 
be made by the American bank 
when the shipment goes forward 
in accordance with the instruc- 
tions and the shipping documents 
required, and made up as requir- 
ed, are delivered to the bank. The 
manufacturer executing orders 
under an unconfirmed credit 
& Co., Inc. All rights reserved. 
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Before adopting a final method 
of packing or arranging the con- 
tents in a container every possi- 
ble arrangement of tfie contents 
should be carefully studied to de- 
termine^ the one which is most 
economical of space and still af- 
fords safety from damage during 
transportation. It often develops 
that the same contents can be 
packed in a container of much 
smaller size by a rearrangement 
of the articles. The Army box 
carr3ring two Browning automatic 
madiine rifles with their equip- 
ment, was reduced in size twenty- 
eight per cent, principally by 
changing the arrangement of the 
material in the box. This result- 
ed in a saving of forty cents on 
the lumber in each box. The box 
carrying United States Army 
Rifles Model 1917 was reduced 
over 30 per cent in size by chang- 
ing the method of packing tiie 
rifles in the box. A large South 
African importer recently told the 
writer that there was an enor- 
mous waste of space in the packing 
of American kitchenware, princi- 
pally saucepans, because tiiey 
were not caf efully nested together 
in the case. The excessive size 
of the cases causes very high 
freight charges, which, of course, 
are reflected in the price of tfie 
goods in South Africa, to the dis- 
advantage of the American prod- 
uct. 

Partial or complete disassembly 
is a very important matter in the 
packing of large assembled arti- 
cles such as vehicles and machin- 
ery of all kinds. ^ The degree to 
which disassembling should be 
carried, however, depends upon 
such considerations as the facili- 
ties for reassembling at destina- 
tion and the ability of the receiv- 
er of the goods to correctly re- 
assemble them. Often a machine 
is dissembled to such a point that 
either the consignee has not the 
facilities or does not fully under- 
stand how to assemble it correct- 
ly again. In disassembling a ma- 
chine the reassembling of it must 
be kept constantly in mind. Bolts, 
screws, keys and other fastenings 
should, wherever possible, be put 
back in the places where they be- 



long. Threads and bearings 
should be protected from damage 
by wrapping with burlap or other 
textile material. Uncovered oil 
holes and tapped holes should be 
plugged with a wooden plug to 
keep the dirt out All parts sus- 
ceptible to damage by moisture 
should be heavily coated with an 
anti-rust compound. After dis- 
assembly die various parts should 
be securely and compactly packed 
in the case or crate and braced 
to prevent movement and possible 
damage. A very complete descrip- 
tion of the correct manner of re- 
assembling should accompany each 
machine, if possible, witfi photo- 
graphs illustrating the various 
stages in reassembly. 

Some enormous savings were 
made by the United States army 
in reducing the displacement of 
crates by disassembly of the con- 
tents. One motor vehicle which 
had a machine shop mounted on 
its body, was^ at first shipped over- 
seas crated in an assembled con- 
dition, the overall height of the 
crate being 9^9". whidi made it 
too large a package to go be- 
tween decks, necessitating carry- 
ing it as a deck load. By dis- 
assembling the laths, drill press 
and other equipment and laying 
it down flat in the body, the over- 
all height was reduced from 9'9" 
to 6'1054", resulting in a saving 
of 241 cubic feet of ship space 
on each vehicle as well as maidng 
it possible to load the package be- 
tween decks. Similar saving 
were made on many other arti- 
cles of army equipment, sudi as 
gun carriages, trailers, airplanes, 
ration carts, rolling kitchens, etc 

A subject worthy of very care- 
ful consideration by manufactur- 
ers of textile materials is the 
enormous amount of displacement 
which can be saved by packing 
in bales in place of in cases. The 
saving in space by packing in 
bales in place of cases averages 
around 30 per cent. During the 
war over $50,000,000 was saved by 
balinjr in place of boxing army 
clothing and other textile mate- 
rials. The materials baled includ- 
ed blankets, covers, tents, tarpau- 
lins, breeches, coats,, undeprear. 
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gloves, socks, sweaters, towels, 
overcoats, doth, duck and several 
other articles. £ven such mate- 
rial as high-grade oifacers' uni- 
forms were baled without injury. 
One of the principal secrets of 
baling is to make hrm rectangular 
shaped bales. This is ditncult 
wim small articles such as socks 
and gloves, but it can be done by 
tying in bundles of 6 or 12 and 
bricking the bundles up in the 
bale with joints between bundles 
broken. Bricked up in this man- 
ner the bale can be made very 
hrm after compression and tying. 
A ^'Forming Box," or wooden 
press, with an open front and 
head which can be compressed, 
can be used to form the material 
in the shape of a bale, thus not 
occupying the time of the baling 
press for this work. After the 
bale is compressed in the form- 
ing box it is tied with cord to 
hold the compression, and is then 
transferred to the power press, 
where the final compression is se- 
cured. While under compression 
in the press the bale is covered 
with a waterproof lining, and an 
outide covering of burlap and is 
securely bound with metal straps. 
It is then taken out and the sides 
and ends of the burlap are sewed 
up with *'ears" on the comers to 
assist in handling the bale. Steel 
straps are preferable to rope ties 
in that th^ will not stretch as 
does rope. When rope is used 
considerable of the compression 
is lost owing to the stretching of 
the rope from the expansion of 
the bale when released from the 
press. Steel straps are also 
cheaper than rope. They should 
be of cold roUed, uumnealed 
steel, and for bales not exceeding 
150 pounds gross weight should 
be not less than iV^ wide No. 26 
gauge. The joints should be se- 
curely sealed with a buckle or 
other seU, leaving no sharp points 
of strap projecting. The distance 
between straps should be not more 
than </' to V for small bales up 
to 3(K' long, and the outside 
straps should be at least 4f' in 
from the ends of the bale, so that 
they will not slip off. The out- 
side covering of bturlap should, 



as a rule, not be lighter than 10 
oz. W basis. The waterproof 
lining beneath the burlap should 
be a strong, strictly waterproot 
covering. ii^tensive investiga- 
tions made by the War Depart- 
ment show that a waterproot pa- 
per made of two sheets of 30- 
pound No. 1 sulphate kraft, ce- 
mented together with asphaltum 
and creped so that it has an ex- 
pansion of 33 1-3 per cent, makes 
an ideal lining. This paper is ab- 
solutely waterproof and its abil- 
ity to stretch permits it to absorb 
without breaking the bulge which 
occurs between the steel bands 
when the bale is removed from 
the press. Two reasons why the 
baling of textile materials has not 
been adopted to a greater extent 
commercially are tnat consider- 
able creasing and mussing of the 
goods occurs, also there is al- 
ways the danger of damage from 
hooks used by the stevedores in 
loading and unloading. The 
creasing can be largely overcome 
by careful folding of the mate- 
rial before baling and the hazard 
of damage from hooks can be re- 
duced to a minimum by the use 
of stiff fibreboard or strips of 
veneer beneath the burlap and 
waterproof lining. 

In many instances it is possible 
to reduce the displacement of a 
box or crate without changing the 
inside dimensions. Where boxes 
with deated ends are used for 
packing artides which do not fit 
dosdy into the comers of the 
box, such as round cans, the 
deats can be placed on the in- 
side in the comers, thus saving 
space equal to the thickness of 
the two deats. 

Boxes are often reinforced 
around the middle with battens 
extending dear around the case. 
These battens are undoubtedly of 
much value in strengthening a 
box, espedally one of large di- 
mensions, but they also greatly in- 
crease the displacement and make 
handling very difficult, because 
the battens catch on all projec- 
tions. It is often possible to 
place these battens on the inside 
of the case. Steel strapping will 
also often accomplish the same 
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purpose at a great saving in 
space. 

The opportunity for waste of 
space in the incorrect design of 
crates is much greater than in the 
design of boxes, as the diflferent 
styles of crates have not been 
standardized as have the various 
styles of boxes. It is, however, 
a difficult matter to standardize 
crates, as their design depends in 
a large measure upon the shape, 
size and weight of the contents. 
Much space is wasted in crates 
by the improper design of the 
eight-comer joints. In many cases 
two and sometimes three thick- 
nesses of lumber intervene be- 
tween the contents and the out- 
side surface of the crate, when 
just as strong a joint could be 
secured with the use of only one 
thickness of lumber. Space is 
also wasted in the manner of 
placing the diagonal braces on the 
sides and ends of the crate, espe- 
cially crates of large size. The 
packer should have economy of 
space always in mind and should, 
wherever possible, place the crate 
members so that they occupy the 
least possible space and still serve 
the purpose for which they are 
intended. 

The use of the hardwoods in 
boxes and crates often results in 
saying of displacement, because 
thinner lumber may be used than 
when softwoods are used, owing 
to the greater inherent strength 
and greater nail holding power of 
the hardwoods. A concern which 
exports its product in large quan- 
tity to all parts of the world and 
uses a large crate recently adopt- 
ed, J4" oak slats for the crate 
in place of V pine slats with a 
saving of from 3 to 4 cubic feet 
per crate. 

The use of steel strapping, cor- 
ner irons and other metal fasten- 
ings greatly increases the strength 
of boxes and crates and makes 
the use of thinnet lumber possi- 
ble, with a consequent saving of 
space. Tests made by the United 
States army on 75 mm shell boxes 
showed that a box made of J4'' 
lumber, properly strapped, would 
stand as much abuse without 
breaking to pieces as a box made 



of 1" lumber, unstrapped. This 
is, of course, an extreme example 
and is not recommended for prac- 
tice, as the ratio in thickness 
would not hold true in other in- 
stances. However, it shows the 
value of metal bindings and fast- 
enings from the space-saving 
standpoint 

Articles which are of such a 
character they can be shipped un- 
packed without damage should 
never be packed unless they are 
of such a size or shape that pack- 
ing is essential for economy in 
handling. During the war a large 
tractor plant .was completely box- 
ing with two-inch lumber tractor 
frames made of cast steel. These 
frames were subject to absolutely 
no injury when shipped unpacked, 
and the packing simply resulted 
in a great waste of space. 



MVNSON LINB TO BUILD ON 
UTALL 8TRBBT. 

It has been announced that the Mnn- 
son Steamship I^ine is to build a twen- 
ty-five story building at 71-73 Wall 
street at the comer of Pearl street. 

NATIONAL BANK OF COM- 
MBRCB APPOINTMBNT. 

The National Bank of Commerce at 
31 Nassau street, New York, announces 
the appointment of Gurden Edwards as 
assistant manager of its service depart- 
ment. 

AID IN HANDLING BXPORT 
ORDBRS. 

A booklet intended to present in as 
simple a manner as possible the various 
details connected with the handling of 
export orders, has been preparea by 
the National Association of Manufac- 
turers, and may be had free of charge 
upon application at the general offices, 
30 Church street. The booklet also 
contains a series of the documents 
and forms actually employed in the 
handling of an export order from the 
time the inquiry tor the order is re- 
ceived until final payment is obtained 
by the shipper. 

NEW PERUVIAN CONSUL GBN- 
BRAL IN NBUr YORK. 

Carlos A. Villanueva has been ap- 
pointed Peruvian Consul General m 
New York, at 42 Broadway. 

SABfPLB FAIR AT MILAN, 
ITALY. 

An important international sample fair 
is to be held at Milan, Italy, in March, 
1920. It is suggested that interested ex- 
hibitors communicate with Fiera Cam- 
pionaria, via Dell Agnello 12, or Ameri- 
can Chamber of Commerce, Milap. 
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HOW DO YOU QUOTE FOR EXPORT? 

IVhen Would You Qaoie Your Foreign Customers in Dollars and 
When in Their Oipn Currency, 

By WOLCOTT P. CHAPMAN 



\\/'HAT practice shall be 

^ ^ ^ adopted in iflaking price 
quotations to prospective custom- 
ers in foreign countries? Shall 
we quote in American dollars and 
cents, or shall we convert our 
prices into the monetary terms of 
the country in which the buyer is 
located ? 

This question presents itself to 
every manufacturer at the very 
outset of his undertaking to cre- 
ate and to build up a foreign de- 
mand for his line. In the very 
nature of the thing it is a funda- 
mental essentia] that the manner 
of quoting prices should be such 
as will serve to give the buyer a 
ready comprehension of the mer- 
chandising value of the goods of- 
fered. At the same time it is 
similarly essential that the man- 
ufacturer should be able to cal- 
culate, readily and accurately, such 
a^ price schedule as will assure 
him a definite and satisfactory 
profit yield from the sales ac- 
complished. 

The buyer naturally appraises 
the goods, which are submitted to 
him, in terms of the system of 
valuation with which he is most 
familiar. In making comparison 
between the purchase cost and the 
price which can be asked from 
his customers, the same standards 
of valuation must be used. If 
the quotation submitted by the 
manufacturer is couched in dol- 
lars and cents, the buyer must 
make the translation of those fig- 
ures into the pounds, shillings and 
pence — francs and centimes — ^yen 
and sen— or whatever other terms 
enable the measurement of value 
in his own commercial language 
and practice. 

For tiiose buyers whose pur- 
chases from foreign sources of 
supply are of considerable vol- 
ume and regularity, this adjust- 
ment is a matter of routine which 



presents no great difficulty or in- 
convenience. But for a greater 
number of the buyers, such cal- 
culations are a genuine obstacle 
to a clear and satisfactory com- 
prehension of actual value for 
their purposes. And as it is dif- 
ficult to gain a ready understand- 
ing of the exact relation between 
cost to themselves and the re-sale 
price, there is a corresponding 
hesitancy to place the order which 
the manufacturer is seeking to se- 
cure. 

The elimination of any aspect 
of the situation which tends to 
create uncertainty in the mind of 
the buyer, and which may distract 
his attention from the merits of 
the goods themselves to matters 
of mere mechanical detail, is in 
direct aid of the selling effort, 
and serves to expedite the closing 
of the order. 

On the other hand, the manu- 
facturer is confronted with a 
trreat variety of currency systems 
into which his dollars and cents 
schedule of prices must be trans- 
lated if he is to attempt quota- 
tion to all foreign buyers in their 
own terms of valuation. Beyond 
that he encounters the difficulty 
of fluctuating rates of exchange, 
which may necessitate a special 
calculation of price for each in- 
dividual quotation. From tfiese 
facts there arises a new item of 
expense in the seeking and hand- 
ling of foreign^ business, which 
must be taken into account and 
provided for in the figuring of 
prices if a diminution of profit is 
to be avoided. 

There is also a distinct compli- 
cation of sales procedure if a spe- 
cial system of prices must be cre- 
ated for each foreign country 
where business is to be sought. 
Special catalogues and price lists 
are required in each case; and 
special provision must be made 
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for the proper invoicing of ship- 
ments on orders secured. How 
far the adoption of any distinc- 
tive treatment of the individual 
market is feasible will obviously 
depend upon the extent and vol- 
ume of the transactions which are 
anticipated or actually developed. 

•Insofar as the. practical rights 
of the manufacturer are concern- 
ed, it is unquestionably in order 
to make quotations exclusively in 
terms of American currency. It 
is the common basis of all trans- 
actions in the sale and purchase 
of merchandise that failing spe- 
cific provision to the contrary, 
transfer of goods from the pos- 
session of the seller to that of 
the buyer is accomplished at the 
seller's place of business, in ac- 
cordance with the prices which 
the seller establishes, and on the 
terms which he defines. 
^ From these fundamental posi- 
tions there is obviously a consid- 
erable range of variation in prac- 
tice — ^but only as may be deter- 
mined by considerations of expe- 
diency, from the viewpoint of the 
manufacturer, under the circum- 
stances of competition which are 
to be encountered in the individ- 
ual foreign market. It is impos- 
sible to set any uniform standard 
of practice which can be adopted 
sensibly by all manufacturers re- 
srardless of the nature of their 
lines, the range of their sales ac- 
tivities, and the volume of busi- 
ness to be handled. 

Unfortunately, the discussion of 
this important matter is conven- 
tionally^ couched in the sweeping 
generalizations which voice ^ the 
ideas and practice of an Individ 
ual. as developed to suit the^ con- 
ditions and needs of his particular 
business. These he would compel 
the world at large to accept and 
adopt, by virtue of dogmatic pro- 
nouncement of their virtues under 
the special circumstances with 
which he is familiar. These con- 
troversialists admit of no intelli- 
gent alternative to the policies 
and procedure which they person- 
al I v advocate. 

On the one side, we find a 
competent authority condemning 
as an absurdity the quoting of 



dollars and cents prices under 
any circumstances. On the other 
side, equally competent authority 
will explain the entire lack of 
any necessity or desirability for 
quotations in other than Ameri- 
can currency. Between the op- 
posing extremes of argument 
there is littfe offer of any middle 
ground for the exercise of a dis- 
cretionary choice. The neophyte 
finds himself at a loss what 
course to pursue between the judg- 
ments of the successful exporters 
upon whose experience he relies 
for guidance. 

What policy should be adopted 
in this matter of price quotation 
is definitely a matter for individ- 
ual decision. There is no rule 
which can be cited as a sufficient 
authority for one or the other 
alternative without first examin- 
ing all of the essential factors 
which enter into the situation. 



FAMOUS PliAYBRS-I-ASiaBY 
CORPORATIOlf TO DI8- 
TRIBU TB FIIiMS THROUGH* 
OUT CBNTRAIi BUROPB. 

BmO B. Shmuer, assisUnt treasurer 
in chmrflre of the forewn department 
of the Famous Players-I/asky Corpora- 
tion has announced the completion of 
a contract with the Danish-American 
Film Company, Ltd., of Copenhagen, 
Denmark, for the distribution of Para- 
mount-Artcraft pictures throughout 
Central Europe. The contract, which 
is said to be the largest foreign order 
ever entered upon the books of a mo- 
tion picture company, becomes effective 
March 1. 1920. 

The Danish-American Film Com- 
pany, I^td., will distribute Paramount- 
Artcraft pictures in Germany, Aus- 
tria, Poland, Czecho-SloTakia. Serbia, 
Croatia, Rumania and Bulgaria, a ter- 
ritory containing in excess of 200,000,- 
000. 

ORBlf O. GAIiLUP liBATBS FOR 
BUROPB 

Mr. Oren O. Gallup, export manager 
of the Simonds Manufacturing Com- 
pany, 90 West Broadway, recently left 
for Europe on matters connected with 
the Tarfous agencies of the firm. He 
win visit England, Prance and Italy, 
and possibly Switzerland and Holland. 

ANOTHBR liOAlf TO CHUfA. 

The Republic of China has about 
concluded a loan of a minimum of 
il 5,000,000 and a possible maximum of 
|25,000,000 with the Continentel and 
Commercial National Bank of Chicago, 
with which win be associated the Chase 
Securities Corporation of New York. 



SOURCES OF SOUTH AFRICAN CAP- 
ITAL AND HOW 11 CAN Bt USED 

The AiHridanceofmidCai" Schemes will Maktfor Solid Prcgress. 

By R C RKYNOU)S. 
(General Manager Mational Bank of South Africa, Ltd.) 



Thta is the last of three articles by 
Mr. Keynoios acaiiug with the hnancial 
resources ot Soutu ivfrica available tor 
cjqiansion. — l^iToa. 

WE have next to consider the 
capital which is at the dis- 
posal of tne mining and ftnancial 
Houses. These highly organized 
corporations have tor many years 
been a channel for assembling 
capital with which to develop the 
gold mining industry. May 1 hope 
It will be possible at an early 
date for some of them more fully 
to turn their attention to the ex- 
ploitation of certain base miner- 
als, and the manufactures cognate 
thereto. The technical skill and 
elaborate organization at their dis- 
posal are two primary points 
which mark them out as peculiar- 
ly htted to lead the way in the 
direction 1 am indicating. 

The National Industrial Cor- 
poration of Africa, Limited, re- 
cently formed, is, to m^ mind, an 
ideal method of fostering indus- 
tries, and the progress of the in- 
stitution named will be watched 
with great interest Starting with 
a moderate capital, already sub- 
scribed with power to increase it 
to an unlimited extent, and fur- 
nished as it will be wiUi recourse 
to a technical staff of high order, 
and a board of directors whose 
business ability should insure suc- 
cess, this may be taken as the 
model organization for assembling 
capital with the particular object 
of financing industries. 

An institution of this kind is, 
of course, capable of participating 
in many different enterprises, and 
as its f tmctions will be exerdsed 
over such a wide field, much ex- 
perience will be gained of many 
industries and the guidance which 
will in consequence be at the dis- 
posal of persons starting new in- 
dustries will go a long way to at- 



tract capital for their development 
if they are directly or even indi- 
rectly under the auspices of the 
National industrial Corporation. 

J:>erhaps no country in the 
earlier stages of its industrial de- 
velopment, such as South Africa 
now is, has had a more helpful 
organization than this placed at 
its disposal, and from the fact 
that it is to be financed by priv- 
ate money, managed by leading 
business men, and entirely free 
from all association with govern- 
ment or vested interests, X think 
the country is to be congratulated 
on its establishment 1 can place 
no limit to its future activities. 

The British Trade Corporation, 
an institution recently formed in 
Great Britain, more with the ob- 
ject of finding outlets for British 
goods and tmdertaking contracts 
abroad in which British manufac- 
tures will play a large part, may 
not exaotiy form a channel for 
capital to develop South African 
manufactures, but it is not un- 
likely that in the course of its ac- 
tivities it may find it desirable to 
recommend the British manufac- 
turer to establish branch indus- 
tries in this country or may find 
it suitable to treat some of our 
mineral or other products up to a 
stage which will enable them to 
be shipped to Europe in a more 
concentrated form than at pres- 
ent, and thus save a good portion 
of the cost of transport now un- 
avoidable. 

There is another source from 
which capital may be attracted 
for the purpose we are discuss- 
ing—I allude to the direct over- 
sea market This source requires 
to be considered from a good 
many points of ^ view. The eco- 
nomic position in which the ter- 
mination of the war finds sdl the 
European nations, ,at first, sight 
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-gives one to think that there is 
not likely to be any capital avail- 
able for undertakings such as we 
in South Africa can offer, and 
that the vast sums which will be 
required to replace the ravages of 
war will find in Europe more than 
an ample ^eld for investment and 
at attractive rates of interest. 
There is also the likelihood of 
preference being shown by Euro- 
pean investors for the employ- 
ment of their money close to their 
own doors, not only from the 
economical but also, and to a very 
large extent, from the sentimen- 
tal point of view. Much leeway 
has to be made up by the suffer- 
ing populations of invaded terri- 
tories, and it will be a national 
duty to see these restored before 
a thought is given to sending 
money for investment in other 
countries unless the proposal re- 
veals prospects of a very satis- 
factory return. But even to this 
picture there is another and an 
encouraging side. Many men who 
prior to the war, were engaged in 
or thought of being engaged in 
manufacturing pursuits in Europe 
will prefer a country such as this, 
where conditions are perhaps 
more to their liking, and where 
possibly better results can be ob- 
tained from knowledge and capi- 
tal applied to industries. The 
high cost of living which will ob- 
tain in Europe, coupled with the 
incidence of heavy taxation, will 
encourage men to turn their 
thoughts to this country, which is 
one with the lowest scale of di- 
rect taxation in the Empire, and 
where labor is relatively cheap. 
This is said on the understanding 
that the "color" bar is not to be 
imposed, but that all labor avail- 
able is to be free to participate 
in the development of industries. 
Any stipulation to the contrary 
would be fatal to progress, at 
least in the initial stages of al- 
most any local industry not pro- 
tected by an unduly high tariff. 

I would like to touch on one 
aspect of the "Home" capital, as 
I may call it, i. e., the capital 
which is available in Africa and 
which the owners are disposed to 
isk in industrial ventures, with 



a -view to indicating the lines 
which promoters might follow 
when they wish to obtain the 
funds necessary for the initiation 
or development of their enter- 
prises. I think if the venture be 
a sound one that the supplier of 
the raw product, i. e., the grower 
as distinguished from the middle- 
man, should take a financial risk 
in the process of manufacturing 
that product, and this I would ex- 
tend to a fairly wide degree., For 
example, the farmer's supplies of 
cream, hides and skins, and meat 
are purchased at his door almost 
by the creamery, the tanner, and 
the cold storage companies respec- 
tively, and primary industries of 
this nature should look to the 
farming community for capital 
The manufacturers of boots and 
shoes are again brought most in- 
to contact with the dwellers in 
towns and might quite reasonably 
and naturally seek capital even in 
small individual lots from dwell- 
ers in the towns. Papermaking, 
which is an industry not over-re- 
mote in this country, could be 
supported by both capital and or- 
ders from the printing trade of 
the country. These are merely 
given as a few examples. 

You will observe I have not, up 
to now, made any allusion to the 
part which government should 
take in the direction we are dis- 
cussing, but I may be allowed to 
say that the establishment and 
maintenance of key industries 
could correctly be assigned to 
them. I think it will not be go- 
ing too far if I suggest that the 
point of view which government 
ought to take is that industries 
upon which the country could de- 
pend in time of war and world 
upheavals to maintain itself with- 
out undue dependence on outside 
sources are their concern. I would 
suggest shipbuilding and repairs, 
an arms and ammunition factory, 
materials for clothing the forces, 
an air-machine factory, and tim- 
ber and iron production. 

Assuming now that capital will 
be forthcoming, we can usefully 
discuss directions in which care 
should be exercised by promoters 
of companies for industrial pur- 
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Don't Experiment in Foreign 
Advertising —To Do So is too Cosdy 




{N the days when in- 
dustry was in its U^- 
fancy and sales were 
strictly localized, ad- 
vertising was a simple problem. 
The street-crier was the voice 
of die manufacturer — and he 
served his purpose. 

To-day American manufac- 
turers are no long- 
er content with lo- 
calized sales. The 
street-crier has had 
his day. Interna- 
tional Advertising 
has become the 
voice of die manu- 
facturer. 

But to have his 
voice carry effec- 
tively his advertising should 
be handled judiciously with the 
same amount of thought and 
study as devoted to his do- 
mestic campaigns. There are 
many complications involved 
and to experiment is costly. 
The selection of media; local 
habits, customs, complication 
of languages, tariff; publish- 
ers' rates, and space limitations 
are problems that only special- 
ists ^th long experience and 



branch offices abroad can solve 
successfully. 

For fifteen years the J. Ro- 
land Kay G)., with branch 
offices in all parts of the world, 
has planned and supervised 
foreign advertising campaigns 
for America's most prominent 
national advertisers. To-day 
you will see the 
advertisements of 
American Auto- 
mobiles, Tires and 
Rubber Goods, 
Firearms and Am- 
munition, G>rsets, 
Soap, Machinery, 
Tractors, Fountain 
Pens, appearing in 
practically every 
civilized country, involving 
fourteen different languages. 

We invite correspondence 
with manufacturers 'vdio are 
convinced of the need of a 
specialized service on foreign 
advertising, who are convinced 
of the need of the same com- 
mon sense advertising policy 
in connection with foreign 
sales as with domestic sales — 
who know that to experiment 
is unwise. 



Cl. Roil AND KAYisO. 



cmcAGo, IX. a. A. 

J. ROLAND KAY FAR-EAST CO. 

Thm Kmkuami Building 

S Uchlsidwai-dio, Hibiya Park 

TOKYO 

PARIS CAPE TOWN 



18 East 4l8t StTMt 

NEW YORK. U. S. A, 

J. ROLAND KAY CO. 

Prianr— Bmttding 

25BA Qaor«« St. 

SYDNEY, N. S. W. 

BUENOS AIRES 



AMocurtc Hows JOHN HADDON A CO. 

Salisbury Squara, Flsat Straat, LONDON, E. €• 
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poses, the neglect of which in the 
past in other directions has been 
the source of heavy losses to the 
public and a deterrent to the priv- 
ate investor. I would say at once 
avoid '*good will," **vendors/' "in- 
terests/' **value of patents/' and 
such like items appearing as as- 
sets in the balance sheet of any 
company formed for industrial 
purposes. Such enterprises, if 
conhned to staple industries in 
small markets, cannot be expected 
to yield profits which will allow 
of provision being made in any- 
thing like a reasonable period for 
watered capital of this kind. What 
we want is solid progress and not 
*Vild cat" schemes, which, when 
they result, as they invariably do, 
in the loss of valuable capital, 
make investors timid and deprive 
other promising ventures run on 
sound lines of the finandal as- 
sistance to which they are en- 
titled. 

No doubt I will be expected to 
say something r^^ding the priv- 
ate individual, or the firm, who, 
unaided by outside capital, except 
perhaps, by borrowings from his 
bankers, has brought some indus- 
trial enterprise or other to a sta^ 
which calls for additional capi- 
tal in order to provide for an ex- 
pansion which is desirable in all 
respects from his point of view. 
In the past, when cases of this 
kind were concerned, it was per- 
fectly natural that die owners 
should desire to apply to their 
bamkers for loans rather than ad- 
mit outsiders to a share in their 
businesses, which may have been 
built up as the result of their own 
enterprise and labor from small 
beginnings and contain possibili- 
ties of future growth. Such per- 
sons have in the past in many 
cases been handicapped through 
the absence of any mutually 
agreed upon system whereby their 
bankers could obtain the neces- 
sary insight into the working of 
their business and be enablal to 
reach a conclusion as to whether 
and what advances could reason- 
ably be made to them. I allude 
quite as much, if not more, to the 
technical side of the i^uestion as 
to the financial and smce I am 
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concerned here with the provision 
of capital for industries, I do not 
think it amiss to labor the point 
that the more that technical ad- 
vice is sought and the more build- 
ers-up of industries are content to 
follow the advice of those spe- 
cially qualified to give it, the more 
will capital be attracted to indus- 
tries, and a field for sound in- 
vestment be opened up for the 
savings of the people generally. 
I need scarcely say that, in addi- 
tion to the technical and financial 
advice to which I have already 
alluded, it is just as important to 
consult the distributor before en- 
tering on any particular line of 
production, since, after all, the 
merchant is the channel through 
which the products will have to 
find markets. I would, inde^ 
place this side of the question in 
the forefront The intense com- 
petition from overseas, which our 
local manufacturers will have to 
face, must constantly be kept 
prominently in view, and since 
the consumers are ever in great- 
er numbers than the producers, a 
contest will continually be waged 
by the former to obtain the cheap- 
er article. This leads at once to 
the fiscal side of the question, 
and, as this is a controversial sub- 
ject I will confine myself to say- 
ing that the accumulated experi- 
ence of other countries similarly 
situated to ours is available to 
p^ide our legislators if and when 
It is intended to introduce legis- 
lation on the subject of duties de- 
sired to protect our infant indus- 
tries. I have seen it stated that 
an early adjustment of the cus- 
toms schedule b in contemplation. 
In conclusion, I would touch 
on the important question of gov- 
ernment control as applied to in- 
dustries, and would say that, out- 
side key industries, the less gov- 
ernment interfere with such mat- 
ters the better it will be for all 
concerned. The traditions of the 
inhabitants of this country, or at 
least those of them most likely 
to engage in industries, are all 
against a policy of government 
interference, and as their fore- 
fathers proved their capacity for 
successfully managing such, there 
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Brmging the Manufacturer 
and the Exporter Together 

jyECAVSE of the great nunAer 
JL^ of inqviriei received from 
manufacturers deiiring connec- 
tions with an exporter, we have 
found it necessary to establish a 

Free Seruice Department 

through the channels of which the 
manufacturer can he intdUgently 
guided in the marketing of his 
product in foreign fields. 

Becawe of our dose contact 
with exporters in this dty, and 
knowledge of foreign markets, we 
are able to advise you of condi- 
tions, and hy what Exporter or 
Freight Forwarder your shipment 
could he most economically 
handled. 

We incite Yaar Inqmry 

regarding even the smallest ship- 
ment to the mosf remote part of 
the world. It wiU receive our 
prompt attention without ohUgat- 
ingyoutous. It is a Free Service 
we offer our readers. 

Ut Um Help You 

make your sMpmeni a suecess 
from skipper to consignee. 

Export Trade 

1 50 Nassau St. Dept. A. New York Qty 
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is no reason to suppose that those 
who may in future handle busi- 
ness of this sort will require or 
desire any direct state interfer- 
ence at all. 

Summary and Conclusions. A 
promising field for industries ex- 
ists in Africa south of the Equa- 
tor. 

The men to handle such are 
available. 

There is sufficient local capital 
at hand to finance industries, but 
the allocation of it is almost en- 
tirely at the will of private 
owners. 

An "atmosphere" of industrial 
investment will have to be culti- 
vated to induce such owners to 
participate in the undertakings 
we are discussing. 

Careful preliminary investiga-' 
tion, the total avoidance of "wat- 
ered" capital, and sound manage- 
ment are essential before the pub- 
lic can be expected to come m. 

Much will depend on the fiscal 
policy adopted by the country as 
to whether the products of some 
of the new industries will be able 
to compete with those of older 
manufacturing countries, but those 
already established should be 
able to face the future with con- 
fidence. 



AMERICANIZING OUR FOR- 
EIGN TRADE. 

A Plea to Freight, Ship and Fi- 
nance American Goods Through 
American Agencies. 

\17RITING in a recent com- 
^^ merce report Consul Gas- 
ton Smith of Almeria, Spain, 
dwells on the importance of 
Americanizing our foreign trade. 
After pointing out the fact that 
the products and manufactures of 
the United States are equal in 
every respect and in many ways 
superior to those of other coun- 
tries, he states that: 

"To compete with manufactures 
of other countries successfully 
they must be sold by American 
agents and American salesmen, 
freighted by American ships; and 
American banks must handle the 



credits, collections, and other fi- 
nancial matters involved in plac- 
ing them on the foreign markets. 

"The pecuniary interests which 
a foreign agent may have in hand- 
ling goods cannot by any means 
compare with the greater incen- 
tive which an American certainly 
has in seeing his country's prod- 
ucts successfully competing with 
those from other countries. 
American banks or banking agen- 
cies, being familiar with Ameri- 
can credits, will naturally endeav- 
or to establish an intelligent sys- 
tem of exchange, and promote the 
financing of public works and de- 
velopment projects with American 
capital and equipment. Therefore, 
have Americans, real bona fide 
Americans, act as agents and 
salesmen. 

"If a foreigner has an agency 
for American products and, for 
some reason or other, is meeting 
strong competition from manu- 
facturers from some other coun- 
tries, he will probably endeavor 
to secure the agency for the com- 
peting goods, and the American 
products will be left to take care 
of themselves, for his sole inter- 
est is the commission he receives 
on the sales. But if an American 
is confronted with the same con- 
ditions he will probably 'get busy* 
and find out the reason his com- 
petitor's goods are favored; and 
he will leave no stone unturned 
to remove the existing obstacle to 
the sale of his merchandise. 

"At the present moment our 
foreign trade is entirely too for- 
eign. That is, it is too much con- 
trolled by foreigners, freighted by 
foreign shipping, and financed by 
foreign banks; and the first and 
most important requirement to 
firmly establish it at the forefront 
is to Americanize it." 



RUSINB88 CONFBRENCB IN 
MBXICO CITY NBXT YBAR. 

A conference of American and Mexi- 
can business men is to be held in Mex- 
ico City February 11 to 13. 1920. The 
conference was called by the Mexico 
City branch of the United States Cham- 
ber of C9mmercc. 

The principal topics to be discussed at 
the gathering will be Mexican selling 
methods, agencies, banking facilities ana 
the technique of cxportin^Q qq[^ 



November 29, 1919 



EXPORT TRADE 



J A R D I N E 
MATHESON 
^ CO., LTD. 

IMercnants, Importers ana 
Exporters 

Skipping ami Insurance A.gents 



HEAD OFHCE: HONGKONG 

Branckef in all tbe Treaty Ports of Clima« in Japan and 
New York, U. S. A. 



SHIPPING 

OBNBRAL MANAGERS: 

Indo-China Steam Navigation 
Co.» Ltd. 

MANAGING AGBNT8 IN THB 
BAST FOR: 

The Waterhouie Steamihip 
Lines. 

AGENTS: 
The Royal Mail Steam Packet 

Co., owners of the "Shire" 

Line of Steamers. 
The "Glen" Line, Ltd. 
British India S. N. Co., Ltd. 
Western Australian Steam Nav* 

igation Co., Ltd. 
Asiatic Steam Navigation Co., 

Ltd. 

INSURANCE 

GENERAL AGENTS: 

Canton Insurance Office, Ltd. 
GENERAL MANAGERS: 

Hongkong Fire Insurance Co., 
Ltd. 
AGENTS: 

Alliance Insurance Co., Ltd. 

Triton Insurance Co., Ltd. 

Eastern Insurance Co., Ltd. 

Guardian Assurance Co., Ltd. 

Queensland Insurance Co., Ltd. 



GENERAL 

GENERAL AGENTS: 

China Sugar Refining Co., Ltd. 
GENERAL MANAGERS: 

Hongkong Ice Co., Ltd. 

AGENTS: 

Ewo Cotton Spinning & Weav- 
ing Co., Ltd. 

Kung Yik Cotton Spinning & 
Weaving Co., Ltd. 

Yangtszepoo Cotton Mill, Ltd. 

Shanghai and Hongkew Wharf 
Co., Ltd. 

Shanghai Dock & Engineering 
Co,. Ltd. 

Bomba]r-6urmah Trading Cor- 
poration Co., Ltd. 

Nobel's Explosives Co., Ltd. 

Merryweather & Sons, Ltd. 

British and Chinese Corporation, 
Ltd. (Joint Agents). 

New York Lubricating Oil Co. 

National Gas Engine Co., Ltd. 

W. & T. Avery, Ltd. (Scales). 

Linotype and Machinery Co., 

Audinet Lacroix Co. (Lyons). 
Evinrude Motors. 
Malabon Sugar Co., Ltd. 
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AMERICA'S OPPORTUNITY 
IN CHINA. 

Vf R. T. Fred Aspden. Vicc-Prcs- 
^^^ ident of the Park Union 
Foreign Banking: Corporation, has 
performed a valuable service for 
the export interests of the United 
States by pointing out in a recent 
edition of the "Sun" the great op- 
portunity for American invest- 
ments in China. Much has been 
written on our opportunities to 
developtrade in the Chinese mar- 
ket. That these are many and 
that they should not be overlook- 
ed cannot be too strongly insist- 
ed upon. However, the well- 
known economic fact that trade 
increases by the investment, of 
capital in the development of a 
given community holds just as 
good in China as in the success- 
ful development of South Amer- 
ica by British and German capital. 
Here is a vast country, almost 
totally undeveloped. What her 
potentialities are is not exactly 
known, but that she has vast coal 
and iron deposits, enough of the 
former, according to Mr. Aspden, 
to supply the world for 1.000,000 
years, has been revealed by in- 
vestigation. Her chief problem 
is adequate transportation, both 
rail and water, so that these re- 
sources can be made available for 
commercial usage. This is where 
merican capital can perform its 
ost useful initial service, and it 



need hardly be said that our pres- 
ent financial position is such as 
to give us a distinct advantage in 
this regard over other nations. 

The development of transpor- 
tation facilities in China would 
have another feature of direct 
value to the American exporter. 
As Mr. Aspden points out, once 
the remoter points of the nation 
are brought nearer the great 
coastal cities by means of greater 
facilities for travel and transpor- 
tation, the whole 500,000,000 in- 
habitants of her tremendous tcr- 
ritoiy will form a purchasing 
public for American goods. 

There are difficulties in the way 
— not least of these being the dis- 
turbed internal condition of China 
and the aversion of die average 
Chinaman to what is new and 
strange. Then, too, there is Ja- 
pan's attitude to be taken into 
consideration. However, these 
represent circumstances attendant 
on the development of most un- 
developed countries and the op- 
portunity is too good to miss. 

BUSH BUIIiDINOS ABROAD. 

A RECENT report in the trade 
■^^ supplement of tfie London 
Times states diat the London 
County Council has leased what 
is known as the Aldwych Island 
site in the Strand to the Bush 
Company, Limited, for the erec- 
tion of a building. This indicates 
that Mr. Bush's plan of having 
buildings similar to the Bush Ter- 
minal Sales Building in New 
York in many of the principal 
cities of Europe and South Amer- 
ica is well under way. Mr. Bush 
should be congratulated in the in- 
auguration of a system which will 
be of undoubted assistance to 
American export trade. 

Chief among the benefits which 
the American exporter will reap 
from buildings of this kind will 
be the opportunity to display his 
goods In a central location known 
to all. This incidentally will op- 
erate in the interest of buyers 
as well, who, instead of having 
to waste much time as in the past, 
going from place to place inspect- 
ing 9ie articles in which they are 
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interested, will be able to com- 
pare and select variotts samples 
m showrooms all wider the same 
roof. Furthermore a conmiercial 
information service will be install- 
ed so that the exporter can ob- 
tain lists of buyers and much as- 
sistance of a similar kind. Type- 
writing and translation bureaus 
for the foreigner will prove an 
additional aid, while club facili- 
ties, similar to those offered in 
the Bush Terminal Sales Building 
in New York, will be provided 
for entertainments, small conven- 
tions and lectures on commercial 
subjects. 

That the London building will 
be completed before 1921 seems 
improbable, but now that plans 
are laid it is respectfully suggest- 
ed that Mr. Bush move on to 
Paris as speedily as possible, so 
diat the good work will be as 
little delayed as possible. 
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OABOO PELFERAOE. 

EXPORTERS should be more 
than ever careful of the 
quality of their packing these 
days, for, according to reports re- 
ceived from many sources, cargo 
pilferage is becoming distressinglv 
frequent Not but what the theft 
of goods from docks and other 
exposed places has always been 
prevalent enough, but the habit 
has spread from those ports in 
Latin-America and the Orient, 
where conditions were more suit- 
able for pilfering, to many of the 
coastal cities of Europe, where 
protection against it should be 
more adequate. 

As a matter of fact the increase 
in trouble of this kind has been 
laid to the twin conditions of con- 
gestion and the loosening of con- 
trol during the war. That is to 
say, the normal arrangements of 
ports have been thrown out of 
gear, and it has not yet been prac- 
ticable to put them on a pre-war 
footing. Thus, in many cases, 
vessels which would normally dis- 
charge at London docks, have 
had to unload on lighters, which 
necessitated extra handling and, 
consequently, a greater chance for 
pilfering. Strikes, too, which 
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meant delay in handling, have 
added to the toll. 

Whatever the reasons, the ex- 
porter should certainly make ar- 
rangements through his under- 
writers to cover himself against 
losses from theft He should 
also be mindful of the fact that 
the better his packing the better 
rates it will tend to secure him. 



NINBTY-FIVB PBR CBNT 
AMBRICAN. 

About 95 per cent of the moving pic- 
ture films imported by New Zealand are 
of American production and Wellington 
is the chief center of distribution. 

thb mbaning and usb of 
trade: accbftancbs. 

American Acceptance Council, 111 
Broadway, New Vorkj announces that 
it has ready for distribution a booklet 
by Robert H. Treman, formerly Deputy 
Goyemor of the Federal Reserve Bank 
of New York, which deals in a funda- 
mental way with . meaning and use of 
trade acceptances. 

W. MURRAY BLACK* JR^ JOINS 
W. R . GRACE A CO. 

^' W.~ Murray' Black, Jr., son of Gen- 
eral W. M. Black, has recently enteref* 
the employ of W. R. Grace k ^ 
Hanoyer Square, New York. 



THE SECRET OF SUCCESS IN TRAD- 
ING WITH CHINA 

Three Quediom Mud ^e Answered in the Affirmative Before We 
Can Secure a Perrrnment Foothold. 

By RALPH DAWSON. 
(Asia Banking Corporation.) 



<<DEFORE the United States 

■L> can hope to secure and 
maintain any degree of permanent 
success in trading with China, 
American business interests must 
answer — and answer *yes,' as the 
British did long ago — to these 
three major questions: 

"(1) Are we willing to go into 
China to stay— to live with the 
Chinese, to adapt ourselves to 
their customs, their language, 
their trade requirements, their 
viewpoint ? 

"(2) Do we possess, or are we 
able to command, financial re- 
sources that will enable us to 
meet the credit needs of our Chi- 
nese customers — resources suffi- 
cient to take care of not only 
long-term credits, but also, in 
some cases, of some rather cu- 
rious financial arrangements? 

"(3) Are we prepared to build 
up our own organizations — slow- 
ly, but surely, with the right kind 
of American timber? 

"When we can say 'yes' to those 
three questions, and go ahead and 
live up to that decision, then we 
may consider that we have start- 
ed on a journey that will lead us 
somewhere." 

"The trouble with the large ma- 
jority of American traders who 
have entered the Chinese market 
is that they have not regarded the 
proposition as a permanent and 
lasting one, susceptible of rich re- 
wards. What we Americans 
should do is to lay out a set pol- 
icy for ourselves, and then go in- 
to the field in China with a de- 
termination to stay there for ^ood 
and to make friends of the Chi- 
nese merchants and manufactur- 
ers. It is a fact, that, of all the 
foreigners who are doing business 
in China, Americans are best lik- 



ed by the natives; they not only 
have the good-will of the Chi- 
nese, but there exists an unmis- 
takable bond of real friendship 
and affection on the part of the 
Chinese business men. With this 
initial advantage, it is curious that 
Americans haven't made more of 
their opportunities across the Pa- 
cific; but one of the main draw- 
backs, as I said, is the failure of 
American traders to regard 
China's business as one that con- 
stitutes a life work. We must 
go over prepared to stay; to as- 
sociate with the Chinese and to 
get an insight into their charac- 
ter; to adjust ourselves to the 
customs — ^both business and so- 
cial — of the Orient; to learn thor- 
oughly the trade requirements of 
the Chinese merchant— and to ful- 
fill them, as other nations have 
done. The Chinese viewpoint, we 
must remember, is in many ways 
the opposite of our own, but toe 
sooner we learn to submerge our 
own ideas, where necessary, and 
mould our minds to the mental 
workings of the Chinese merchant 
the sooner shall we catch up with 
the rewards that are waiting for 
us. 

"In the matter of credits and 
other financial arrangements pe- 
culiar to trading with China, the 
United States has not yet struck 
its stride. Permanent success in 
this field is dependent largely up- 
on our willingness and ability to 
extend credits to merchants and 
manufacturers ; frequently these 
credits are of such a nature that 
the moral standing of the buyer 
forms the only collateral, but 
through the workings of the com- 
pradore system, or through the in- 
formation at the command of the 
seller, the risk is reduced .to a 
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minimum, but in any event the 
standard of Chinese business 
morality is high. The extension 
of credit to Chinese purchasers 
will have to arise out of the re- 
sources of American exporters 
per se, or from the facilities 
which large banking institutions, 
or financial organizations, in the 
United States are willing to ex- 
tend. The strength of British 
trade in the Orient is a result, in 
large part, of the backing which 
British firms are enabled to se- 
cure from British banks. Of 
course, England has had a long 
experience in this sort of thing, 
but we ought to capitalize on this 
experience and realize that, if we 
are not willing and able to extend 
to Chinese merchants and manu- 
facturers, sufficient credit for 
them to carry on their business, 
purchases of American goods in 
China will never reach any great 
total. The Foreign Credit Cor- 
poration, which was recently or- 
ganized in New York, and other 
American institutions of like 
character, should prove of great 



value in trade with China, because 
of the facilities they possess to 
render aid to American exporters 
and importers. 

"As rq^ards the selling policy 
of American exporters, I should 
say thj^t, generally speaking, the 
establishing and operating of one's 
own organization offers the great- 
est promise of substantial success 
in the Chinese field. In fact, all 
the outstanding successes among 
foreign concerns in China have 
pursued this policy. It is a mis- 
taken idea that only big firms can 
afford to have their own selling 
organizations in China. The thing 
to do is to make a start toward 
the establishment of a selling or- 
ganization. It shouldn't matter 
that the start be small and the 
growth slow; remember that this 
big, rich Chinese market cannot 
be rushed, any more than one can 
hurry along a huge iceberg. Se- 
lect a man with a good personal- 
ity, and preferably a man who has 
had experience in the Chinese 
market Let this man form the 
basis of your organization in the 
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Orient; let him be of the type 
that prefers slow, but sure, growth 
to meteoric, but uncertain, suc- 
cess. Such a man will automati- 
cally build up his selling organi- 
zation with men who will carry 
out his ideas. From my own ex- 
perience, I should say that the 
finest selling organizations in 
China, in the future, can be form- 
ed out of the youth of America- 
alert, sturdy, courageous young 
men, with vision, intelligence and 
the highest degree of stick-to-it- 
iveness. 

*'It is vitally necessary, too, that 
the future witness the develop- 
ment of a perfect co-ordination 
between the financial and the com- 
mercial organizations of America 
with reference to Chinese trade, 
and back of these efforts must 
stand a well-defined policy of the 
government with respect to Amer- 
ican enterprises in China. 

"It is true that a vast portion 
of the 400,000,000 people who 
comprise the Chinese market has 
a relatively low purchasing pow- 
er, but China offers all the possi- 
bilities for economic development 
that we have had in the United 
States, and that exists in unfor- 
tunate Russia, at the present time. 
What is needed, however, is a 
sympathetic understanding of the 
market on the part of American 
merchants and their bankers; and 
with all the forces that America 
has at her command, we should 
get our share of Chinese trade. 
America's share of the trade with 
China can be held against all com- 
petitors, if we will merchandise 
intelligently, finance intelli^entljr, 
and pursue a policy which is 
worthy of our resources and 
proverbial common sense." 

DBATH OF BDWARD HIG- 
GINS. 

The Department of Stmte baa ad- 
vised that Edward Higgint of Melroae, 
Mass., U. S. consul at Bahia, Brasfl. 
died on NoTember 16. Vice ContQl 
White has taken charge of the conao- 
late. 

BRAZIL RBMOVBS PASSPORT 
RBSTRICTIONS. 

It is officially announced that the 
special war time railwajr and steam- 
snip passport regulations m Braail were 
diaoontinaed with ratification of the 

Btoe treaty bj Brasil on NoveBiber 11. 



ROMAJT OR RNQIilSH PRUfT 
RBCIUIRBO ON FORBION 



Owing to the many changes in terri- 
torial Doundtfriea resulting from the 
war, the distribntion of mail for for- 
eign destinations now reqnires oa the 
part of the postal employees at United 
States exchange post offices, a clearer 
knowledge than formerly of the ad- 
dresses on articles of mail for foreign 
countries addressed in German, Russian^ 
Greek, Turkish, Hebrew or Chinese 
characters. 

The Post Office Department has 
therefore instructed postmasters toghre 
notice that articles addressed in Ger- 
man, Russian, Turkish, Hebrew or Chi- 
nese characters, even if they bear in 
English '^Germany," *«Rnssia," 
"Greece." "Turkey" or -China," etc, 
will not be accepted for dispatch unless 
there is an interlined translation of 
each address in English, or in lieu of 
these two addresses that the names of 
the post office and country of destina- 
tion be shown in Roman or English 
characters, print or script. 

Except the postmaster at the office 
of maifing is certain that an article of 
mail is sufficiently addressed to permit 
its correct distribution at the United 
States exchange post office, he win not 
transmit the article to the division of 
dead letters or return it to sender, but 
will dispatch the article to the ap- 
propriate United States exchange post 
office for determination there as to the 
sufficiency of the address. 

TO FACILITATR IIRITISH. 

AMBRIOAN AND CHINBSR 

SOCIAI* RBLATIONS 

The Unk>n Qub of China baa been 
formed by business men throughout the 
Orient to facilitate and widen Brkiah, 
Amerkan and Chinese social rebtions. 
Membershk» is confined to heads of or 
partaers of firms of British, American 
or Chmese nationality. 

The committee for the first year of 
the club's existence is tfs foUowa: 

Chinese— Chu Pao San (Nigno Com. 
merdal Bank). Pan Ching Poo Qardine, 
Matheson ft Co.). Chun Bing Hfan (A. 
R. BurkiU ft Son). 

Amerkan— T. P. Cobbs (British.. 
American Tobaeoo Company, China, 
Ltd.). M. H. Dollar (The Robert Dot- 
lar (>»mpany), W. G. Sprague (The 
Standard Oil Company of New York). 

British— A. W. BurkiH (A. R. Burkfll 
ft Sons). H. H. Girardet (Reisa ft Co.), 
H. G. Simms (North Chma Insuranee 
Co., Ltd.). 

THB SRCRBTT OF BRITISH SUO- 
CBSS IN LATIN-AMBRIOA. 

Statistics just published show that the 
capital invested by British enterprises 
in Latin-American republics amounts to 
$5,000,000,000. 

FOR MARINR BVSUnDSS IN 
THB NBAR BAST. 

The ProTidence Washington Insur- 
ance (Company of Proridence. Rhode 
Island, haa entered the Near Ktst for 
marine insurance business. estabUsh- 
ing a marine agency at (jonstaatlBO- 
pie, Turkey. 
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THE OCEAN FREIGHT SITUATION 



Coal and Exchange Siluaiian. New Shipping Prcieds. 
Curreni Rates. 



I N spite of many restraining in- 
* fluences, general cargo busi- 
ness to European ports continues 
fairly active, while other trades 
have not shown any marked de- 
cline. In addition to general car- 
goes, immense quantities of grain 
and flour are reaching some of 
the Atlantic ports for shipment 
overseas. These shipments are 
likely to continue during the re- 
mainder of this month and De- 
cember. Ocean rates continue 
firm and those heretofore quoted 
are still ruling the market. 

COAL AND THE EXCHANGE 
SITUATION. 

The coal situation is the most 
important factor in ocean ship- 
ping at the present time. This is 
being closely watched by steam- 
ship companies, and, while they 
have not as yet met with abso- 
lute want, the future outlook is 
not encouraging. Meanwhile, the 
Central Coal Committee, Wash- 
ington, is taking steps to insure 
supplies of bunker coal being 
given to passenger ships plying 
between the United States and 
important foreign ports, in order 
to prevent their being shut out 
entirely. Permits for bunker coal 
were granted this week to the 
Frendi liners "France" and "La- 
fayette." Other cases are under 
consideration, and permits will be 
granted wherever absolutely nec- 
essary. 

The unsatisfactory condition oi 
English exchange, which this 
week dropped below $4 — ^the low- 
est point ever reached in this 
country — had a depressing effect 
on export trade, having caused 
buyers for the United Kingdom 
to defer purchases to a great ex- 
tent The influence upon the mar- 
ket was very marked, the business 
of export houses being much 
hampered. 



If exchange had been normal 
and the coal strike had been 
averted, export trade at this time 
would have reached enormous 
proportions. 

NEpy SHIPPING PROJECTS. 

The announcement was made 
this week that the Mallory Steam- 
ship Company and the Merchants' 
& Miners* Transportation Com- 
pany — two of the largest coast- 
wise companies — would embark in 
overseas' trades. It was stated 
that a number of smaller Ger- 
man liners would be turned over 
to the Mallory Company to sup- 
plement its own ships for Medi- 
terranean service. The Merchants' 
& Miners' Company hopes to ac- 
quire the trade formerly con- 
trolled by the North German 
Lloyd Company, between Balti- 
more and Bremen. Shipping 
Board vessels are to be employed 
on the route. 

One of the reasons for the de- 
cision of the two companies to 
abandon exclusive coastwise 
routes is the unprofitable condi- 
tion of that business. Owing to 
the increased cost of operating 
large freighters and passenger 
vessels no profit is to be made in 
competition with the railroads. 
Consequently the coastwise lines 
have decided that they must 
branch out into new fields if they 
are to survive. 

Another interesting development 
this week was the announcement 
that the J. H. W. Steele Com- 
pany has opened offices in Liver- 
pool and London, to be followed 
by the establishment of sub- 
agencies throughout Europe, for 
the purpose of acting as steam- 
ship agents and brokers of ves- 
sels. The Steele Company is the 
first purely American organiza- 
tion to embark in this branch of 
business in Europe. 

The Kerr Steamship Company 
this week inaugurated direct 
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Steamship service between Phil- 
adelphia and Hamburg, which was 
discontinued during the war. The 
steamer Kerlew, which left for 
Hamburg, carried a large general 
cargo, and also thousands of 
packages sent by relief societies 
to sunerers in Germany. 

A movement has been started 
in the United States Senate for 
the abolition of the Shipping 
Board. It has already been rep- 
resented to senators by shipping 
interests of the entire countiy 
that unless the Shipping Board is 
compelled to reduce the price of 
its ships, American importers and 
exporters, banks and ship con- 
struction companies are likely to 
give their business to English con- 
cerns. 

The following are the current 
rates on general cargoes destined 
for the world's principal ports: 

EuBont 

Ftr Per 

Cobieft lOOlta. 

Uverpool 60c. $1.00 

London 60c. 1.00 

Glasgow 60c. 1.00 

Christiania 70c. UO 

Rotterdam 00c. IM 

Copenhagen 70c. UO 

Bordeaux 00c. IM 

Antwerp 00c. IM 

Marseilles 76c 1.00 

Genoa 76c 1.00 

South Amwca. JUlJSottU; 

Buenos Aires $17.00 net 

Montevideo 17.00 " 

Rio de Janeiro ia.60 "^ 

Japan* Chika, sic 

Per 2440 lb{.. 

er40e^Mefl. 

Yokohama faUkOO not 

Kobe SS.00 * 

Shanghai 16.00 «* 

Hong Kong SS.00 ** 

Mamla SS.00 * 

Singapore SS.00 * 

India. 

Per Per 

Cvbieft lOOIbe. 

Bombay 70c ^0 

Calcutta 70c IM 

Madras 76c UO 

AUSTSAUA AND NSW ZtAUOn. 
Per 2440 Ita.. 
er 40cttkie IL 

Melbourne $86.00 |M.OO 

Sydnqr S6.00, ao.Op 
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FniiU Forwanbrs of New York 
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SNOW^, LTD. (Silablkked 18^) 
17 Bettery race. New York. 

Branck olBcea: Hibemk Bank BoOdfaiff, New Orleaaa, La.; 51 S. Gay 
St reet, Ba toore, lid .j 300 Greenwood Udf., Cfaiekmati, Okfo. Cable 



Mcnber Aaaodated Vreigkt Brokera ft Forwardera of Port of New York. 
General akippera all parti of tke world witk oflkea fai London and LHrer- 



ScsHle, New Orkaaa, Savannak, Baltbnore, 



!W York. ^ ^ ^^^ 

Aaaocfaited Vkelfkt Brokera and Forwardera 

of the world. 



porta of « 
Ifanagera. 

TKANSATLANnC SHIPPING CO., INC 

lOf Broad Street; New York. Cride addreaa: 'Itaaer^,'* New York. 
FObm and valnablea to all parta of the world. 

ATLANTIC POBWAKDING CO.. INC 

I S Roadwa y, New York. Gride addr eaa; *'Atlorward.'* 
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HILTON ft SON 

1-4 Stone Street. New York. Cikle. addreaa: "Hbon.** 
Tkronf k Katea Qvoted to Interior CHiea of Fbrelgn Conntriea. Speeial 
Paeflhiea to Caeeko-SloTakia, Poland, Boannia and Germany. 

P. ICABTI ft CO.. INC 
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Iftmager: Bdward J. Sckmkuein. 

Mcmbera N. Y. Prodvee Ibrebange, Steamabia Prelfkt Brokera* Aaaocktfen. 
SUppkif PteOltiea for Sklpmenta 'Hhrom Warebovae to CoQafKnee" to all 
parte of the world. 

ALFKBD H. POST ft CO. 

11 Broadway, New York. 

Branck olBcea: Ckfcaco, San Fraacbeo; Repreaentethrea fai United Kinvdom 
and Bvrepe. CaUe addreaa; Toatexknoo," New York. 

SdM^r' faSittea: d^lp Chartera and Coal Tranaportatkm; Foreign 
Tranaportadon; ICarine Inanrance; Poll or Part Cargoea. 

JOSKPH C IfUKBAY ft CO., 

29 Broadway, New York City. 

Branck oOaaa: Boaton, Pbiladelj^fai, BaHfanore and San Franciaeo. Cable 

addreaa; ''Baynrar,'* New York. 
Agente in all Porta. 

JACKSON. SESLEY ft TACKSON, INC 
140 ffaa aa n Street, New York. 
FwvlgB Correapondents. 
Crible addreaa: '^adkaee," New York. 

SkMiw fMflitlea: Freigkt Bndcera, Warekonabig. Drayage. Inaaranee. 
Baica quoted to all parte of tke workL ^-^^^^^^ by GoOglC 
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CLASSIHED ADVERTISEMENTS 



The rate for clamilled adrertiseineiits Is twcntj cents 
Cmah mast «ccom|Muijr order. Mtnimmn space Atc lines. 
Copy raiist be in Mondaj preceding date of issne. 



Elxport man* 82 yearn old mad 
Married, wmild like to make kla 
home In Soatk America, as rep* 
reseatatlTe of aome sood expert 
•r Import eoacera* He la well 
educated, caa read aad ^nrrlte 
Spaalah and Frenck, aad kas 
atadled at flmt kaad ckaracter- 
Utlcs aad coadltloa* In Latin- 
America. Haa excelleat practl- 
cal kaowledire of ezportlas, par- 
ticularly aloBsr electrical aad 
meckaalcal llaea. la well Tcraed 
la dealsalaff, preparlnir cata- 
loffues, eattatatlair aad veaeral 
aales work. At preaeat U ex- 
p4»rt manairer of well-kaowa 
Amerlcaa coacera. 104 X, tkla 



TRANSLATIONS 

Accurate translations by 
thoroughly educated French- 
man* with complete under- 
standing of technical English 
phraseology in the exact 
meaning of 

French Spanish 

Portuguese 

Italian 

Pfompl Service 
Moderate Cbarees 
Highest ReoommendatloDt 

Special attention given to the 

preparation of catalogues 

and booklets 

Correspondence Invited 

Box 101, Export Trade 



SrrVATIOlf S WAlfTBD— Male 

DARTMOUTH GRADUATE WITH 
exceptional knowledge of banking, de> 
sires connection with New York house, 
any foreign dei»artment — preferably ex- 
port commission house. Experience: 6 
months Goodyear Sales course; 14 
months' experience as claims ofiker ia 
Judge Advocate Department, Prance. 
Has intimate acquaintance with business 
men of Brest, Rheims, Paris, Rennea, 
Bordeaux, and knows market conditiona 
there. Excellent speaker of the French 
language. Salary $160.00 to $250.00 
per month, depending upon opportunity 
and vocation. Requests interview and 
can furnish best of references. 

Address, Box $S U., this office. 

COI,I,EGE GRADUATE, avil. 
Engineer, 24, knowledge Preach, Ger- 
man, Spanish, desires enter export field; 
moderate salary if opportunitfet for ca- 
pable and ambitious man are good. 7$ 
X.. this office. 



HBLP 'WAHTIBD— Fcasala 

SPANISH STENOGRAPHER, EX- 
perienced or bright beginner, aocufste; 
splendid opportunity; state age aadsai- 
ary. 49 Z., this office. 

YOUNG LADY TO KEEP SMAU 
set of account books and to make oat 
bills properly. Address, stating ttlsty, 
age, experience. 47 Z., this «Aee. 



Interested in Exportinf ? 

Gnne to the only echool 
in the city using practi« 
cal methods of instmc- 
tioQ and try a leeeon 
before enrolling for day 
ot evening < 



Export ft Import httitnlo 
Bl^. NEW TORK 
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MANUFACTURERS 

An old and weU equipped Engliah firm with New York 
Branch aeeks sales rights in the UNITED KINGDOM fir 

ELECTRICAL and MECHANICAL HOUSE- 
HOLD LABOR SAVING DEVICES 

AUTOMOBILE ACCESSORIES 
TIRES and TUBES 

MOTORCYCLE ACCESSORIES 
TIRES and TUBES 

A complete sales organization is prepared to push 
these articles at once. 

NOTHING BUT FIRST CLASS PRODUCTS DESIRED. 



Address Box 218 EXPORT TRADE 



ARGENTINE 

Will Represent Manufacturer 

Active, honorable, serious person, who has lived for 
thirty years in Argentine, and is forty-two years of age, of 
Spanish birth, familiar with the various 4ines of machinery, 
type printing and similsir lines, as well as paper and office 
supplies, as well as being very familiar with commercial 
metiiods in the provinces of Santa Fe, Cordola, Capital Fed- 
eral and other provinces of the interior of the country, seeks 
a position or representation of some important American 
firm for the purpose of representing them in the provinces 
of Argentine. He is also willing to accept employment or a 
position as representative of American firms in other lines. 
Does not expect a large salary. Enjoys excellent relations 
and is well connected in commercial circks. Replies may be 
sent to Export Trade, New York, or to Antonio Perez, Calle 
Pueyrredon 785, Rosario de Santa Fe, Argentine Republic 



Box 500, EXPORT TRADE, 
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DESPARD & CO. 

6 Hanover Street :: New York 

GENERAL 
INSURANCE BROKERS 

AND 

ADJUSTERS OF 
AVERAGE 



Invite inquiries concerning the 
insurance of marine and trans- 
portation risks of every kind* 
Correspondents in the United 
States^ Canada and Europe. 



Telephones 



5775 
5776 
5399 
7390 
7342 



Hanover 



Cables: Despard, New York 

ninitrnnhHdnnfil 



J 
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Jacbro Products Corp. 

21 PARK ROW, NEW YORK 
PHILADELPHIA CHICAGO 

EXPORT IMPORT 



WE OFFER SPOT 



G>pper Sulphate 
Caustic Soda 
Hematine Crystals 
Sodium Sulphide 
California Honey 
Quinine Sulphate 
Naphthalene 

(Flake and Balk) 

Paraffin Wax 



Phone Barclay 6712 
F. A. S. or F. O. B. 

Digitized by VjOOQ IC 



Accurate Translation 

Idiomatic purity and techniccJ accuracy 
are guaranteed in the translation o£ business 
correspondence, advertisements, sales litera- 
ture, and other matter. 

Native translators under the direction 
o£an expert Americcm linguist prepcure error- 
less copy in all lemguages and on all subjects. 

Technical and L^al Translations 

Are Handled by Native Lawyers and 
Engineering Graduates 

Terms quoted on yearly contracts or 
single insertions. 

Our coupon book system provides a 
single and reliable method o£ figuring costs 
on tremslations. By filling out order and 
stub like a check book, and attaching the 
order to the translation they provide a re- 
liable record always up to date. 

Sample book on request. 



MANUFACTURERS' TRANSLATION BUREAU 
World BuUding, s New York 

Established 191 1 



Digitized by 
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ASHWELL. DAVIS & CO.. INC. PUBUSHERS 

150 NaiMU Street, New York Gty 



VOL. II. NO. 18 FEBRUARY 7. 1 920 is wTve^''' 



30 Years 

in Export Banking 



Tntimate knowledge of the needs and habits 
* of the people, acquired by years of experi- 
ence and actual residence in the countries them- 
selves, is essential when transacting business 
abroad. 

Our 23 branches in South America, 8 offices in Europe and 
direct connections throughout the world round out a service 
broad and comprehensive in every detail. 

ANCLa60UTH Aa\eric^ 

3ANIC LIMITED 

New York Agency, 49 Broadway 

HmmI Office P* C. Harding, Agent Capital and Reserve 

London W. M. Dawkin, Sub-Agent Over $32^)00,000 

D i g i t i zod - by 
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BOWRING & COMPANY 

17 BATTERY PLACE, NEW YORK, N. Y. 

Exporters, Importers and 
Factory Sales Agents 

RmpT—mnt9d by 

C* T. Bowring A Company, Ltd., of London, 
Liverpool and Cardiif* 

Bowring BrothmrM, Lid., of St. Johns, Nfd. 

AGENCIES OR BRANCHES 
iN ALL PRINCIPAL CITIES 
OF FOLLOWING COUNTRIES 



Australia Japan 

New Zealand India 

South Africa Italy 

Philippines France 



Sweden Uruguay 

Denmark Argentina 

Holland ChUe 

Finland Pern 



Chma 



Norway Brazil 



Cuba 



In each of the above markets we have a competent 
staff, fully equipped to introduce and sell Amer- 
ican goods. Our experience of more than a 
hundred years of successful business in foreign 
countries is sufficient guarantee for the intro- 
duction of lines that we undertake to handle 
as factory sales agents. 

We offer our services to manufacturers desirous of 
building up a permanent export business and 
invite correspondence. 



Digitized by 



Goo^l 



January 17, 1920 EXPORT TRADE 



Export Trade 

^ Weekly News Magazine for 
Exporters and Mam^acturen 

Entered as SccondCUai Matter, Jtrne 14th, 1919, at the Post Office at 
New York, New York, Under the Act of March 3rd, 1879. 



VOLUME n NUMBER 15 



TABLE OF Contents 

TITLX PAGX 

TRADE MARK PIRACY STILL FLOURISHES, By W. B. Carter 5 
Latest Wholesale Piracy of Automobile Trade-marks Most Am- 
bitions Attempt in Recent Years. 

CREDIT PROBLEMS IN THE DUTCH EAST INDIES 9 

Factors Which Should Influence the American Exporter in 
His Credit Arrangements With This Market. 

THE FINANaAL ROLE OF THE EXPORT COMMISSION 

HOUSE By George P. Trowbridge 12 

How It Can Secure Favorable Rates and Deliver Goods at 
Minimum Cost. 

EDITORIALS 18 

Our Chance in China. American Branch Banks Abroad. 

THE DANISH CANDY MARKET 20 

Quality Not Price Is the Index of Its Demands. 

UNDER STAMPING FOREIGN MAIL MEANS LOSS OF 

BUSINESS 22 

Methods Suggested to Insure Proper Amount of Stamps on 
Mail for Foreign Destinations. 

GREECE— THE COMMERCIAL KEY TO NEAR EASTERN 

MARKETS 22 

Most Goods Destined for the Balkans and Asia Minor Pass 
Through Its Ports. 

THE OCEAN FREIGHT SITUATION 25 

New Freight Service. Revision of Rates. Current Rates. 



ISSUED WEEKLY 

10 Cents a Copy. Subscription $3.00 a Year. 

Instructions for renewals, discontinuances, or change of address 
should be sent two vreeks before they are to go into effect. Both old 
and new addresses must always be given. 

ASHWELL, DAVIS 6c CO., Inc. 
Publithm 

150 Nassau Street Ne«r York CHy 

n i Q i trnfl hy t inOVT l t J 



EXPORT TRADE January 3, 1920 




BAHCO MERCAmiL 

De Costa Rica 

The Mercantile Bank of the Americas 
announces that it has acquired controlling 
interest in the Banco MercantH de Costa 
Rica at San Jose. 

Eleven years under the management of Costa 
Ricans has firmly established that bank in 
the commercial life of the coimtry. To its 
knowledge of local conditions and customs 
have been added the banking methods of an 
American bank for foreign trade. 

We will be glad to cooperate with Ameri-* 
can banks and exporters in further promote 
ing trade relations with Costa Rica. 

MERCANTILE BANK 
OF THE AMERICAS 

An American fianl^ /or Foreign Trade 

44 PINE STREET NEW YORK 

New Orleans Madrid 

PaxJB Barcelona 

CAPITAL ... - $5,000,000 

SURPLUS &> UHDIVIDED PROFITS $2,276,506 
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TRADE MARK PIRACY STILL 
FLOURISHES 

Laitd Wholesale "Piracy of Automobile Trade Marks Mosi 
Ambiiious Atiempi in Recent Years. 

By W. E. CARTER. 



(Based on an Atxthorized Interview with Albert E. Parker, Patent Attorney for 
Marks ft Clerk of London and New York.) 

(GOVERNMENT departments at 
^^-^ Washington and American 



consular representatives have re- 
peatedly urged our manufacturers 
to register their trade-marks in 
foreign countries. Neglect of this 
warning has led to heavy losses 
and serious interference with our 
export trade. Owing to the lax- 
ity of American manufacturers in 
this matter, trade-mark piracy has 
become an established business in 
certain parts of Europe and South 
America, and constitutes a menace 
that is steadily increasing. 

The trade-mark pirate is con- 
stantly on the watch for success- 
ful American goods that are like- 
ly to be exported in large quan- 
tities. Whenever a manufactur- 
er fails to register his trade-mark, 
the pirate frequently rasters it 
in his own name, in foreign coun- 
tries, with the expectation of be- 
ing ultimately bought off — sl spe- 
cies of blackmail which is, of 
course, highly profitable. 

A notorious case of trade-mark 
piracy was furnished last year 
when Richard Mittler, an Aus- 
trian, succeeded in registering, in 
foreign countries, the trade marks 
of some of the best-known Amer- 
ican tires, including the Ajax, 
Federal, Firestone, Fisk, Republic. 
Empire and Vitalic. The State 
Department has made several ef- 
forts to have Mittler's right to 
these trade marks cancelled, but 
thus far without success. 

In South America trade-mark 
piracy has flourished for many 
years. Hundreds of American 
trade marks have been wrong- 
fully registered in Argentina 
alone, where pirates have succeed- 
ed in extorting large sums from 
American manufacturers who 

Copyright, J919, by Askwell, Davis & Co. 
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sought to regain possession of 
their own property. A particular- 
ly audacious attempt was recently 
made by one enterprising^ pirate, 
who endeavored to register the 
term "India Rubber." If he had 
succeeded, this would have en- 
abled him to confiscate any Amer- 
ican goods marked "India Rub- 
ber" shipped into Argentina. 

In Brazil the situation is still 
more complicated, for while an 
American trade-mark may be reg- 
istered under the federal laws, 
that does not prevent a pirate 
from registering it separately in 
any of the twenty states. "Not 
long ago a Brazilian concern made 
an unauthorized appropriation of 
about forty trade marks belonging 
to American automobile manufac- 
turers. Efforts are now being 
made to restore these trade marks 
to their rightful owners. 

Only a few weeks a^o an at- 
tempt was made in Spam to reg- 
ister the trade marks "Peerless," 
"Seldon" and "F. W. D." for mo- 
tor trucks, and **Corona," for type- 
writers. In Cuba registry was ap- 
plied for on the terms "Diamond 
Grid," for storage batteries, and 
"Kirschbaum" and *1F a s h i o n 
Park" clothes. In Japan applica- 
tion was made for tfie trade-mark 
"Coco Cola." In Uruguay an at- 
tempt was made to register the 
Stutz and Marmon cars. 

The trade-mark laws of for- 
eign countries are so varied that 
only an expert is able to keep in- 
formed of them, and to know the 
proper methods of obtaining reg- 
istration. At the present time, 
for instance, thirteen countries are 
parties to the Berne Convention, 
so that a man who registers a 
Inc. All rights rtstrvtd. 
Digitized by VjOOQ IC 
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the conditions might be otherwise 
favorable? What government re- 
strictions, growing out of the war, 
may prevent the importation of 
our products into certain coun- 
tries ? 

Will not the cost of ocean 
transportation, insurance, landing 
cliarges, and distribution in the 
foreign market represent such 
heavy addition to our price, f. o. 
b. seaport, in the United States, 
as to make the landed cost at the 
consuming destination seem pro- 
hibitive ? 

May not the credit risks in 
dealing with foreign customers be 
undesirably great, in view of the 
fact that we have not the readv 
means of securing such thorough 
information as we require on do- 
mestic transactions? 

Will it not take so long a time 
to build up any considerable vol- 
ume of foreign demand as to con- 
stitute an argument against un- 
dertaking the heavy expenditures 
which a foreign sales campaign 
would involve? 

If the same amount of money 
were to be spent in a more inten- 
sive cultivation of the home mar- 
ket would it not yield quicker 
and larger profit returns? 

With the existing state of for- 
eign exchange, with the unsettled 
circumstances of foreign coun- 
tries, and with the labor condi- 
tions at home — would it not be 
advisable to postpone any deci- 
sion on this question until things 
assume a more assured and nor- 
mal aspect? 

And. finally, how about lan- 
guasres ? 

Vision of greater opportunities 
for the sale of our line beyond 
the confines of the home market 
will often rest upon unsought ac- 
complishment in a small but grad- 
ually increasing influx of orders 
from foreign buyers. These will 
result from the publicity gained 
through well devised campaigns 
of advertising to reach the trade 
in the home market. 

Shall we voluntarily press for- 
ward from this point of vantage? 
How do the preceding questions, 
':onsidered individually and col- 
ectively, aid us in reaching posi- 



tive or negative decision on the 
fundamental problem? Taking in- 
to account each and all of Siese 
queries, in what manner may they 
be answered in order to substan- 
tiate resolve to enter upon a safe 
adventure in the field of foreign 
trade? 



HIIiL- SMITH OPBNS EXPORT 
DBPARTMBNT IN NEW YORK. 

The Hill-Smith Metal Goods Com- 
pany of Boston, Mass.. manafactarers 
of repair parts tor Ford, Overland and 
Chevrolet cars, have jtist opened then- 
export department at 38 Water street. 
New York. This b a further^ develop- 
ment of the company's expansion along 
export lines, their branch oflSce in 
Havana having been most successful. 
Early in January, Mr. Hill, the presi- 
dent of the company, sails for England, 
France and other European countries 
to investigate the sales possibilities for 
his company. 

TRAFFIC CliUB MEETING DIS- 
CUSSES MERCHANT MARINE. 

A regular meeting of the Traffic 
Club of New York was held in the 
Roof Garden of the Waldorf-Astoria 
on the evening of December 30. A 
large audience listened with apprecia- 
tion to a discussion of the future of 
the American Merchant Marine by P. 
H. W. Ross, president of the National 
Marine League of the United States, 
who was the speaker of the evening. 

RALPH DAWSON A VICE- 
PRESIDENT OF GUARANTY 
TRUST. 

At a meeting of the executive com- 
mittee of the board of dfa-ectors of the 
Guaranty Trust Company, 140 Broad- 
way, New York, recently. Ralph Daw- 
son, vice-president of the Asia. Bank- 
ing Corporation was appointed a vice- 
president. 

NORTON liHiLY OCCUPY NEW 
QUARTERS. 

Norton Lilly & Co., for many years 
prominent in steamship circles and 
who recently purchased the nineteen- 
story building at 26 and 28 Beaver 
street, have moved into their new quar- 
ters where a greater portion of the 
building will be occupied for their own 
interests. 

DEPARTMENT OF COMMERCE 
OFFICIAL TO TOUR LATIN- 
AMERICA. 

Assistant Secretary Sweet and other 
Department of Commerce officials will 
leave late in February for a tour of 
the principal Central and South Amer- 
ican countries to promote trade rela- 
tions between this country and the 
southern republics. 

The party will include Phillip B. 
Kennedy, director of the Bureau of 
Foreign and Domestic Commerce, and 
Dr. Samuel W. Stratton, director of 
the Bureau of Standards. 



EXPORT QUOTATIONS REDUCED TO 
THEIR SIMPLEST TERMS 

Recent Meeting of Export Organizations Recommends Sianiariizar 
Hon to Clear Up Misunderstandings With Customers Abroad. 



\^UCH has appeared in recent 
!▼* issues of Export Trade re- 
garding the misunderstandings be- 
tween the seller in this country 
and the buyer abroad over the 
exact meaning of shipping quota- 
tions. This applied particularly 
to the F. O. B. term, and it was 
suggested that in the absence of 
definite standardization in the 
minds of seller and buyer such 
quotation should always be quali- 
fied by the exact point — whether 
vessel, freight station or what not 
— at which the liability of seller 
for the transportation of goods 
terminated. As a matter of fact 
this practice was widely used, but 
it became evident that official rec- 
ommendations should be made, if 
only to clarify American export 
practice for the benefit of our 
customers abroad. 

For this purpose a meeting was 
held late in December under the 
auspices of the National Foreign 
Trade Council at India House, 
Hanover Square, New York. The 
participants were the major ex- 
port associations and Chambers 
of Commerce of the United States 
and of tfie State of New York, and 
after discussion, a definition of 
each of the principal export quo- 
tations was worked out for rec- 
ommendation to the export inter- 
ests of the country. 

While it is hoped that these 
definitions will eventually be taken 
as standard, it is pointed out that 
qualifying terms should be used 
whenever possible, for the sake 
of clarity. 
The definitions follow: 
1.— F. O. B. (named point) 
When the price quoted applies 
only at shipping point and the 
seller merely undertakes to load 
the goods on or in cars or light- 
ers tumishcd by the railroad com- 
pany serving the industry, or 
most conveniently located to the 



industry, without other designa- 
tion as to routing, the proper term 
is **f. o. b. (named point)". 

A. Seller must under this quo- 
tation: (1) place goods on or in 
cars or lighters; (2) secure rail- 
road bill of lading; (3) be re- 
sponsible for loss and /or damage 
until goods have been placed in or 
on cars or lighters at shipping 
point, and clean bill of lading 
has been furnished by the railroad 
company. 

B. Buyer must under this quo- 
tation; (1) be responsible for 
loss and /or damage incurred 
thereafter; (2) pay all transpor- 
tation charges, including taxes, if 
any; (3) handle all subsequent 
movement of the goods. 

2. F. O. B. (named point) Freight 
Prepaid to (named point on 

seaboard) 
When the seller quotes a price 
including transportation charges to 
the port of exportation without 
assuming responsibility for the 
goods after obtaining a clean bill 
of lading at point of origin, the 
proper term is "f. o. b. (named 
point) freight prepaid to (named 
point on the seaboard)." 

A. Seller must under this quo- 
tation: (1) place goods on or in 
cars or lighters; (2) secure rail- 
road bill of lading; (3) pay 
freight to named port; (4) be re- 
sponsible for loss and /or damage 
until goods have been placed m 
or on cars or lighters at shipping 
point, and clean bill of lading has 
been furnished by the railroad 
company. 

B. Buyer must under this quo- 
tation: (1) be responsible for 
loss and /or damage incurred 
thereafter; (2) handle all subse- 
quent movement of the goods; 
(3) unload goods from cars; (4) 
transport goods to vessel; (5) 
pay all demurrage and /or storage 



EXPORT TRADE 



January 3, 1920 



in warehouse or on wharf where 
necessary. 

3. F. O. B. (named point) Freight 

Allowed to (named point 
on seaboard) 
Where the seller wishes to quote 
a price, from which the buyer 
may deduct the cost of transporta- 
tion to a given point, without the 
seller assuming responsibility for 
the goods after obtaining a clean 
bill of lading at point of origin, 
the proper term is "f. o. b. (nam- 
ed point) freight allowed to 
(named point on the seaboard)." 

A. Seller must under this quo- 
tation: (1) place goods on or in 
cars or lighters; (2) secure rail- 
road bill of lading; (3) be re- 
sponsible for loss and /or damage 
until goods have been placed in 
or on cars or lighters at shipping 
point, and clean bill of lading has 
been furnished by the railroad 
company. 

B. Buyer must under this quo- 
tation: (1) be responsible for loss 
and/or damage incurred thereaf- 
ter; (2) pay all transportation 
diarges (buyer is then entitled to 
deduct from the amount of the 
invoice the freight paid from ship- 
ping point to named port) ; (3) 
handle all subsequent movement 
of the goods; (4) unload goods 
from cars; (5) transport goods 
to vessel; (6) pay all demurrage 
and/or storage charges; (7) ar- 
range for storage in warehouse or 
on wharf where necessary. 

4. F. O. B. Cars (named point 

on seaboard) 
The seller may desire to quote 
a price covering the transporta- 
tion of the goods to seaboard, as- 
suming responsibility for loss 
and /or damage up to that point 
In this case, the proper term is 
"f. o. b. cars (named point on 
seaboard)." 

A. Seller must under this quo- 
tation: (1) place goods on or in 
cars; (2) secure railroad bill of 
lading ; (3) pay all freight charges 
from point of shipment to port 
on seaboard; (4) be responsible 
for loss and /or damage until 
goods have arrived in or on cars 
at the named port 

B. Buyer must under this quo- 
*tion: (1) be responsible for 



loss and/or damage incurred 
thereafter; (2) unload goods 
from cars; (3) handle all subse- 
quent movement of the goods; 

(4) transport goods to vessel; 

(5) pay all demurrage charges; 

(6) arrange for storage in ware- 
house or on wharf where neces- 
sary. 

6. F. O. B. Cars (named port) 
U C. U 
It may be that the goods, on 
which a price is quoted coverin^^ 
the transportation of the goods to 
the seaboard, constitute less than 
a carload lot In this case, the 
proper term is "f. o. b. cars (nam- 
ed port) 1. c L" 

A. Seller must under this quo- 
tation: (1) deliver goods to the 
initial carrier; (2) secure railroad 
bill of lading; (3) pay all freight 
charges from point of shipment 
to port on seaboard; (4) be re- 
sponsible for loss and /or damage 
until goods have arrived on cars 
at the named port 

B. Buyer must under this quo- 
tation: (1) be responsible for 
loss and/or damage incurred 
thereafter; (2) handle all subse- 
quent movement of the goods; 
(3) accept goods from the car- 
rier; (4) transport goods to ves- 
sel; (5) pay all storage charges; 
(6) arrange for storage in ware- 
house or an wharf where neces- 
sary. 

6. F. O. B. Cars (named port) 
Lighterage Free. 
Seller may quote a price which 
will include the expense of trans- 
portation of the goods by rail to 
the seaboard, including lighterage. 
In this case, the proper term is 
"f. o. b. cars (named port) light- 
erage free." 

A. Seller must under this quo- 
tation: (1) place goods on or in 
cars; (2) secure railroad bill of 
lading; (3) pay all transportation 
charges to, including lighterage at, 
the port named; (4) be responsi- 
ble for loss and /or damage until 
goods have arrived on cars at the 
named port. 

B. Buyer must under this quo- 
tation: (1) be responsible for 
loss and/or damage incurred 
thereafter; (2) handle all subse- 
quent movement of the goods; 
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(3) take out the insurance neces- 
sary to the safety of the goods af- 
ter arrival on die cars; (4) pay 
^e cost of hoisting goods into 
Vessel where weight of goods is 
too great for ship's tackle; (5) 
pay all demurrage and other 
Charges, except lighterage charges, 
r F. O. B. Vessel (named port) 
The seller may desire to quote 
a price covering all expenses up 
to and including delivery of the 
feoods upon the overseas vessel at 
a named port In this ca5e, the 
roper term is **f. o. b. vessel (nam- 
fed port)**— ("f. o. b. named port" 
has the same meaning in the best 
practice but should be avoided al- 
together to prevent misunder- 
standings). 

A. Seller must under this quo- 
tation: (1) meet all charges in- 
curred in placing goods actually 
on board tfie vessel; (2) be re- 
sponsible for all loss and /or dam- 
age until goods have been placed 
on board the vessel. 

B. Buyer must under this quo- 
tation: (1) be responsible for 
loss and /or damage thereafter; 
(2) handle all subsequent move- 
ment of the goods. 

8. F. A. S. Vessel (named port) 
The seller may desire to quote 
a price covering delivery of the 
goods alongside overseas vessel 
and within reach of its loading 
tackle. In this case, the proper 
term is "f. a. s. vessel (named 
port)." 

A. Seller must under this quo- 
tation: (1) transport goods to 
seaboard; (2) store goods in 
warehouse or on wharf if neces- 
sary, unless buyer's oblication in- 
cludes proviso of shinpincr facili- 
ties; (3) place goods alongside 
vessel either in a lighter or on 
the wharf; (4) be responsible for 
loss and /or damage until croods 
have been delivered alongside the 
shin or on wharf. 

B. Buyer must under this quo- 
tation: (1) be responsible for 
loss and /or damage there- 
after and for insurance; 
(2) handle all subseauent move- 
ment of tfie goods; (3) pav cost 
of hoisting goods into vessel where 
weight of goods is too great for 
ship's tackle. 



9. C. & F. (named foreign port) 
The seller may be ready to go 
farther than the delivery of his 
goods upon tfie overseas vessel 
and be willing to pay transporta- 
tion to a foreign point of deliv- 
ery. In this case, the proper term 
is "c & f. (named foreign port)." 

A. Seller must under this quo- 
tation: (1) make freight contract 
and pay transportation charges 
sufficient to carry goods to agreed 
destination; (2) deliver to buyer 
or his agent proper bills of lading 
to the agreed destination; (3) be 
responsible for loss and/or dam- 
age until goods have been deliv- 
ered alongside the ship and clean 
bill of ocean lading obtained (sel- 
ler is not responsible for delivery 
of goods at destination). 

B. Buyer must under this quo- 
tation: (1) be responsible for 
loss and /or damage thereafter 
and must take out all necessary 
insurance; (2) handle all subse- 
quent movement of the goods; 
(3) pay costs of discharge, light- 
erage and landing at foreign port 
of destination in accordance with 
bill of lading clauses; (4) pav 
foreign customs duties and wharf- 
age charges. 

ip. C. I. F. (named foreign port) 
The seller may desire to quote 
a price covering the cost of the 
goods, the marine insurance on the 
goods, and all transportation 
charges to the foreign point , of 
delivery. In this case, the proper 
term is "c i. f. (named foreign 
port)." 

A. Seller must under this quo- 
tation: (1) make freight contract 
and pay freight charges sufficient 
to carry goods to agreed destina- 
tion; (2) take out and pay for 
necessary marine insurance; (3) 
be responsible for loss and /or 
damage until goods have been de- 
livered alongside the^ ship, and 
clean ocean bill of lading and in- 
surance policy have been deliver- 
ed to the buyer, or his agent. 
(Seller is not responsible for the 
delivery of goods at destination, 
nor for payment by the under- 
writers of insurance claims) ; (4) 
provide war risk insurance for 
buyer's account when necessary. 



EXPORT TRADE 



November 8, 1919 



tion, or the use of it in the coun- 
try in which the invention is pro- 
tected. In this way, the demands 
in that country are supplied by 
export from the United States. 
(3) We can use foreign patent 
protection to a limited extent to 
stifle our European competitors. 

Taking the last purpose first, 
there is no surer way to under- 
mine the extent of patent protec- 
tion that we can secure in foreign 
countries, than to utilize our in- 
ventions and the foreign patent 
protection which we receive in or- 
der to stifle European industries. 
There has never been any time in 
the history of the United States 
when we were more interested in 
European prosperity. With all the 
leading industrial nations our 
debtors, we can hardly expect 
them to be in a position to re- 
establish normal trade relations, 
if we utilize foreign patent pro- 
tection in order to stifle European 
industry. How much more to our 
advantage will it be to utilize this 
foreign patent protection, as is 
done by some of our leading cor- 
porations, not to "stifle European 
industry, but to help establish Eu- 
ropean industry. That, to my 
mind, represents the best use that 
can be put at this time, to Amer- 
ican inventions in the European 
field. We should utilize these in- 
ventions to rebuild European in- 
dustries, and be thoroughly satis- 
fied with the excellent profits 
which we shall derive in so do- 
ing. 

The American manufacturer, on 
a large scale, has developed along 
international lines. Corporations 
like the International Harvester 
Company, General Electric Com- 
pany, the Singer Sewing Machine 
Company, the National Cash Reg- 
ister Company, the United Shoe 
Machinery Company, and others 
have found it desirable to build 
factories in foreign countries, 
and to invest their capital to some 
extent in the industries of these 
foreign countries, where their 
patent rights have been of great 
advantage to them and have en- 
abled Aem, as in the United 
ites, to maintain their leader- 



ship. European industries are 
eager for American inventions, 
and for the investment of Amer- 
ican capital in those countries, 
and are only awaiting the settle- 
ment of labor conditions before 
this opportunity takes final shape. 
During the past few months I 
have had numerous visits from 
English and French manufactur- 
ers looking for American inven- 
tions to take back to Europe for 
the re-establishment of their in- 
dustries. However, some of you 
may very well ask, how we can 
develop die interests of American 
business by establishing factories 
abroad, employing foreign labor. 
The answer is that there are cer- 
tain markets in the world which, 
on account of tariffs and other- 
wise, are so difficult of access, 
that American interests located 
in the United States will be bar- 
red from doing business. At the 
present time, American goods are 
needed everywhere. Once the 
European industries begin to be 
re-established, there is likely to 
be some outcry for heavy tariffs 
against American goods. Further- 
more, as is the case with Great 
Britain and the British Colonies, 
a preferential tariff exists, which 
will enable the American capital 
invested in Great Britain in 
American inventions to profit by 
this business. 

In those markets, however, 
where European and American in- 
dustry competes, or is likely to 
compete on a relatively even foot- 
ing, for instance, the South Amer- 
ican markets, the value of pat- 
ent protection to American man- 
ufacturers is becoming of increas- 
ing importance. There is grave 
danger that German imitations of 
American goods will begin to find 
their way to these countries, so 
that where the goods are made 
under an existing patent, the 
American manufacturer should 
see to it that the invention is pro- 
tected throughout Central and 
South America. Fortunately, the 
patent laws of these coimtries are 
very generous, since patents can be 
obtained in most of these coun- 
tries even several years after the 
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Can You ^Think Big'' Enough 
For This Opportunity? 



During the year before the 
war American finished manu- 
factures were going out of the 
country to foreign markets at 
the rate of about 2 million dol- 
lars worth a day. 

In the six months following 
the armistice the same class of 
merchandise was exported at 
the rate of over 6 million dol- 
lars worth a day. 

And these figures represent 
only one phase of our export 
trade. Our total foreign com- 
merce shows an increase of, 
roughly, a billion dollars a 
year since 1914. It is this tre- 
mendous growth that is giving 
careers to thousands of train- 
ed men whose ambitions and 
vision are big enough to see 
the possibilities in this great 
industry. 

The Course in Foreign 
Trade of the Business Train- 
ing Corporation is constantly 
preparing more men of the 
right calibre to carry on this 
world-wide business as foreign 
trade managers, foreign credit 
experts, salesmen, export and 
import agents, etc, by teaching 
them the ways of international 
bu3nng and selling. 

The Course is prepared for 
home study. Its value has 



been proved again and again 
in the past few years, and it 
has the highest endorsement 
from trade leaders in this 
country. It is complete, con- 
cise, specific and covers fully 
the principles, practice and 
technique of Foreign Trade 
in all branches of the subject 
It gives an equipment which, 
combined with the ordinary 
experience of domestic busi- 
ness, fits men for success in 
the field of world conunerce. 

Among those who are broad- 
ening their knowledge of For- 
eign Trade through the Course 
are groups of executives and 
assistants in such concerns as 
Gaston, Williams & Wigmore, 
General Electric Co., Standard 
Oil Co., General Motors Ex- 
port Co., and others of the. 
same standing. 

Free Book ' 

We will mail you, without 
charge or obligation, a 60-page 
book, "The New Foreign 
Trade," which tells you all you 
want to know about this great 
field and how to enter it Ask 
for it, giving your business 
connection. 



BUSINESS TRAINING CORPORATION 



6211 Camaron Blig. 



New York City 
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WHEN THE MANUFACTURER 
ENTERED THE EXPORT FIELD 

ShoTPing the Remits of Co-operation With the Export Merchant 
and the Lack of It. 

By GBORGE F. TROWBRIDGE. 

(President, Strong & Trowbridge Co., and of the American Exporters' and 

Importers' Association.) 



TN the 70*s many manufacturers 
•*- had commenced to feel that 
they wanted to do direct business 
with foreign customers. Many 
of them sent out representatives 
in the late 70's or early 80's in an 
effort to secure business, but 
these representatives made but 
little progress, owing to the com- 
petition of the trained commis- 
sion house representative. Grad- 
ually the effort to secure business 
direct over the h^ds of the com- 
mission houses was temporarily 
given up. Later on, many of 
Uiese same manufacturers, having 
made considerable money, and 
finding that the domestic trade 
was not taking care of their en- 
tire output, decided to try the 
foreign markets again, but in this 
instance their travelers co-oper- 
ated with the commission house 
representatives abroad, the result 
being that the business of these 
manufacturers increased tremen- 
dously. Some orders were re- 
ceived by them direct, and others 
came through the regular chan- 
nels, that is, the commission 
houses. This result was due in 
a great measure, if not entirely, 
to the fact that manufacturers' 
representatives were technical 
men, trained in the business they 
represented, thereby being able 
thoroughly to talk up the value 
of the goods they represented, 
while the commission house rep- 
resentatives, being thoroughly 
trained in the matter of finance, 
shipping and all other details, 
were able in conjunction with the 
technical man from the manufac- 
turer, to convince many buyers 
that the American goods could be 
handled by them far more advan- 
tageously than some of the for- 
eign lines. 



Prior to that time it had be- 
come necessary for commission 
houses, in addition to sending 
travelers abroad, to open up 
branch houses in foreign markets. 
The cost of maintaining these 
was gigantic, necessitating the 
employment of high-priced, ex- 
perienced men. Now, some people 
feel that in the long run one can 
get more business out of the re- 
tailer, the bulk of whose orders 
will exceed those of the legiti- 
mate importers, and such con- 
cerns cater exclusively to that 
class of trade. But when one 
casts his lot in with the retailer 
he has got to stay with him, as 
the large importers will naturally 
give no business to an American 
concern who, while shipping them, 
is also shipping goods, perhaps, to 
some of their own customers to 
whom they have to extend more 
or less credit. It is a great mis- 
take, though, to endeavor to cul- 
tivate both the retail trade and 
the importing trade, for the rea- 
son that many of the large im- 
porters at the coast ports carry 
their customers, who are the re- 
tailers, for heavy amounts of 
credit on their books, with a re- 
sult that they cannot only handle 
this class of retail business in a 
most satisfactory manner, but can 
control in many instances the 
placing of the retailers' trade. 
While the commission houses or 
manufacturers can have no con- 
trol whatever over the retailers' 
policy, as beyond the question of 
paying for the goods he may pur- 
chase in America he has no further 
obligation, while the large im- 
porter at the coast port is able to 
command a considerable super- 
vision and direction in the making 
up of orders placed by the retail- 
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er. Many manufacturers' trav- 
elers are so anxious to get busi- 
ness that they wake up sooner or 
later and find that they have kill- 
ed their business entirely, and 
that where they could have secur- 
ed a large ''and increasing business 
from the import trade, or, as we 
might say in this country, the 
"jobbers," they have had the 
doors to that trade closed in their 
faces. 

The exporter knows all the 
wrinkles of the trade, just what 
charges will be stood for, under- 
stands thoroughly how to proper- 
ly mark and pack goods, and, in 
addition, understands thoroughly 
as to the duties levied at ports of 
entry. He also knows the proper 
manner in which to make up con- 
sular documents and the other va- 
rious papers required by the cus- 
toms or government authorities, 
which latter have multiplied tre- 
mendously since the advent of the 
war. 

In the old days commission 
houses, generally speaking, never 
sent out manufacturers* original 
packages, and it is unfortunate 
5iat there is not enough profit in 
the business to enable the contin- 
uance of this policy at the pres- 
ent time. Generally speaking, goods 
are most carelessly packed, and 
often times in cases that will 
barely stand transportation 300 
miles, to say nothing of 10,000 to 
12,000 miles. At the start of the 
export business, goods would be 
bought from a manufacturer and 
shipped to our house in Boston. 
We had offices in a building in 
the rear of which was a large 
warehouse. Goods were received 
at one end of this warehouse, un- 
packed, and labels taken off; eith- 
er from the goods themselves or 
the cartons, being replaced by the 
exporter's labels, and the goods 
then repacked in strong, new 
cases made of seven-eighth or 
one-inch boards, and then not 
only marked with the customer's 
shipping mark, but marked with 
the gross and net weights in 
pounds or kilos, as the case might 
be. With this thoroughness in 
packing, marking, etc., customers 
never had occasion to find fault, 



and claims for breakage or short- 
age were practically unknown. 

In my opinion one thing that 
has retarded the growth of Amer- 
ican export business is that our 
goods have arrived, in so many 
cases, in bad shape. English or 
German goods never went out in 
such fashion. In fact the for- 
eigners understand far better than 
do we here the methods of hand- 
ling and controlling their export 
business. 

The building up of our export 
trade by manufacturers operat- 
ing in conjunction with the export 
commission houses is a most prac- 
tical way. Their travelers are 
furnished with letters of intro- 
duction by the commission houses 
to their branch offices in the for- 
eign markets, and when the trav- 
eler arrives out he is taken charge 
of by these local managers of the 
commission houses and by concert- 
ed action, a- good supply of bus- 
iness is generalfy secured. In- 
stead of co-operating in every 
possible way, many manufacturers 
have endeavored to secure export 
business directly over the heads 
of the commission house without 
any regard as to the efforts the 
commission houses were making 
in securing the business for man- 
ufacturers. 

In several instances a manufac- 
turer has in this way built up a 
business in direct competition to a 
nice little business worked up by 
the commission house for him, 
and being passed over to him reg- 
ularly, and, naturally, such action 
antagonized the commission house. 
In addition, many manufacturers 
have been in the habit of quoting 
indiscriminately to anyone abroad 
the same prices that they quote 
the export commission houses 
here. By this I mean that anyone 
abroad having a letterhead who 
saw fit to write to the manufac- 
turer here, asking for his cata- 
logue and lowest prices for ex- 
port, would invariably receive the 
identical prices from the manu- 
facturer as the manufacturer was 
allowing * the commission trade. 
Such quotations would be made 
indiscriminately without first as- 
certaining whether the party mak- 
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BRANCHES AND AGENCIES IN THE 
NETHERLANDS 

No Distinction in Dutch Lam Between the Rights and PtMleges 
of a Foreign and Tiatch Concern. 



TN connection with the world- 
•*' wide extension of activity, 
says Trade Commissioner Red- 
field, which many American firms 
are undergoing, the question of 
foreign branches or agencies fre- 
quentiy comes up. In response to 
an inquiry referred to the Bureau 
of Foreign and Domestic Com- 
merce, the following statement re- 
garding the legal status of branch 
houses and agencies in the Neth- 
erlands has been prepared on in- 
formation furnished by Dr. D. 
H. Andreae, Commercial Attache 
to the Netherlands Legation in 
Washington, and submitted to him 
for revision* 

By a fundamental principle of 
Dutch law, aliens in the Nether- 
lands have in general the same 
civil rights as Dutch nationals. 
Accordingly, foreign firms, cor- 
porations or individuals may open 
and conduct a business in the 
Netherlands either directly, or 
through an agency or a branch 
office. Foreign corporations are 
•governed, wiUi regard to their in- 
ternal organization and to the 
rights and duties of its members, 
according to the law of the coun- 
try or state where they are es- 
tablished. An unincorporated part- 
nership will have the right to ap- 
pear in court under the name of 
the firm; but the partners are in- 
dividually responsible for their ac- 
tions, and are totally liable as in- 
dividuals for their obligations, un- 
less their partnership agreement, 
limiting the capacity of each part- 
ner to act separately and the re- 
sponsibility of the partners, is reg- 
istered in a Dutch court,^ in ac- 
cordance with the provisions of 
the commercial code. 

By a recent law, known as the 
Trade Registration law (Handels- 
registerwet), all business houses, 
native or foreign, are required to 
register with the local chamber of 



commerce wherever they may 
open up an office or factory. The 
information required includes the 
name of the individual, firm or 
corporation; address of the home 
office; nationality; character of 
the business or enterprise ; date of 
establishment; amount of capital; 
number of shares, if a corporation 
or joint-stock company; a list of 
the shareholders or persons in- 
terested in the concern; a copy 
of the act of partnership or arti- 
cles of incorporation; and a copy 
of the legal signature of the re- 
sponsible head of the business. An 
individual must state, moreover, 
whether or not he is married ; and 
if so, whether by the terms of 
the marriage settlement his wife's 
capital or property is liable for 
his obligations, and to what ex- 
tent. A registration fee of 50 
florms ($20.10) is charged, and 
an annual fee of 10 florms 
($4.02). 

A person, firm or corporation 
openinpf an office for the personal 
execution of business, for a long- 
er time than 90 days, must pay 
for the main office the amount of 
the yearly communal taxes, which 
range from 5 to 6 per cent of his 
gross income. In addition to these 
there is the national income tax, 
which averages about 4 per cent 
on an annual business of 10,000 
florms ($4,020), 5 per cent on an 
annual business of 20,000 florms 
($8,040), and progressively up- 
ward for larger amount The war- 
profits tax is levied on all in- 
creases of profits. If the excess 
is less than 2,500 florms ($1,005), 
a tax of 10 per cent is assessed 
on 1,000 florms ($402) ; if the ex- 
cess is more than 2,500 florms 
($1,005), 30 per cent is levied on 
all above 2,000 florms ($804). 

War-profits taxes and the na- 
tional income tax are paid only , 
by those aliens who conduct their 
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TRADE PROMOTION 

THROUGH TOURING 

EXHIBITS. 

An interesting item of news 
^^ for the American export 
world is contained in a statement 
that the British Department of 
Overseas Trade, in order to foster 
business with other countries, in- 
tends to organize touring exhibi- 
tions all over the world for the 
products of British manufacturers 
and also to establish showrooms 
in many cities for the display of 
British wares. 

The two plans differ only in the 
methods by which they are to be 
carried out — the effect being in 
each case the same. That relat- 
ing to touring exhibitions pro- 
poses the collection of articles 
suitable for particular markets 
and the carrying of those to the 
various commercial centers for a 
short exhibition. The showroom 
idea has suggested itself as the 
result of the boom in trade fairs 
as a means of exhibiting goods. 
In this case, a building would be 
secured in each of the twenty or 
thirty chief cities in Europe. 
These would serve as permanent 
showrooms, in which would ap- 
pear in rotation the products of 
different British industries. Each 
exhibit would, of course, do the 
rounds of the various cities under 
consideration. 

To achieve success in a scheme 
of this kind, which it is estimated 
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would cost over $200,000, the 
backing of British manufacturers 
is, of course, necessary. It seems 
likely that they will fall in with 
such a plan, which, if intelligently 
carried out, should redound to 
the advantage of British trade. 
American industry might well 
consider the attributes of propa- 
ganda of such nature, not from 
the point of view of direct results, 
but as a builder of that vital 
though intangible asset, good will. 
As a word of caution, it might 
be added that, in the contempla- 
tion of touring exhibits as a pro- 
moter of foreign trade, the na- 
tionalistic principle should not be 
forced. Customers in the major- 
ity of cases buy goods for their 
quality, irrespective of their 
source. Once the first point is es- 
tablished the second will take 
care of itself. 

As a matter of fact, the recent 
trip of Mr. Irwin T. Bush to 
Europe, where he proposes to es- 
tablish buildings in various cen- 
ters with showrooms for the dis- 
play of American goods means 
that America will, before long, 
have a means of falling in line 
with this feature of foreign trade 
promotion. 



ENCOURAGING REPORTS 
FROM ITALY. 

AT a recent meeting of the 
'^-^ Italian Chamber of Com- 
merce at Milan the following rec- 
ommendations were made to the 
government as a means of reliev- 
ing the present exchange situa- 
tion : The resuming of negotia- 
tions for the opening of credits 
in those countries which are ex- 
porting most heavily to Italy; the 
placing of a ban on the importa- 
tion of luxuries; the encourage- 
ment of foreign capital for in- 
vestment in Italy; the application 
at frontier stations of existing in- 
junctions against the outgo of 
capital funds; and the gradual 
elimination of prohibitions against 
exports to countries where cur- 
rency has not depreciated. 

These suggestions are all good» 
and would all tend to help the im- 
mediate situati€iai.byLjOOQlC 
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But the only ultimate solution 
of the exchange situation in Italy 
as in the other war-stricken Eu- 
ropean countries is production. 
And underlying the problem of 
production is the ability and the 
willingness of the people to work. 
In this respect Italy seems to be 
better off than France or England. 

According to the current bul- 
letin issued by the Italian Trust 
& Discount Company of New 
York there is at present not one 
strike of importance in Italy. 

Vitually all workmen are em- 
ployed. Many of the industrial 
enterprises report that, at their 
own request, the men are work- 
ing more than eight hours a day. 
and are producing in proportion. 
The railway strike in January 
lasted only three days. Public 
opinion was strongly against it 
from the start, and when the gov- 
ernment stepped in the railway 
workers realized the futility of 
their undertaking. Employees of 
the postal, telegraph and tele- 
phone service have also voted to 
resume work. 

While, of course, trade condi- 
tions are still very much unbal- 
anced throughout the world, 
Italy's importations are steadily 
tending toward an equilibrium. 
Necessity compels the kingdom to 
make the severest sacrifices, at 
this time, to add to her raw ma- 
terial stocks and to provide her- 
self with the necessities of life — 
yet, in spite of the fact that the 
kingdom's industries were broken 
down as badly as those of any 
other European country — Italy's 
imports, during 1919, were lower 
than those of the United Kingdom 
or of France. 



FOREIGN REPRESENTA- 
TIVES AT SAN FRAN- 
CISCO. 

npHE National Foreign Trade 
-■• Council is to be congratu- 
lated on the new step it has taken 
this year in extending an invita- 
tion to foreign countries to be 
represented by special trade ad- 
visors at • the Seventh Annual 
Foreign Trade Convention to be 
held at San Francisco, May 12- 
15 of this year. 



INDIA 



Through our close connec- 
tion with 

Cox & Company, Lti., LMdM 

who have branches at 

BOMBAY 

CALCUTTA 

KARACHI 

MUREE 

RAWAL PINDI 

SRINAGAR (Kashmir) 

we are in an exceptionally 
favorable position to pur- 
chase documentary drafts 
against shipments to India. 

The Bank of New York 

National Banking AMociation 

48 Wall St New Y*rk City 
EstabliMh^d in 1794 



According to James A. Farrell, 
chairman of the council, about 30 
foreign nations representing Cen- 
tral and South America, Canada, 
Australasia and the Far East, will 
send representatives. 

As O. K. Davis, secretary of 
the council, has pointed out, these 
advisors will be thoroughly rep- 
resentative of the international 
commerce of their respective 
countries. They will be at San 
Francisco for the purpose of sup- 
plying first-hand information in 
regard to the markets of their 
respective countries. They will 
not be official government repre- 
sentatives, but commercial dele- 
gates in the true sense of the 
word. 

As a result of this departure on 
the part of the council there 
should be a notable attendance of 
foreign traders from all over the 
world. Everyone in the export 
business, particularly those in the 
East, should make every effort to 
get out to San Francisco this 
May. Digitized by CjOOgle 
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alent of what will be necessary to 
replace the stocks of many mer- 
chants and importers which have 
been depleted owing to war con- 
ditions, the shortage being repre- 
sented by cash at bankers or in 
other liquid forms against the 
time when shipping and supplies 
will again become normal The 
aggregate of these sums is very 
considerable and must be reckon- 
ed with. The next is, that 
through the sudden termination 
of the war, there may be heavy 
financial adjustments necessary in 
the case of traders holding large 
stocks of particular goods at top 
prices which may conceivably be 
brought into competition with 
later importations at lower values. 
The adjustments alluded to will, 
of course, mean the absorption of 
a certain amount of surplus bal- 
ances presently lying with ihc 
banks to the credit of the traders 
concerned, and so lessen the 
amount of liquid capital available 
for industrial undertakings. It is 
common knowledge that a good 
deal of the money available for 
investment at the moment belongs 
to members of the farming com- 
munity, and has accrued ^ during 
the war from causes which are 
also well known. It is also com- 
mon knowledge that a good deal 
of this money will flow into its 
natural channel, viz., agriculture, 
by which I mean the provision 
when supplies allow of agricul- 
tural machinery, pedigree stock, 
and improvements to farms gen- 
erally, and as developments in 
this direction are as urgently nec- 
essary as industries there will be 
competition for capital in both 
directions, and the supplies for 
industries may not be forthcom- 
ing as readily as one might ex- 
pect 

Here it may be said that the 
South African banks have in the 
past liberally come to the assis- 
tance of industrial undertakings 
with the means at their disposal, 
but it is doubtful whether with 
their existing resources it would 
be wise to go further. The bal- 
ances held by the banks of de- 
posit are, as I have said, the prop- 
erty of their customers, and if 



the latter care to invest them in 
industrial undertakings well and 
good, but that decision entirely 
rests with the private investor 
himself and not with the bank. 
I emphasize this, as possibly it 
may be assumed by some that the 
banks have the power, if they so 
desire, to use diese balances in 
financing industries to a greater 
extent than they have done in the 
past The banks are only trustees 
for the public — ^they are not them- 
selves the owners of the money 
deposited with them. The ques- 
tion is so elementary I apologize 
for mentioning it, but it is well 
not to leave room for any mis- 
understanding. 

In addition to the balances in 
the hands of the banks, there are 
other sources of capital available, 
such as the considerable sums in 
the Government Savings Bank, 
which aggregated £7,243,722 on 
June 36th, 1918. There is no rea- 
son to suppose that the owners 
of this money will not, when fav- 
orable opportunities present them- 
selves, employ some of it in a 
more remunerative form by in- 
vesting in industrial enterprises, 
which have proved successful, but 
the class of investors concerned, 
mainly those who look for a fair 
rate of interest with a minimum 
amount of risk, is likely to re- 
quire a good deal of persuasion 
before changing their invest- 
ments. 



CO-OPERATINO WITH THB 
FORWARDER. 

Clearness in Documents Will Save 
Correspondence, Delay and Ex- 
tra Charge, 

THE proper making out and the 
forwarding of the documents 
covering a shipment are simple 
matters in themselves,' but as in 
most operations which require a 
considerable amount of detail, 
mistakes occur only too frequent- 
ly. These may not be great in 
themselves, but they are likely to 
cause an amount of trouble both 
to the manufacturer and for- 
warder out of all proportion to 
the labor which would have been 
involved in making out the nei^lC 
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BBTABMSHBD 1873 

EXPORT HBADQUABTBBS FOE 

Raw Materiib Tammig Materiib 
Dyewood Extracts Colon Food Prod^ts 

FWshet and Sbes Oib Dyertifb 

Vanith Gum VcfotaUo and Hmeral Waxes 

Intormdiato Prod^ts 

OUR ORGANIZATION IS UNEXCELLED IN 
Responsibility, Experience, Buying and Selling 
Power, Sales Organization, Financial Connec- 
tions, Industrial Service, Transportation Facili- 
ties. 

Inquiries and correspondence solicited relative to immediate 

or future shipments. Packing to conform with 

export requirements. 

A. Klipstein & Company 

644-62 GKEENWIGEH STREET, NEW YORK« U. S. A. 



Reduce Cable Bills 

6 Letter Tele. Ck>de0 
Two Plinweft=Oiie Word! 

Bensinger Headquarters Offer 

ABC CODB, 5tk IkL, $12.00 — S-lettcr Co4e fl&O* 

OMunereUil Tele«nipli wuUL Oakle — S « « 1S.00 

OMieral Teleffimpk Code — S « « 90UIO 

Ueber** Stamdard, flOUM — 5 « « VMM 

Simplex Standard — 5 « « d.00 

^ITeat. IJnlea, VnirenMil, fl9JE0 — 5 «< ** MMW 

•000 6-letter Codeword* as Prtrate Codes la Bookf orat, 9B.oe 

Add 40e Postage 

Speelallx SaitaUe— Ualrersally Adopted 

»*Bentley's Cempiete Phrase Code, $8.60 ["?in'» 

Move Than 60 Per Ceat SaTlas Orer Caklia* Terkatim 

IKTERNATIOXAL 18 FIGURE CODE CONDENSER, 

aaexeelled tor eabllair wltk Orient* Soatk Aaterlea* ete.» 

2 oopies, flOi 12 oopfest fiOiNft. 

T. C. BENSINGER CO. 

Codeboofc Speelallsta _ _ 

26T WhitehaU St. New York 

«Amtl«aeM Codes takea la part paymeat. 
COH SUIiT US OH PRICBS FOR ANT CODBS 



22 EXPORT TRADE ipebruary 14, 192a 

There are 2,600 miles of rail- WHKREJ RICE BRINGS THE 

roads in Cuba with 250 miles of TRACTOR. 

electric railways. Necessity of Rice Planting in the 

Thirty-two steamers a week to Straits Settlements Suggests Use 

the United States. of Labor Saving Machinety. 

There are no poisonous snakes -. txt^^t 

or reptiles in the Island. I JNTIL two or three months 

The soil is superlatively pro- ^ ^^» says Consul Logan, of 

ductive. Penang, Straits Settlements, there 

If properly worked it gives was practically no interest taken 

marvelous returns. »" modern agricultural machinery. 

Sugar cane on virgin land may Agriculture was confined almost 
be cut for thirty years without entirely to the production of rub- 
replanting. • l^er, coconuts, and tapioca, none 

Tobacco is planted, grown and o^ w^ich require cultivation, as 
gathered in 90 days. ^e understand the term. Well- 
In no part of the world are ^^P^ ''"'^^^f ^"^ coconut estates 
cattle, horses and stock of all ^^^^ usually weeded by contract 
kinds raised with greater success, every month, while tapioca requir- 

Price of land depends on loca- ed deep digging before pnckmg 

tion, quality and size of tract. *" ^^e cuttings, and received no 

There prices vary from $15 to t"*"*^^.^ ^^^^^ ""t^^ harvest time. 

$500 per acre ^^^ **' ^"*s coolies working with 

Garden truck may yield any- ^^^^ were cheaper than plowing, 

where from $100 to $400 per acre ^^^" "^^^^ bullocks. 

Without irrigation either tobac- Recently the situation has mate- 

co or vegetables may prove a loss, "^i^^y changed, due largely to the 

Oranges, according to maturity, general shortage of rice in the 

yield from $50 to $500 per acre. ^^ar East. When the pnce of 

Sugar cane this year will aver- rice advanced to an almost im- 
age a gross return of $800 per acre, possible figure, the government, 

Cuba is the healthiest country i" an effort to provide against a 

in the world, as the figures in the similar condition in the future, 

following table, giving the num- required estate managers to plant 

her of deaths per thousand, show : a certain proportion of their land 

Cuba 12.54 *" "ee and other foodstuffs. 

Australia .!!!.!..!. 12!60 Immigration was restricted be- 
ll ruguay .......13.40 cause of the difficult food situ- 
United States ..!..... !!!!!!l5!oo ation, while at the same time 

England 17.70 there was considerable emigration 

Germany 17.80 of laborers, causing a shortage in 

France 20.60 British Malaya. 

Spain 29.70 Planters began to think of la- 
Cuba has but 60 persons to the bor-saving machinery as a solu- 
square mile, while the Bermuda tion of their difficulties. Rubber 
Islands have 1,000; Belgium, 600; and coconut plantations afford a 
Java, 595; Rhode Island, 500; good opportunity for using trac- 
Holland, 454; England, 425; Por- tor and harvesting machinery be- 
to Rico, 330; Japan, 317; German tween the trees, as they are spac- 
Empire, 316, and Italy, 310. With ed 20 to 30 feet apart, especially 
all her natural resources this if it is found practical to grow 
island can easily sustain more in- rice between the trees on young 
habitants per square mile than any plantations, until the shade be- 
ef the above-mentioned countries, comes too dense. 

■ This seems to be a most oppor- 

ELECTED DIRECTOR OP ^tine time for the introduction of 

GUARANTY TRUST. tractors and modem cultivators. 

ircnce Du Pont, of Wilmington, Personal representation is the 

cSLnT Trlrr Compan;:^?;0 to%' "^f!- ^^^^^Y.t "^.^ ^/ establishing 
way, New York, at the annual meet- relations With the large import- 
ing of the board of directors. ing houses. A method of pro- 
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moting sales which has much to 
commend it, and which has been 
adopted by some American export- 
ers and manufacturers, is to as- 
sign an experienced man to a lo- 
cal import house to work under 
the joint direction of his princi- 
pal and the importer. The grant- 
ing of an exclusive agency for a 
definite territory to a progressive 
firm with good distributing con- 
nections, and judicious advertis- 
ing support, also gives good re- 
sults. Other American houses 
whose goods are enjoying a ready 
sale reach the buying public 
through advertisements in local 
papers, as a large part of the 
business in the Malay Penninsula, 
southern Siam, and Sumatra is. 
done by mail. 



IN INDIA DO BUSINESS IN 
INDIA'S FASHION. 

The Salesman in This Field 
Should, Furthermore, be En- 
dowed With Full Executive 
Authority. 

MUCH has been written re- 
garding the selling of 
American goods in foreign .mar- 
kets, comparatively little regard- 
ing the salesman. How much de- 
pends upon the man chosen to 
represent his firm in a foreign 
field only those can know who 
have been brought into personal 
contact with foreign business. 

In India the requirements of 
successful salesmanship are unique. 
There are over 300,000,000 inhab- 
itants to be considered as repre- 
senting the country's buying 



strength; of these but a relatively 
small number are of European 
descent. Clearly, therefore, com- 
mercial methods framed to meet 
the exigencies of a market gov- 
erned by European ideals will re- 
quire liberal amendment if they 
are to be successfully applied to 
non-European conditions. In like 
degree a man who understands 
thoroughly the complications of 
commercial intercourse with the 
former may fail entirely through 
not understanding the vastly dif- 
ferent intricacies of the latter. 

Of India in a marked degree it 
is true that quick sales are im- 
probable, for India is not a coun- 
try of hurry. This will appear 
at a glance. In Karachi, for ex- 
ample, the banks open for busi- 
ness at 11 o'clock in the morn- 
ing, the average business man is 
seldom* in his office before that 
hour, and thus the day's work 
must be done in at least two 
hours less time than in more fa- 
miliar countries. An hour and a 
half for luncheon is quite the 
usual thing; by 5 o'clock the 
offices are deserted. 

The consequence is that the 
day's work is materially reduced 
in volume, hours for engagements 
are fewer, and the salesman, fresh 
from America, full of American 
enthusiasm, and keen to get re- 
sults, is often obliged to submit 
to delays which he finds irksome; 
but the only way to do business 
in India is to do it in India's 
fashion. The salesman who hopes 
to "make good" here must be suf- 
ficiently adaptable to conform 
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gracefully to the peculiar business 
customs of the country. 

For two principal reasons the 
salesman sent to India should be 
a man endowed by his firm with 
full executive authority. The first 
is its effect upon his standing, 
particularly in transactions with 
native firms. The proprietors of 
these firms, many of them of 
large means and large interests, 
do not hesitate to display an eas- 
ily discoverable predilection for 
dealing with men of an equivalent 
status. A member of the firm or 
a director of the company will 
find it much less difficult to get 
through the veneer of native re- 
serve than an irresponsible em- 
ployee. Next to the partner or 
the director the fully authorized 
salesman holds place. He, too, 
can approach the native merchant 
with good chance of success, and 
it is never a mistake for such a 
salesman to advertise, with dis- 
creet modesty, the confidence re- 
posed in him. 

A second reason for the fully 
authorized salesman is the long 
distance between India and the 
United States. A month for 
mails, often more, and frequent 
delays in cable services make it 
essential that reference to the 
head office be seldom necessary. 
Confidence is inspired by the 
salesman who can give the final 
yes or no to all questions which 
may arise, and only by such a 
one. A man who is held by his 
firm in sufficiently high esteem to 
be granted this executive author- 
ity is presumably one whose judg- 
ment will be respected, and whose 
failure to send immediate orders 
will be understood to indicate not 
inactivity but a careful prelimi- 
nary studying of conditions, the 
only substantial basis for sound 
dealing in a foreign field. 

BUILDING BUSINESS AROUND 
THE l»«rORLD. 

An interesting pamphlet entitled 
"Building Business Around the World" 
has recently been issued by the Amer- 
ican Express Company, 65 Broadway. 
In it is shown how the American Ex- 
press Company through its foreim 
. trade department and branches can oe 
of service to the exporter^ and the 
commercial travel^^iti^g^ by LjOOg IC 



THE OCEAN FREIGHT SITUATION 

Few New Orders Booked. Lethargic Charier Market 
Current l^ates. 



ALTHOUGH a large amount 
of Transatlantic freight is 
awaiting transportation as the re- 
sult of orders received some time 
ago, the exchange situation over- 
shadows export trade, and the 
outlook continues discouraging. In- 
quiries from abroad are fairly 
numerous, but the booking of new 
orders is becoming increasingly 
limited. 

So acute is the situation that 
large quantities of American 
goods forwarded to Europe last 
year remain unsold in storage 
warehouses, while in some cases 
they have been returned by con- 
signees and resold to American 
exporters, in some instances at a 
profit 

It appears that large shipments 
of goods were sent to Europe last 
year by American exporters anx- 
ious to get the start of their for- 
eign competitors, without orders 
being actually received. In some 
cases, moreover, foreigners who 
ordered goods eventually declined 
to take them on account of slack- 
ened demand — not only in Europe 
but other parts of the world. Re- 
cently, as the result of the ex 
change slumps, a stream of can- 
cellations of orders has been pour- 
ing into export houses from 
abroad, with a marked decline in 
new orders. 

On top of this, the Federal Re- 
serve authorities brought pressure 
to bear against the further use of 
banking credit in financing export 
trade. The burden which this 
placed upon the foreign exchange 
market, together with the liqui- 
dation of a considerable volume 
of bills lately held by the banks, 
is given as one explanation of the 
sensational breaks in sterling, 
francs, lire, etc., this week. 

As the result . of these condi- 
tions, American export trade is 
believed to be facing the most 
serious crisis ever experienced. 
Europeans are unwilling to pay 
the present high prices for most 
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American commodities and, as a 
rule, are buying only necessities. 

With so many adverse factors 
it is not surprising that the char- 
ter market is not recovering from 
its lethagy. Sailings to European 
ports are much less than was the 
case a few weeks ago. Many ves- 
sels have been unable to obtain 
sufficient cargoes, while others 
have been withdrawn entirely. 
Owing to lack of bunker coal 
hundreds of vessels are reported 
to be idle along the coast. What- 
ever commerce is passing at this 
time is being transacted in the 
face of many obstacles. Further- 
more, owing to unfavorable 
weather conditions in the interior, 
and the action of the Railroad 
Administration in limiting the 
amount of freight destined for 
the seaboard, in order to prevent 
congestion, only limited amounts 
of goods destined for export are 
reaching the coast. 

Although the rate situation re- 
mains practically unchanged, ship- 
ping operators are willing to ac- 
cept reduced rates from anyone 
who has freight to olfer. As far 
as the big Transatlantic lines are 
concerned, however, rates are be- 
ing held at their usual level. This 
is largely due to the fact that the 
Shfpping Board and the British 
lines are operating on amicable 
terms, which has a steadying ef- 
fect on general conditions. 

As the result of trade condi- 
tions, the Mediterranean shipping 
services are suffering just as much 
as those plying to Northern Eu- 
rope. Italy and the Levant coun- 
tries being unable to pay for 
goods in cash at the present rates 
of exchange. Business with Spain, 
on the other hand, is increasing, 
owing to the remarkable prosper- 
ity that country has experienced 
since the war. A large demand 
exists there for American goods, 
including labor-saving machinery, 
automobiles, office appliances, pi- 
ano-players, etg^itizedbyCjOOglC 
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Trade with the Far East is also 
encouraging, being much less af- 
fected by the exchange situation. 
Japan continues to be a heavy 
buyer of American commodities, 
while there has also been a mark- 
ed increase in Japanese imports 
into this country. Practically all 
trades, with the exception of Eu- 
rope, are furnishing good return 
cargoes, and, even in the case of 
Europe, there is an improving 
tendency in return cargo offer- 
ings. 

Freight offerings to the Carribean 
and South America keep up well, 
and vessels in these trades are do- 
ing a good business. One encour- 
aging factor, in this connection, 
was the settlement of the Havana 
freight handlers* strike this week, 
the dock laborers having resumed 
work at the same rate of pay 
which was in force when the strike 
began. 

Although efforts are being made 
to obtain a substantial reduction 
of rates from North Atlantic 
ports to South America, which 
are said to be a formidable bar- 
rier to increased trade between the 
Americas, competition thus far 
has not been so keen as to cause 
operators to cut rates. As long 
as tonnage can be secured without 
difficulty South America is not 
likely to see a reduction. 

The following are the current 
rates on general cargoes destined 
for the world's principal ports*: 
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EUROFE. 

Liverpool 50c. 

London 50c. 

Glasgow 50c 

Christiania 70c. 

Rotterdam 60c 

Copenhagen 70c 

Bordeaux 60c 

Antwerp 60c. 

Marseilles 75c 

Genoa 65c 



Cubic ft. 100 lbs. 
Per Per 

$1.00 

1.00 

1.00 

1.50 

1-25 

1.50 

1.25 

L25 

1.60 

1.20 



Per 2,240 lbs., 
or 40 cubic ft 



South America. 

Buenos Aires $17.00 net 

Montevideo 17.00 " 

Rio de Janeiro 18.50 " 

Japan, China, etc. lrAlin& 

Yokohama $25.00 net 

Kobe 25.00 ** 

Shanghai 25.00 * 

Hong Kong 25.00 " 

Manila 25.00 " 

Singapore 25.00 " 



Per 

Cubic ft. 



Per 

100 lbs. 



India. 

Bombay 70c $1J0 

Calcutta 78c 1.10 

Madras 75c 1.30 



Per 2.240 Ib«.» 
or 40 cubic ft. 



Australia and 

New Zealand. 

Melbourne $25.00 $30.00 

Sydney 25.00 30.00 



EXPORTERS aid MANUFACTURERS 

ARE ADVISED TO REGISTER THEIR 

TRADE-MARKS 

in foreign countries NOW to prevent dishonest parties regis- 
tering and exduding entry of their branded goods in 
said countries. 

ADDRESS 

MASON, FEN WICK AND LAWRENCE 

Patent and Trade' Mark Attorney 

BTBW YORK WASHINGTON SBATTLB CHICAGO 

Z20 Rrofidwfi7 Batabllaiked Over Half a CeamiT 

Pkoae Cortland «DS9 Pvll Parttevlara Omtia 



Freight Forwarders of New York 

The freight forwarders listed below are equipped to handle 
shipments to any part of the world. Correspondence is in- 
vited by these firms, all of whom will be glad to submit full 
Information resrardlnff rates, etc, without obligation. 



HARRY K. BARR 

The BaiT Shipping Company, 25 Beaver Street, New York City. 

Branch offices: 1042 Drexel Bids., Philadelphia, Pa.; 314 Marine Bank 

Bldff., Baltimore, Md. Cable addrcaa: -Harbarr." N. Y.; "Barrcald," 

Philadelphia: "Barrcon," Baltimore. 

Member of Steamship Freight Brokers' Association, N. Y.; Philadelphia 
Freight Brokers' Association, Philadelphia. 

Branches and agents in every principal city in the world. 
SNOW'S LTD. (festablUhed 1864^ 

17 Battery Place, New York. 

Branch offices: Hibernia Bank Building, New Orleans. La.; 51 S. Gay 
Street, Baltimore, Md.; 300 Greenwood Bldg., Cincinnati, Ohio. Cable 
address: "Snowexco." 

Member Associated Freight Brokers & Forwarders of Port of New York. 

General shippers all parts of the world with offices in London and Liver* 
pool. 

FREDERICK A. KIRK & CO., INC 

72 Wall Street, New York City. 

Branch offices: San Francisco, Seattle, New Orleans. Savannah. Baltimore, 
Phfladelphia. 

Cable address: "Kirkerick," New York. 

Members: Maritime Exchange, Associated Freight Brokers and Forwarders 
of the Port of New York. 

Representatives in all principal ports of the world. 

Foreign and Domestic Traffic Managers. 
TRANSATLANTIC SHIPPING CO., INC. 

109 Broad Street, New York. Cable address: ''Ranevig," New York. 

Films and valuables to all parts of the world. 
ATLANTIC FORWARDING CO., INC. 

18 Broadway. New York. Cable address: •'Atforward." 
Represented m all European countries. 

STONE-GROSS CO.. INC. 

11 Broadway, New York. Cable address: "Stonegross," New York. 
Members New York Produce Exchange; Steamship Freight Brokers' Ass'n. 

DYSON SHIPPING COMPANY. 

Woolworth BuUding, New York City. 

Branch offices: Chicago, Seattle, San Francisco. 

Cable address: "Dysonco." -j,,,.. t.u 

Members: Maritime Exchange, Associated Freight Brokers and Forwarders 

of the Port of New York. 
Representatives in all principal ports of the world. 
Warehousing, Drayage, Insurance Rates quoted to all parts of the world. 

F. MARTI & CO.. INC. 

Singer Building, New YorK. 

Branch office: Broad Exchange Bldg., Boston, Mass. Cable: "Martico." 
Manager: Edward J. Schmidlein. ^. ^ . ^ ^ , , . 

Members N. Y. Produce Exchange, Steamship Freight Brokers' Association. 
Shipping Facilities for Shipments "From Warehouse to Consignee" to all 
par^ of the world. 

ALFRED H. POST & CO. ^ 

11 Broadway, New York. 

Branch offices: Chicago, San Francisco; Representatives in United Kingdom 

and Europe. Cable address: "Posteximco," New York. 
.Manager: Henry J. Clay. 
Shipping facilities: Ship Charters and Coal Transportation; Foreign 

Transportation; Marine Insurance; Full or Part Cargoes. 

JOSEPH C. MURRAY & CO., 

29 Broadway, New York Ci^. 

Branch offices: Boston, Philadelphia, Baltimore and San Francisco. Cable 

address: "Raymur," New York. 
Agents in all Ports. 

JACKSON, SEELEY ft JACKSON, INC 
HO Nassau Street, New York. 
Foreign Correspondents. 
Cable address: "Jacksee," New York. 

Shipping facilities: Freight Brokers. Warehousing, Dray ag^ Insurance. 
Rates quoted to all parts ot the world. Digitized by VjO 
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CLASSIFIED ADVERTISEMENTS 



The rate for classified adrertisemeiits is twenty cents a line. 
Omsh most accompany order. MlnJmnm space five lines. 
Copy must be in Monday preceding date of issne. 



«<We have deMlsned • pbono- 
Kraph, fall cabinet «lxe, 45 Inchen 
hlfch, for export parposen. By 
iiMinK • nevr method of constroc- 
tlon, three machines can be 
packed In the space formerly 
occupied by one. It Is also very 
llKht In welgrbt, yet substantial, 
and can be assembled ivlthout 
the use of tools by anyone. In 
twenty minutes. It Is unusual 
In purity and tone. IVlth the 
exception of a small part of Cen- 
tral America, no exclusive ex- 
port rlffhts have been granted. 
We would like to hear from for- 
eign commission merchants, ex- 
porters, etc., who believe as we 
do that a tremendous market Is 
awaltlnsr thU machine.*' Box 31, 
Bxport Trade. 

SITUATIONS 'WANTED — Female 

SECRETARY - STENOGRAPHER. 
a^iistant bookkeeper, ^ood knowledge of 
Spanish, seeks position as executive 
whtre brains arc a necessary requisite. 
280X, this office. 

STENOGRAPHER, HIGH SCHOOL 
graduate, experienced, competent and 
reliable, desires position with export 
firm; $23. 285X. this office. 

TELEPHONE OPERATOR, CA- 
pable. with several gears' experience m 
steamship office, desires a position; $22 
per week; at present employed. 24 5X. 
this office. 

Experienced American Export 
man, over forty years' old, with 
excellent command of Spanish, 
Invites correspondence with 
American firms needlnur the serv- 
ices of a man whose education, 
appearance, personality, and ex- 
perience qualify him to meet 
Latin-Americans, either as a 
travellnflT or permanent repre- 
sentative. 

Many years of travel and resi- 
dence in Latin- America enables 
party to offer exceptionally val- 
uable services to any house 
which may need a Forelprn rep- 
resentative to represent It with 
credit to themselves and the 
country of his birth. Now em- 
ployed as head of Export de- 
partment. A I references. 100 X 



SITUATIONS -WAIfTtSU — Male 

A SPANISH-ENGLISH INVOICB 
clerk and translator (26), college grad- 
uate, long experience different phases 
export business, desires position reliable 
firm; references. 250X, this office. 

ASSISTANT EXPORT MANAGER 
buyer, 23; thoroughly familiar world* 
markets, food products, c. L f. quota- 
tions, shipping, insuring and financing 
merchandise to all parts; eight years 
experience; good correspondent; best 
credentials. 26CX, this office. 

EXPORT— Young man or woman 
who is familiar with and can type 
both French and Spanish. Stenogra- 
phy not essential. Neat and accurate 
work imperative. Write stating expe- 
rience and salary desired. 720 X., thu 
office. 

HELP WANTED — ^Female 

WANTED, IN EXPORT OFFICE 
of manufacturing concern, stenograph- 
er having thorough knowledge of Span- 
i«h language. Apply in own handwrit- 
ing, stating age, nationality and salary 
expected. 320X, this office. 

WANTED, AN EXPERIENCED 
stenographer and typist ^ in office of 
manufacturing and exporting firm. Ad- 
dress 31 OX. this office. 

I am seeklnff rood manufae- 
turers' agencies In the line* 
of PERFUMERY, CONFECTION- 
ERY, STATIONERY, DRUGS* 
PATENT MEDICINES. 

SILVIO GRECO COTTI, Mam- 
afnctarers* Aurency, Apartad^ 
Postal Namero 802, Tampleo* 
Tamps, Mexico. 



Interested in Exporting? 

Come to tke only •ckool 
in the city using practi- 
cal methods of instrac* 
tion and try a lesson 
before enrolling for day 
or evening 



Export & Import Instihite 
Pnlitssr BMf . NEW YORK 
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ninjr to be felt throughout New 
■ England. Efforts were made by 
shippers to pool consignments and 
load the cars themselves. 

The Chamber of Commerce of 
the State of New York has made 
a strong protest to the Senate 
Committee on Commerce against 
continued government operation 
of ocean shipping lines. This ac- 
tion is in conformity with the 
New York Chamber's protest 
against the excessively low freight 
rates recently established by the 
Shipping Board upon export traf- 
fic through the South Atlantic 
and Gulf ports. A government 
policy toward ocean shipping is 
advocated which will encourage 
private capital and enterprise in 
the overseas carrying trade. 

The following are the current 
rates on general cargoes destined 
for the world's principal ports: 

T?,^^«- Cubic ft. 100 lbs. 

CiUEOFV. Per Per 

Liverpool 50c. $1.00 

London 50c. 1.00 

Glasgow 50c. 1.00 

Christiania 70c. 1.50 

Rotterdam 60c. 1.25 

Copenhagen 70a 1.50 

Bordeaux 60c 125 

Antwerp 60c 1.25 

Marseilles 75c 1.60 

Genoa 75c 1.60 

« A , Per 2,240 lbs., 

South America. . or 40 cubic ft 

Buenos Aires $17.00 net 

Montevideo 17.00 ^^ 

Rio de Janeiro 18.50 

T rt ^^^ Per 2,240 lbs., 

Japan, China, etc. ^^ 40 cubic ft. 

Yokohama $25.00 net 

Kobe 25.00 

Shanghai 25.00 " 

Hong Kong 25.00 

Manila 25.00 ^ 

Singapore 25.00 

Per Per 

Cubic ft. 100 lbs. 

$1.10 

1.10 

1.30 



India. 

Bombay 70c 

Calcutta 7ec 

Madras 75c 



Per 2.240 Ibt., 
or 40 cubic ft. 



Australia and 

New Zealand 

Melbourne $25.00 $30.00 

Sydney 25.00 30.00 



6. J. HOLT & 60. 

INCORPORATED 

J. W. Van Buskirk, Pre.. 
ESTABUSHED JBS6 

DRAWBACK 
SPECIALISTS 

We specialize in the 
collection of drawback 
allowances from the U. S. 
Government on export 
commodities manufactured 
either wholly or in part 
from imported duty-paid 
materials or domestic tax- 
paid alcohol. Any infor- 
mation in connection with 
drawbacks will be cheer- 
fully given upon applica- 
tion. 

8-10 BRIDGE STREET 
NEW YORK 



Bentley^s 

CODE 

Improved 

enables you to express 
yourself exactly as 
desired. Never Fails. 

The Cipher Words Are 
CONSECUTIVELY 
NUMBERED 

iBtitt M GettiBg tk« 
IMPROVED EDITION 

Bendey Code Co. of tke U. S. 

W««hr<rlkBUff. - NEW TORE, U.S. A. 

Cmblc Addr—9 
'*Alliedcode, New Yorf 
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The Book Tliat Moves SO"" 
of American Exports 



Over 80^ of the country's manufac- 
tured exports are sent by firms that use 
the EXPORTERS' ENCYCLO- 
PAEDIA in foreign shipping and ac- 
counting departments. 

For example, the American Express 
Company uses 11 copies; Goodyear Tire 
and Rubber, 7 copies ; National City Bank, 
6 copies; United States Steel Products 
Company, 6 copies. There are 5,000 sub- 
scribers in all. 

The 1919-20 EXPORTERS' EN- 
CYCLOPAEDIA is just off the press 
(15th edition). It is up-to-the-minute as 
it appears, and is kept up-to-the-minute 
by the ** Correction notes" published in 
our magazine EXPORTERS' REVIEW. 
Subscription to the ENCYCLOPAEDIA 
is $10.00, mcludmg the EXPORTERS' 
REVIEW. 

Send your check and order to' 

Exporters' Encydopaedia Co. 

80 Broad Street New York City 
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Jacbro Products Corp. 

21 PARK ROW, NEW YORK 
PHILADELPHIA CHICAGO 

EXPORT IMPORT 



WE OFFER SPOT 



G>pper Sulphate 
Caustic Soda 
Hematine Crystals 
Sodium Sulphide 
California Honey 
Quinine Sulphate 
Naphthalene 

(Flake and Balls) 

Paraffin Wax 



Phone Barclay 6712 
F. A. S. or F. O. B. 



W. R. GRACE & CO. 

MERCHANTS 
New York San Francisco Seatde New Orleans 



IMPORTS 

All Raw Materials from the Far East, 
South and Central America 

EXPORTS 

All American Products and Manufactures 



THE GRACE CHINA CO. 
Shanghai Hankow 



GRACE BROTHERS (India) Ltd. 
Calcutta 



Agents in Japan 
ASANO BUSSAN CO. 
Tokyo Osaka Kobe Yokohama 



Houses and Agencies in all the Prin- 
cipal Cities of Asia, Europe, South 
America and Central America 



STEAMSHIP AQBNT8 

GRACE LINE 

Direct Sailings from New York for CHILI, PERU, 
EQUADOR and BOLIVIA 



Grace Brothers & Co., Ltd. W. R. Grace A Co.'s Bank 

LONDON NEW YORK 
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Willcox, Peck dc Hughes 



INSURANCE BROKERS 
AVERAGE ADJUSTERS 



3 South William Street 
NEW YORK CITY 



Chicago Buffalo Seattle 

Cleveland San Francisco New Orleans 

London Christtemia 



Digitized by 



Google 



EXPORT TRADE AND 



March 13. 192a 



BOWRING & COMPANY 

17 BATTERY PLACE, NEW YORK, N. Y. 

Exporters, Importers and 
Factory Sales Agents 

RmpreMmnied by 

C. r. Bowring A Company, Lid,, of London, 
Liverpool and CardUf, 

Bowring Brothers, Ltd., of St. Johns, Nfd. 

AGENCIES OR BRANCHES 
iN ALL PRINCIPAL CITIES 
OF FOLLOWING COUNTRIES 



Australia Japan Sweden Uruguay 

New Zealand India Denmark Argentina 

Italy Holland Chile 

France Finland Peru 

Norway Brazil Cuba 



South Africa 

Philippines 

China 



In each of the above markets we have a competent 
staff, fully equipped to introduce and sell Amer- 
ican goods. Our experience of more than a 
hundred years of successful business in foreign 
countries is siiifficient guarantee for the intro- 
duction of lines that we undertake to handle 
as factory sales agents. 

We ofier our services to manufacturers desirous of 
building up a permanent export business and 
iuTfite correspondence. 

Digitized by VjOOQ IC 
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MARACAIBO 

T^HE Mercantile Bank of the Americas 
annoxinces the opening of a new branch 
at Maracaibo of its Vcne^^uelan aflSliate, the 
Banco Mercantil Americano de Caracas. 

Maracaibo's location in the center of the 
most highly developed agricultural and stock'* 
raising section of Vene:;uela makes it the 
second largest port of entry for foreign goods 
and the most important shipping point for 
Venezuelan products. 

The added banking facilities provided by this 
new branch will be of marked value to 
American exporters and importers, as more 
than 80% of the fore^ trade of Maracaibo 
is with the United States. 

MERCANTILE BANK 
OF THE AMERICAS 

An American Bavl^^for Foreign Trade 

44 PINE STREET NEW YORK 

New Orleans Madrid 

F^uis Barcelona 



Coog 
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WILL CONGRESS DO AWAY WITH 
OUR COMMERCIAL ATTACHES? 

IVhat They Have "Done Shows Thai Their Elimination Will Be 
An Expense Effort In Economy. 

By GEORGE E. HOLT 
(Formerly of the American Consular Service.) 



IN my article in Export Trade 
^ last week I spoke of the men- 
ace to our foreign trade if the 
recommendation of the appropri- 
ations committee of Congress is 
favorably acted upon. This rec- 
ommendation called for a large 
cut in the appropriations for the 
Department of Commerce, which 
would result in a tremendous cur- 
tailment of our foreign trade ma- 
chinery auid the elimination of our 
commercial attaches — which latter 
now cost the department $165,000 
a year, and produce business for 
the American exporter far in ad- 
vance of that sum. 

I have already touched upon 
the position of American world 
trade today and what it has to 
hope from the future — provided 
our foreign trade machinery is 
left intact 

Now let us consider two other 
points of vital importance to 
American business in this con- 
nection; that is, what our export 
trade amounts to according to the 
latest figures, and what the for- 
eign trade service is doing — this 
foreign trade service which may 
be crippled by Congress. 

Our Foreign Trade Service. — 
There are, of course, many gov- 
ernment departments which are of 
aid to the nation in developing 
foreign trade — such as the Bureau 
of Standards, Census Bureau, De- 
partment of Agriculture, Depart- 
ment of Interior, Bureau of Fish- 
eries, but the main governmental 
departments are the Bureau of 
Foreign and Domestic Commerce 
and the State Department — both 
of which have been or are about 
to be adversely affected by the ac- 
tion of the present Congress. 

Copyright, 1919, by Ashwell, Davis 
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In previous articles I have cov- 
ered the activities of the State 
Department through the Diplo- 
matic and Consular Corps. I need 
only repeat here that the work 
of the Diplomatic and Consular 
Service is of vital importance to 
American trade, and that every 
American business man interested 
in foreign trade should bring 
whatever influence he has to bear 
upon Congress to secure proper 
appropriations and laws to permit 
the development of these branches 
of our foreign trade service along 
the lines planned by department 
heads for them. We should not, 
and we cannot, secure maximum 
power from an engine which we 
insist on operating on an insuffi- 
cient supply of fuel. So-called 
economy in this respect is either 
intentional camouflage or commer- 
cially criminal short-sightedness. 

We have as an adjunct to our 
Diplomatic and Consular Corps 
our Commercial Attaches — whom 
it is proposed to do away with in 
order to save an item of approx- 
imately $165,000 a year. In the 
last report of the Director of the 
Bureau of Foreign and Domestic 
Commerce, under the caption 
"Needs of the Service," Mr. Ken- 
nedy, the Director, states that "our 
greatest handicap at the present 
time is a limitation as to the num- 
ber and salaries of clerks to Com- 
mercial Attaches." Naturally, 
there will be no need for Mr. 
Kennedy to worry about clerks for 
his attaches, if Congress does 
away with the attaches themselves. 

Let us see, briefly, what Mr. 
Kennedy reports as to the func- 
tioning of our twelve Commercial 
Attaches and the Trade Commis- 
sioners, who function under the 
& Co., Inc. All rights rese^f^i^ 
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attaches — and let us judge from 
that whether we want to see this 
work abandoned in order that 
$165,000 a year may be "saved": 
"The past year," says Mr. 
Kennedy, in his report, "has 
been a year of readjustment for 
the commercial attache service. 
The report for 1918 showed 
clearly how extensively the com- 
mercial attaches were engaged 
in war work. This continued 
up till the signing of the armis- 
tice, in November. Plans were 
then made for the immediate 
resumption of the normal activ- 
ities of trade promotion and in- 
vestigation. 

"The readjustment period, 
however, brought its own spe- 
cial problems. For example, 
in Argentina, Brazil, Japan and 
Australia, our representatives 
have been busy with the diffi- 
culties involved in the sudden 
arrival of goods far in excess 
of immediate needs. Through 
their co-operation, the situation 
was handled eflFectively without 
loss to importers, exporters or 
bankers. In England, France, 
Italy, Spain, Holland and Den- 
mark the attaches have had to 
deal with questions arising gut 
of the relaxation and modifica- 
tion of war-time trade restric- 
tions. The value of resident 
representatives abroad who were 
available for forwarding such 
information and who could in- 
stantly cable advice for Amer- 
ican manufacturers and export- 
ers has been especially notice- 
able in the handling of such 
questions. It was, of course, 
impossible and undesirable that 
the attaches should give up en- 
tirely their activities of a war 
nature. Our representatives 
have wound up as speedily as 
practicable their work for such 
organizations as the War Trade 
Board, the War Industries 
Board and the Shipping Board, 
and during the coming year will 
be working almost exclusively 
on trade matters." 
Our attache in London, accord- 
ing to this report, besides hand- 
ling mineral and tin problems for 



the War Trade Board and assist- 
ing the War Department in the 
purchasing of urgently needed ma- 
terials, took over during the lat- 
ter part of the year Sie entire 
handling of the Swedish Ore and 
Norwegian Molybdenum contracts. 
One of the most important fea- 
tures of his work during the year 
was the co-operation with the 
American Chamber of Commerce 
in London, of which he was a 
consulting director and an ex-of- 
ficio member of the Trade Infor- 
mation Committee. In London he 
had opportunities to make first- 
hand investigations for markets 
for American products. For ex- 
ample, the possibilities for the 
sale of American cotton seed hull 
fibre were carefully analyzed and 
a detailed study was made of re- 
cent developments in the British 
paper manufacturing industry and 
in the development of substitutes 
for textiles. American producers 
of dye-stuflFs were put in touch 
with Italian Government ofiidals 
interested in procuring American 
dyes and dye-stuflFs. As a result 
of an invitation extended through 
our attache to the Chamber of 
Commerce of the United States 
in behalf of the Associated Cham- 
bers of Commerce of Great Brit- 
ain, our national chamber decided 
to bring to this country for a dis- 
cussion of industrial and financial 
reconstruction problems commer- 
cial delegates from the allied na- 
tions in Europe. 

In Paris our Commercial At- 
tache, in addition to his war work, 
was able to submit timely and 
valuable reports on the subject 
of French industrial reconstruc- 
tion. He kept the business public 
fully informed of the important 
developments aflFecting American 
trade, and suggested the adoption 
by American interests of the plan 
of co-operative selling in French 
markets. Before returning to Ais 
country he made an investigation 
of economic conditions in Switz- 
erland, and upon his return his 
visits to our business centers were 
especiallv valuable in view of the 
widespread interest in France and 
French reconstruction problems. 
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His successor was equally active, 
and as an example of the tangible 
results he accomplished, the as- 
sistance given to individual im- 
portant application for American 
goods, even to the extent of pre- 
venting their confiscation, may be 
mentioned. 

Inasmuch as all of our Com- 
mercial Attaches were active in 
war work I will ignore that ac- 
tivity. In Copenhagen our Com- 
mercial Attache was in daily con- 
tact with commercial and financial 
men throughout the Baltic region, 
which enabled him to furnish the 
United States with authoritative 
reports on economic subjects 
treated in detail and in their re- 
lation to world conditions. A 
considerable number of these re- 
ports are published. Because of 
his intimate knowledge of financ- 
ing and trading companies our 
attache was able to work out 
plans for financing shipments of 
American cotton and other com- 
modities into the new Baltic coun- 
tries. American exporters visit- 
ing Denmark were able to find in 
the office of our attache up-to- 
date information as to prospective 
purchasers and their requirements. 
Other special activities included 
an investigation of textile sub- 
stitutes, a study of the methods 
to be used in the adjustment of 
trade disputes and efforts toward 
the establishment of an Ameri- 
can Chamber of Commerce in 
Copenhagen. 

In Madrid our attache's work 
was largely promotional in char- 
acter — ^bringing together American 
firms interested in finding mar- 
kets in Spain or aiding Spanish 
firms desirous of getting in touch 
with American sources of supply 
As an aid in this work one room 
was set aside as a catalogue and 
periodical room for interested 
buyers. Our attache secured the 
revision of discriminating tariff 
classifications affecting American 
trade. Our ambassador to Spain 
states that the attache was largely 
responsible for the recent grant- 
ing to a New York company of 
an important concession for ex- 
ploiting potash deposits north of 



Barcelona, and that, in the esti- 
mation oi the ambassador, this 
single achievement is sufficient to 
justify the maintenance of the 
Commercial Attache's office and 
the expenditure that is involved. 

Please note that last statement! 

In Rome our attache formed 
valuable contacts in both govern- 
mental and commercial circles. As 
a result of his efforts and those 
of his assistants, import permits 
were issued by the Italian authori- 
ties for eight thousand packages 
of American merchandise that had 
been held in the port of Genoa 
for six months. American trac- 
tors, shoes, hosiery, tubing, steel 
and chemicals were included in 
these imports. 

The American shippers of these 
goods probably appreciate our at- 
tache's service. 

But he did not stop there; he 
assisted the embassy in securing 
equal treatment for American 
goods discriminated against in 
Italian treaties with other nations, 
and he has also been engaged in 
aiding firms seeking to establish 
themselves in the Italian market, 
giving special attention to the op- 
portunities for American coal. 

In Peking, China, in co-opera- 
tion with the representative of 
the War Trade Board our Com- 
mercial Attache initiated negoti- 
ations for the sale of five, thou- 
sand cars and one hundred loco- 
motives to the Chinese Govern- 
ment railways. 

In few sections of the world, 
according to this report, has there 
been as great an opportunity for 
trade promotion as in China, and 
our attache has been able to pro- 
duce concrete and tangible re- 
sults. He assisted in the organi- 
zation of a new American bank 
in China; in the organization of 
a joint Chinese- American bank; 
as a result of his efforts equip- 
ment for ten cotton mills was pur- 
chased ; he aided in establishing 
an American tannery ; had a share 
in the sale of American cars and 
railway equipment; aided Ameri- 
can architects in securing build- 
ing contracts in China ; used a 
motion picture outfit showing 
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American industrial films; work- 
ed for the production of Ameri- 
can trade-marks, furthered the es- 
tablishment of the American news 
service and better shipping facili- 
ties, and in conjunction with the 
American consular officers has 
prepared a two-volume hand-book 
on Chinese trade and commercial 
conditions. 

At the risk of being thought 
prejudiced / would say that our 
attache in China earned his salary. 
Probably Senator Sorghum would 
not agree with me. 

I might go on at length, for the 
foregoing is only an extremely in- 
complete indication of what our 
attaches are doing. In Japan, for 
example, the tariff classification 
of linoleum was changed, through 
the efforts of our attache, to one 
more favorable to American in- 
dustry. In Australia an impor- 
tant service was rendered by our 
attache in connection with the 
amicable settlement of large 
claims against American export- 
ers by Australian importers, and 
through his aiding Australians in 
obtaining American agencies, sub- 
stantial business has resulted. In 
the Argentine, the United States 
Chamber of Commerce in Buenos 
Aires was organized largely 
through the efforts of our attache, 
and in one instance an initial or- 
der of one hundred thousand dol- 
lars worth of rubber goods was 
secured. 

In Rio de Janiero our attache 
was instrumental in effecting the 
unification of American commer- 
cial organizations into the Amer- 
ican Chamber of Commerce for 
Brazil, and this organization has 
been of great assistance in work- 
injar out an agreement for the :ir- 
bitration of commercial disputes. 

I do not believe that any Amer- 
ican importer or exporter, having 
read this utterly insufficient sum- 
mary of the work of our Com- 
mercial Attaches, will be in sym- 
pathy with a Congress which pro- 
poses to eliminate the service. Not 
only should the present Commer- 
cial Attaches be retained, but. as 
Director Kennedy points out in 
his annual report, Switzerland, 



Canada, Central America, Colom- 
bia, Venezuela, Turkey, Austria, 
and the Balkans should also be 
covered by this attache service. 
Under the supervision of these at- 
taches quite a number of trade 
commissioners carried on their ac- 
tivities, but space will not permit 
of a discussion of the results so 
obtained. Sufficient to say that 
without exception the activities of 
these trade commissioners was of 
utmost importance to American 
firms interested in foreign trade, 
and, as for the Bureau of For- 
eign and Domestic Commerce it- 
self, I think Mr. Kennedy's own 
summary of its purposes will be 
of value to the reader: 

"It is the purpose of the Bu- 
reau to furnish information at 
once scientific and practical. It 
is important today that business 
men should see conditions as a 
whole and should be able to 
value relative factors. If this 
broad outlook, however, were 
handled in an academic and the- 
oretical way, it would not be 
what is wanted. Broad prob- 
lems must be dealt with from 
the strictly practical point of 
view. It is -necessary that the 
men who are making reports 
should themselves have had 
practical experience and have 
been in close touch with the 
firms that will later receive 
their information. With the 
tendency of business men to be- 
come more scientific, and with 
the parellel tendency of the Bu- 
reau to become more practical, 
there has been a close drawing 
together. There is today a clos- 
er harmony between our serv- 
ice and the business men of the 
country than ever before. In 
order that this spirit may be 
sustained and carried on in our 
service, we must continue to go 
forward. The time has come 
when this service should be 
something that will offer a life 
career to competent , men. Otli- 
erwise it will be impossible to 
make continuous progress." 

In concluding this article I want 
to again emphasize the vast 
amount of foreign trade with 
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which Congress Seems to be play- 
ing as a child with its doll. 

For the fiscal year of 1919 the 
exports of American products in- 
creased in value $1,200,000,000. 
These figures understate the real 
improvement, according to the Bu- 
reau's report, because the increas- 
ed upward movement of Ameri- 
can goods was achieved in tiie 
face of a decline of about $600,- 
000,000 in war supplies. In other 
words, commercial shipments real- 
ly increased about $1,800,000,000 
during the year. Partly manufac- 
tured goods fell off ^00,000,000, 
while finished manufactures in- 
creased by a like amount. There 
was a large gain in our exports 
to Japan and China, South Amer- 
ica and Australia. But these are 
small compared to our enormous 
increased shipments to northwest- 
ern Europe. Exports to the Unit- 
ed Kingdom, Belgium, France, The 
Netherlands, Norway, Sweden and 
Denmark showed an aggregate 
gain of $1,800,000,000, a 60 per 
cent increase over the fiscal year 
1918. 

Our trade balance for the year 
1918 was more than four billions 
of dollars — which shows the neces- 
sity for foreign banking connec- 
tions and for a proper foreign 
trade service to aid in the estab- 
lishment of such connections. 

It is this stupendous trade with 
the world which is threatened at 
the present moment The attitude 
of the Appropriations Committee 
is "worse than a crime; it is a 
blunder." Perhaps as a nation we 
have gotten accustomed to blun- 
ders, but it would . seem to me 
that this one is too important to 
permit the making of. I would 
strongly advise that any man who 
reads this article— because the 
reading of it will indicate his in- 
terest in our national business — 
to do whatever lies in his power 
to prevent this unwarranted as- 
sault upon our foreign trade 
service. 

Remember that it is your own 
business which will be affected by 
it, whether you are importer or 



exporter or whether your business 
is purely domestic 

[The foregoing is the second of two 
articles by Mr. Holt dealing with the 
menace to our foreign trade through 
the action of Congress in recommend- 
ing a cut in appropriations for the De- 
partment of Commerce.] — Editor. 



K X P O R T MANAGERS' CLUB 

IVBLCOMBS ORBN O. 

GAIiliUP. 

Oren O. Gallup, export manager of 
the Simonds Manufacturing Company, 
and president of the Export Managers^ 
Club of New York, returned to the 
United States recently, after spending 
five months in England, France, Italy 
and Holland. 

A welcome luncheon was given to 
President Gallup by .the members of 
the Export Managers Club, at which 
he spoke of the American export situa- 
tion in Europe and the financial diffi- 
culties which confront American trade 
there. Mr. Gallup went into consider- 
able detail as to the methods best adapt- 
ed to overcome the present foreign ex- 
charge. He stated that many of the 
best houses in France were proffering 
French Government Bonds in payment 
for their purchases; whereas others 
were depositing cash to the credit of 
the American suppliers in French banks 
to be released when exchange reached 
a specified rate, generally about one-half 
of the present quotation. 

HBNRY VAN SINDBRBN RB- 
TURN8 FROM BUROPB. 

Henry B. Van Sinderen, vice-presi- 
dent of C. Tennant Sons & Co., 100 
William street. New York, has just re- 
turned from a five months' trip to Eu- 
rope on business for his firm. 

MBDIiBY SCOVIL ISSUBS 
BOOKLBT FOR NA- 
TIONAL BANK OF 
SOUTH AFRICA. 

The Medley Scovil Advertising 
Agency, 25 Pine street. New York, has 
just issued a pamphlet for their clients, 
the National Bank of South Africa. 10 
Wall street. New York. ThU booklet, 
written by E. C. Reynolds, general 
manager of the bank, Pretoria, South 
Africa, which appeared as a series of 
articles in Export Trade, deals in in- 
teresting fashion with the financial re- 
sources of South Africa available for 
expansion, and contains much valuable 
information for exporters interested in 
the South African market. Copies will 
be distributed gratuitously upon appli- 
cation to R. E. Saunders, the New York 
agent. 

NEW BXPORT DBPARTBIBNT 

FOR THB BAILBY-DRAKB 

COMPANY INC. 

The Bailey-Drake Company, Inc., Chi- 
cago, 111., announces the opening ot 
their Export Department with offices at 
1834 Broadway, New York City. 
^ Mr. Tom Howard, who is well-known 
in the export trade, is in charge of the 
Automotive Equipment Department. 



SELLING UNDER ADVERSE EX- 
CHANGE CONDITIONS 

Several Practical Methods Dependent On the Needs 
Of the Customer. 



AT a recent luncheon confer- 
^*> encc of the American Manu- 
facturers* Export Association, held 
at the Hotel Pennsylvania, New 
York City, Mr. Joseph McElroy, 
export manager of Pass & Sey- 
mour, Inc., made a number of 
practical suggestions regarding the 
methods of selling American 
goods in those foreign markets 
where exchange is adverse. 

"Of course methods vary, and 
would be changed or modified ac- 
cording to your individual busi- 
ness," said Mr. McElroy. "The 
first method would be to have 
your customer send cash with his 
order. I don't advocate that, be- 
cause it has nothing that appeals 
to the customer; rt may appeal to 
the manufacturer here because he 
is absolutely safe, but it is not a 
means of doing business — it is a 
means of getting an order, per- 
haps, but not of building up a 
permanent business, as you all 
know. 

"Another method is to get your 
customer to open credit in New 
York, payable upon presentation 
of the shipping documents. That 
is a method also which I don't 
approve of very much, for the 
same reason as the first. If you 
look at it from the customer's as- 
pect, it is not absolutely fair to 
him; it ties his money up for an 
indefinite length of time. He 
doesn't know how soon the Amer- 
ican manufacturer today is going 
to ship the order and when it is 
ready for shipment he doesn't 
know what the shipping condi- 
tions are going to be. So, that it 
may be his money will be ex- 
tended for six or eight or nine 
months before it is actually used. 

"Another method is to sell on 
open account, with gilt-edged 
firms, giving them, say, up to six 

onths' time in which to settle 



their invoices. Now this method 
has been tried principally, to my 
knowledge, in England. There 
are many English firms of high 
standing, who have the opinion 
that within six months' time Eng- 
lish exchange will come back very 
materially. Whether they are right 
or whether they are wrong, is a 
matter of individual opinion, but 
they have said to certain Ameri- 
can manufacturers: If you will 
grant us open account for six 
months we will pay your invoices 
at the expiration of the six months 
at the prevailing rate of exchange 
at that time, whether it be against 
us or in our favor.' That method 
is being tried today by certain 
firms. 

"Another method is to draw at 
sight, thirty, sixty or ninety 
days, documents attached to the 
draft, the documents to be deliv- 
ered upon acceptance. 

"That is the method which many 
of the foreign customers prefer— 
and when I say that, I say it 
having Europe principally in mind. 
But back of this method, of 
course, is confidence. If you have 
confidence that your customer will 
want to pay when the draft is 
due, and second, will have the 
means to pay, that is a method of 
doing business that will appeal to 
many firms ; but many of you ex- 
port managers will probably have 
to go to the mat with your credit 
manager in order to put that idea 
through. In export trade you most 
be an optimist; if you weren't you 
wouldn't be in foreign trade. 
Many credit managers, I regret to. 
say, are not optimists, therefore 
it is up to the export manager to 
convert the credit manager — ^and 
sometimes it is a hard job. 

"But you export managers must 
get confidence into the credit man- 
ager in reference ta your . custo- 
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mer, and, of course, before you 
try to sell the idea to the credit 
manager, you have got to sell it 
to yourself, and you have got to 
be right, because if he finds that 
you are wrong, and one draft has 
gone bad and you can't give a de- 
cent explanation, It is going to be 
mighty hard to get the next ac- 
count put through. 

"Another method that has been 
suggested — not only suggested, but 
is being tried — is to have your 
customer deposit money, say 
francs, in a French or Belgian 
bank, payable to America in two 
years, the account to be adjusted 
every month according to the ex- 
change rate ruling at, say, the 
15th or the 20th of the month, the 
account to be payable with 6 per 
cent interest, and if, in two years, 
exchange has gone to 70.50 the 
sum is to be remitted to the Unit- 
ed States in settlement. If ex- 
change has not gotten to this 
point, the arrangement is to be 
continued for an additional two 
years. Such a method, I believe, 
could really only be handled by a 
large house or a fair-sized house." 



A PUBLISHERS' DINNER. 

The American International Publish- 
ers, under the auspices of Theodore N. 
Vafl, Robert Scoville, William Pierson 
Hamilton, G. Howard Davison and Wil- 
liam duPont, directors of the company, 
gave a dinner at the Metropolitan Club, 
Friday, February 27th. 

Honorable Edwin V. Morgan, United 
btatcs ambassador to Brazil; Murdo 
Mackenzie, who has purchased eight 
'""'Jon, acres of land in Brazil, and Dr. 
B- H. Hunnicutt, director of the Agri- 
cultural College of Lavras, Minas, Bra- 
zil, were the speakers, and some thirty 
prominent stockholders and their guests 
were present to celebrate the sixth anni- 
versary of the founding of The Field 
Illustrated and the new publication of 
El Campo Internacicnal in Spanish and 
Portuguese. 

NE5W CORPORATION FORMED 
FOR FREIGHT FOR- 
WARDING. 

The partnership of Frank A. Veritzan 
& Bro.. foreign freight forwarders, has 
been dissolved and a new corporation 
has been formed under the name of 
Frank A. Veritzan. Inc. The officers 
are Frank A. Veritzan. president and 
treasurer, and Leslie V. Randall, for- 
merly of Judson Freight Forwarding 
Company, vice-president and secretary. 
Business will be carried on at 7Z Front 
street, New York, 



ADVBRSB trade: BALANCE 

WITH FAR E.A8T AND 

SOUTH AMERICA. 

While the net trade balance in favor 
of the United States in 1919 was $4,- 
017,745,000, several South American 
and Far Eastern countries held bal- 
ances against this country of $6^64,- 
055.000. 

The Federal Reserve Board's analy- 
sis shows that the British East Indies 
hold the highest balance against the 
United States, imports from the East 
Indies for the year exceeding exports 
by $240,634,000. Cuba was next with 
$140,219,000, and Brazil followed with 
a favorable balance of $lia.91 5,000. 
China's balance was $48,639,000. and 
Japan, with $43,639,000, slightly ex- 
ceeded Argentina's total of $43,190,000. 
Chile had a balance of $28,970,000. 

These countries, the report says, in 
general are in a position to pav for 
goods bought from the United States, 
either through exports or by the ship- 
ment of gold. 

CONSULAR OFFICERS ON 
LEAVE. 

The following American consular of- 
ficers are on leave of absence m the 
United States and will be glad to con- 
fer with business men and commercial 
organizations relative to^ conditions in 
their respective jurisdfctions: 

George F. Bickford, Autung, China, 
expiration of venue, March 30. Care 
of Consular Bureau, Department of 
State. ^ . , , 

Robert R. Bradford, Catania. Italy, 
expiration of venue, March 30. Care of 
T^ub Bradford Lumber Company, 
South Side, Omaha, Nebr. 

George C. Duffee, Cadiz, Spain, ex- 
piration of venue, April IS. Address. 
67 Caroline avenue, Mobile, Ala. 

Arthur Garrels, Alexandria, Egypt. 
Care of Consular Bureau, Department 
of State. 

Thomas B. L. Lay ton, Tahiti, So- 
ciety Islands, expiration of venue, 
April 13. Address. 5019 South Frank- 
lin street, New Orleans, La. 

Hunter Sharp, Belfast, Ireland, ex- 
piration of venue, April 6. Care of 
Consular Bureau, Department of State. 

SIDELIGHTS ON THE MILAN 
SAMPLE FAIR. 

The purposes of Milan's international 
sample fair, which is to be held on 
March 20, go beyond that of an 
ordinary exposition. It is intended to 
provide a means for actually consum- 
mating the sale of merchandise, by as- 
sembling a large number of manufac- 
turers and buyers, affording the latter 
the opportunity to examine and purchase 
goods, satisfactorily and without waste 
of time. Both Italian and foreign in- 
terests will be represented, but the ex- 
hibitors must, in everv case, be bona 
fide manufacturers. It is hoped that 
this commercial exhibit will be held 
annually, assuming such proportions as 
to size and prestige as to make it an 
important factor in international trade. 
The committee in charge may be ad 
dressed as follows: Fiera Campiona** 
via Agnello, 12, Milan,- Itahr. i 
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such personal necessities of life 
as he would use here, remember- 
ing only that he will buy nothing 
other than food in Siberia. He 
should take some knives and 
fountain pens to be used as gifts, 
and he should have warmer un- 
derclothing than B. V. D.'s. Last 
winter one of our young men 
wintered in Omsk with only such 
garments in his wardrobe, and he 
is still gunning for his adviser. 
The Russian homes are too great- 
ly heated to permit warm under- 
wear. 

A young man should be sent 
because he will be more tolerant 
of foreign customs, and why 
should not the Americans be tol- 
erant? In the eyes of the Far 
East, we are a young nation. Our 
older neighbors generously give 
us credit for many improved cus- 
toms, but why should we be in- 
tolerant of the well-tried customs 
of any other nation, especially 
when we are so young in trading 
with the world that we do not 
have the slightest conception of 
the reasons why certain things are 
done in certain ways? We laugh 
at the Russians "tea-drinking" 
during the day. We arc amused 
that the Samovar is kept constant- 
ly hot for the manager and clerks. 
The reason for this custom — like 
the answer to all customs — is 
simple. The water in Russia is 
unfit for use, until boiled; boiled 
water, without tea, or other flav- 
oring, is flat. 

But our young friend will find 
that the same spirit which made 
him successful here, will make 
him successful over there, despite 
the bewildering maze of odd con- 
ditions, provided he adds to his 
Americanism a certain degree of 
reserve and patience, and still 
more patience, not forgetting en- 
tirely that American energy, per- 
sistence and resourcefulness are 
of great value to him wherever 
he is. The American that goes 
to Siberia will find that a little 
more attention to formal etiquette 
and tactfulness, will pay big di\i- 
dends. In other words, he should 
make himself a more perfect 
American, rather than forget that 
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come a Russian, or a Japanese, or 
a Chinese. 

In this country, our successful 
salesmen consider their prospec- 
tive buyer from all angles before 
calling upon him. If he is a man 
who requires three visits and cer- 
tain ground work in preparation 
for the first sale, they attend to 
the ddtails, patiently or impatient- 
ly, no matter, and they get the 
business. The same method is all 
that is necessary to win in the 
Far East 

What are their customs which 
are so apt to befuddle the new- 
comer, and which should con- 
strain him to make his first moves 
with great cautiousness? A con- 
dition which will at the present 
time strike the visitor most forc- 
ibly will be the lack of breakfasts. 
The Russian does not eat break- 
fast. There are few places where 
anything approaching breakfast 
dishes served in America can be 
secured. In the business offices a 
bit of food and a glass of hot tea 
is served to the employees and 
managers from 10 to 11 o'clock in 
the morning. A satisfactory, but 
not hearty limcheon is eaten 
around 1 o'clock, and at 7 in the 
evening a bountiful dinner is en- 
joyed. 

Stores open at 9 a. m. and close 
from 12 to 2 p. m., and close for 
the day at 5 p. m. Banks are 
open from 10 a. m. to 1 p. m. now, 
but in normal times are open from 
10 to 3, except on Saturday, when 
they close at 12 noon. The gen- 
eral manager of a store or busi- 
ness probably will not arrive un- 
til after 9 a. m. Upon entering 
a store, or office, or bank, each 
person will approach every other 
person and extend the hand of 
friendship— a custom which is 
well worth the small amount of 
time consumed. 

At 10 o'clock every clerk or 
office boy and on up to the presi- 
dent, receives, as I said, a glass 
of "Chai," some bread, and in 
the case of the highest officials, 
probably sausage, cheese or, per- 
haps, a little hot food. Chai or 
tea can be had at any time, by 

going to the Samovar, where a 
_i_ , . « « » .« . i — 
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International 
Advertising 



Extract from letter received 
from The Co-operative Motor 
Society, Ltd., Sydney, Austra- 
lia: 

** This advertising will be of 
great assistance to us." 



d;Roi3ANi>.KAy Co. Bic 

Founded 1904 

INTERNATIONAL ADVERTISING AGENTS 

Conway Building. CHICAGO 18 Bast 4l8t St.. NBW YORK 

LONDON:(A88oclate House) TOKYO: 

John Haddon & Co. (Est. 1814) J. Roland Kay (Far East) Co. 

PARIS: SYDNEY: 

]6eu, Haddon & Roland Kay J. Roland Kay Co. 

Buenos Aires and Rio de Janiero 
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steel products, mineral oils, paper 
and stationery, sugar, cotton and 
silk goods, wearing apparel, chem- 
icals and dyes, scientific instru- 
dSents and apparatus. The princi- 
pal exports are hides and skins, 
rice, wheat, maize and other 
grains, cotton, jute, gunny cloth, 
raw wool, shellac, seeds, vegetable 
oils and opium. 

Of this vast field England has 
but barely scratched the surface. 
Her trade in 1914 was: Imports, 
£78,388,000 sterling; exports, £38,- 
237,000 sterling. Germany and the 
other Central Powers shared in 
imports to the extent of £11,226,- 
000 sterling. Since the war the 
needs of India have greatly in- 
creased, as has the individual buy- 
ing power, and with the great 
shortage of merchandise which 
today exists in India, the oppor- 
tunity for American manufactur- 
ers to obtain this busiriess and 
become firmly established during 
the process of reconstruction af- 
fords an opportunity such as will 
not occur again in a lifetime. 

The War Publicity Board, in 
tlieir efforts to inform the masses 
regarding the causes and effects 
of the war, have caused the peo- 
ple to form the habit of reading 
ntewspapers and magazines, which, 
in turn, has brought them in clos- 
er touch with western civilization, 
its methods, ideals and wants. 
This, together with the return of 
thousands of soldiers and laborers 
after their contact with modem 
civilization, has created new wants 
and the old caste prejudice 
against foreign goods is rapidly 
dying out. Railway transporta- 
tion and parcel post have devel- 
oped remarkably in thte new era 
of trade, and Japan, ahead ^ of 
other countries, has lost no time 
in exploiting this field. Japanese 
goods, however, have a very poor 
reputation in the Bazaars and 
among the people. These goods 
have proved very undurable, the 
cause evidently being that they 
were made in improvised factories 
prepared by opportunitists to meet 
♦his unprecedented demand. Ja- 
n's trade with India in 1914 was 
,187,000 sterling, but in 1917 it 



had increased to £12,175,000 sterl- 
ing. 

American goods are popular in 
the Indian markets, and the "Made 
in America" has replaced many 
old reliable brands. It has bcfen 
suggested that the American man- 
ufacturers mark all goods for the 
Indian market with some simple 
bold trade mark typifying U. S. 
A. American manufacturers are 
in position to far outstrip Japan 
in the Indian market, for the rea- 
son that quality is a prime consid- 
eration in this field, and, as al- 
ready stated, it is a known fact 
that American merchandise is 
liked. 

Despite the fact that India is 
part of the British Empire, no 
one country has a comer on this 
vast market. Before the war the 
Central Powers did a large 
amount of Indian business, and^ as 
stated, Japan has been increasing 
her trade by leaps and bounds. 
Many of the representatives of 
British firms are foreigners; in 
fact, Germans and Greeks control 
an enormous part of the trade. 
It has been stated, though it is 
difficult to belieVe, that one Greek 
firm alone handles one-third of 
the total trade. Certainly it is 
that their representatives are to 
be met everywhere. 

China may be asleep, but India 
is awake, and while America has, 
in the past, enjoyed good trade 
with this country, still it is not to 
be compared with its potential 
possibilities. There is no hokus- 
pokus or magic in obtaining In- 
dian trade, for. with the same in- 
telligent effort that has succeeded 
so well at home with American 
manufacturers, combined with a 
fair knowledfire of the local con- 
ditions in India the American 
manufacturer need fear competi- 
tion from no one. 

Advertising and other sales pro- 
motion work has the same far- 
reaching effects among the buying 
classes in India as in tiiis country, 
for the reason, as I have explain- 
ed to you, that the classes who 
are in position to buy your goods 
are consistent readers of local 
media. If the American manu- 
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J A R D I N E 
MATHESON 
^ CO., LTD. 

Merckants, Importers ana 
Exporters 

Snipping ana Insurance A.gents 



HEAD OFFICE: HONGKONG 

BrancLes m all tke Treaty Ports oi Ckina, m Japan and 
New York, U. S. A. 



SHIPPING 
GENERAL MANAGERS: 

Indo-China Steam Navigation 
Co., LtcL 

MANAGING AGENTS IN THE 
EAST FOR: 
The Waterhouse Steamship 
Lines. 

AGENTS: 

The Royal Mail Steam Packet 
Co., owners of the "Shire" 
Line of Steamers. 

The *'Glen" Line, Ltd, 

British India S. N. Co., Ltd. 

Western Australian Steam Nav- 
igation Co., Ltd. 

Asiatic Steam Navigation Co., 
Ltd. 

INSURANCE 

GENERAL AGENTS: 

Canton Insurance Office, Ltd. 
GENERAL MANAGERS: 

ITongkong Fire Insurance Co., 
Ltd. 

AGENTS: 

Alliance Insurance Co., Ltd. 
Triton Insurance Co., Ltd. 
Eastern Insurance Co., Ltd. 
Guardian Assurance Co., Ltd. 
Queensland Insurance Co., Ltd. 



GENERAL 

GENERAL AGENTS: 

China Sugar Refining Co., Ltd. 
GENERAL MANAGERS: 

Hongkong Ice Co., Ltd. 

AGENTS: 

Ewo Cotton Spinning & Weav- 
ing Co., Ltd. 

Kung Yik Cotton Spinning & 
Weaving Co., Ltd. 

Yangtszepoo Cotton Mill, Ltd. 

Shanghai and Hongkew Wharf 
Co., Ltd. 

Shanghai Dock & Engineering 
Co.. Ltd. 

Bomba]^-Burmah Trading Cor- 
poration Co., Ltd. 

Nobel's Explosives Co., Ltd. 

Merrjweatfaer & Sons, Ltd. 

British and Chinese Corporation, 
Ltd. (Joint Agents). 

New York Lubricating Oil Co. 

National Gas Engine Co., Ltd. 

W. & T. Avery, Ltd. (Scales). 

Linotype and Machinery Co., 
Ltd. 

Audinet Lacroix Co. (Lyons). 

Evinrude Motors. 

Malabon Sugar Co., Ltd. 
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facturer does not have satisfac- 
tory trade connections at preSfent, 
advertising in the publications 
published in India that are read 
by the class of people he wishes 
to reach will put him in touch 
with reliable distributors and 
dealers. In India there are first- 
class newspapers and trade pub- 
lications which compare very fav- 
orably with our own, such as "The 
Times of India." "The Times of 
Ceylon," "The Indian and East- 
em Engineer," "Indian Businei:;," 
"Indian Motorist," and others. 

When the right distributor is 
obtained, assist him in procuring 
sales and promoting your business 
by a direct advertising campaign. 
Many American manufacturers 
make the mistake of allowing 
their agents to do all the sales 
promotion work themselves, but 
these distributors and dealers, with 
very few exceptions, do not cm- 
ploy the progressive sales methods 
that are necessary. 

In America our manufacturers 
are doing a p-eater business than 
ever in the history of the country, 
and at present their production 
is considerably less than the con- 
sumption, but this is abnormal 
and cannot last. So stop and con- 
sider this fact and then think of 
India, for when there will be an 
over-production here the immense 
outiet which India offers will 
prove a fertile field. However, 
this market cannot be developed 
in a day; it takes time, and here, 
especially today, is the time to 
prepare for tomorrow. 



A. D. STRAUS A CO. AP- 
POINTED BORDEAUX 
PAIR REPRESENTA- 
TIVES. 

For the Bordeaux annual fair, A. D. 
Straus & Co., of 18 Broadway, have 
been appointed official representatives 
in the United States. Special arrange- 
ments are under negotiation with the 
French Line, whereby the exhibits will 
be carried from New York to the 
Bordeaux fair and return at one-half 
of the tariff rates and the French 
Government has authorized all foreign 
exhibits to be entered "in bond" for 
the duration of the Bordeaux fair, af- 
ter which they ma^ either be sold in 
France upon acquittal of the regular 
customs duties or returned to their 
country of origin. 



COMBIERCIAIi TRAVELERS' 
LICENSES IN SWEDEN. 

The Swedish law provides that any 
foreigner desiring to sell merchandise 
in Sweden must apply to the Governor 
General of the Provmce, stating in what 
district or commune he wishes to oper- 
atCj giving his age and paying the pre- 
scribed fee of 100 crowns. The license 
is good for 30 days, the fee for renewal 
being 50 crowns for every succeeding 
period of 15 days. This license must 
be presented to the chief of police of 
the jurisdiction of the Province before 
commencing business. Failure to secure 
the necessary license is punishable by 
the imposition of a heavy fine. 

ABIERICAN CHAMBER OF 

COMMERCE IN LONDON 

URGES TWO- YEAR 

PASSPORTS. 

American business men abroad 
should have passports good for two 
years instead of six months, says a 
writer in the January number of 
"Anglo-American Trade," the month- 
ly publication of the American 
Chamber of Commerce in London. 

British passports even during the 
war were good for two years, with 
the privilege of extension for subse- 
ouent periods of two ^ears, whereas 
the two extensions permissible on Amer- 
ican passports make its total life only 
eighteen months. Since it takes about 
three months for an American abroad 
to get a new passport from Washing- 
ton, it is claimed that the American 
business traveler in foreign fields is 
at a disadvantage with his Britbh com- 
petitors. 

TWO CENT POSTAGE TO 
CUBA. 

Attention is directed to the fact that 
many ordinary letters are received at 
the consulate general at Habana from 
correspondents in the United States 
bearing 5-cent postage, the required 
postage being now but 2 cents on each 
letter. 

C. D. SNOVt^ TO HEAD COM- 
MERCE CHAMBERS FOR- 
EIGN DEPARTMENT. 

C. D. Snow has resigned his _posi- 
tion as Commercial attach^ at Paris 
to head the newly organized foreign 
department of the Chamber of Com- 
merce of the United States. 

INTERNATIONAL HOLIDAYS. 

The following list of holidays for the 
coming week taken from Bank Holi- 
days, etc., compiled by the Guaranty 
Trust Co., of New York, should be 
noted by firms transacting business by 
cable : 

THURSDAY, MARCH 11. 
A holiday in Don Republic, North 
Russia^ South Russia, Soviet Rus- 
sia, Siberia, Ukrainia and all odier 
parts of the former Russian ]^- 
pire. 

FRIDAY. MARCH 12. 
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ADVERTISING IN BRITISH MALAYA 

Trade Commissioner Forpler Discusses Media and Methods 
of Reaching the Consumer. 



THE growing demand in East- 
em countries for Western 
products, states Trade Commis- 
sioner Fowler in a recent Com- 
merce Report, calls for systematic 
schemes of intelligent advertising 
on the part of the producers. 
Some undeveloped opportunities 
for such enterprise present them- 
selves in the British Malayan ter- 
ritory, which comprises the lower 
part of the long, narrow peninsula 
forming the extreme southeastern 
portion of Asia, the northern part 
of Borneo, and several islands in 
the vicinity. 

In the Straits Settlements, the 
Federated Malay States, and the 
Protected Malay States west of 
the mountain range which divides 
the peninsula from north to south, 
the large bulk of the population, 
as well as the greater part of th< 
wealth, is centered, and any ad- 
vertising plan worked out success- 
fully for this territory can easily 
be adapted to the other and less 
thickly populated districts. The 
character of this population, which 
enters seriously into the problem 
of advertising, is indicated by the 
following official estimate of the 
different races living in the Straits 
Settlements, Federated Malay 
States, and Protected Malay 
States: European and Eurasian, 
1 per cent; Chinese, 42; Malaya, 
42; Indians, 13; and all others, 2. 

English, Malay, Chinese, and 
Tamil are the languages to be con- 
sidered in advertising ventures in 
this country. English is the lan- 
guage of the larger business of 
the ports and is spoken and read 
easily by all Europeans, and Eura- 
sians as well as by most Chinese 
who have reached a position of 
prosperity. Malay is divided into 
two advertising mediums, the 
script and the Roman characters. 
The former is the language of the 
sultans, rajahs, and tunggkus, 

* 'V the latter, which employs 
ters, has a very limited vo- 



cabulary with a large mixture of 
English and Portuguese to express 
objects and customs brought m by 
the westerners, and is the Malay 
of the villages and market places, 
the lingua franca of business be- 
tween natives. A constant stream 
of Chinese flows into British Mal- 
aya from Fukien Province in 
China, generally on contract to 
work in the tin mines or on the 
rubber plantations. Tamil is the 
language imported with the Tamil 
or Kling people from southern In- 
dia, who work on the rubber plan- 
tations. They know enough of 
their written language to read sim- 
ple words, and the advertising in 
Tamil is generally "written down" 
to the coolie class. Jaffna people, 
southern Indians of a much bet- 
ter type than the Tamils, who are 
employed as station agents and 
clerks in the railroad and other 
Government offices, and the Singa- 
lese (Ceylon men), who generally 
have a purchasing capacity above 
the average, also read the Tamil 
characters. 

There is no organization of 
agencies especially equipped to 
handle translation of American 
advertising. The small advertiser 
can depend on getting the over- 
time work of the few good trans- 
lators working for concerns do- 
ing sufficient advertising to war- 
rant them in training a staff, but 
for any considerable campaign of 
advertising this mattier would 
have to be studied on the ground. 

Eleven daily newspapers are 
published in Singapore, four in 
Penang, one in Ipoh, and one in 
Kuala Lumpur. The following is 
a complete list: 

Place of publication and name 
of paper, Singrapore: Straits 
Times; lansruagre, Engrlish; daily 
circulation, 4,000. 

Place of publication and name 
of paper, Singrapore : Singapore 
Free Press; language, English; 
daily circulation. 1,500. 
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Even When Compared 
With U. S. Newspapers 

LA NACION is a GREAT Newspaper. 

It buys $1,500,000 worth of paper a year 
through its United States Business Office. It 
carries in the United States a standing credit 
of one million dollars. It has editorial and 
business offices in Paris, London and New 
York, and advertising offices (not ''Special 
Agencies") in New York, Chicago and Boston. 

It spends from $30,000 to $40,000 a month 
for cable tolls. It has the cable service of 
The London Times, Associated Press, New 
York Times, New York World and the fea- 
ture service of the Public Ledger. 

LA NACION'S Fiftieth Anniversary Num- 
ber, published January 4th, contained 134 
pages, an accomplishment of such importance 
that its story was sent out to United States 
newspapers by the Associated Press. 

You buy a definite value when you buy LA 
NACION advertising space. 

LA NACION 

Buenos Aires, Argentina 

United States Business Office 

1 Wall Street, New York 

A. EUGENE BOLLES 
United States Adyeitising Director 
120 West 32nd St., New York 

JAMES A. RICE ^ CHARLES B. BLOUNT 

S8 East Wathington St., Chicago 444 Traoiont Building. Botton 
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Place of publication and name 
of paper, Slngrapore: Malaya 
Tribune; lang:uag:e, English; daily 
circulation, 1,300. 

Place of publication and name 
of paper, Sdnsrapore: Malaya Trib- 
une; langrua^e, Malay; dally cir- 
culation, 400. 

Place of publication and name 
of paper, Singapore: Utusan Ma- 
layu; lansruasre, Malay; daily cir- 
culation, 1,100. 

Place of publication and name 
of paper, Singapore: Koh Mln Yit 
Pao; language, Chinese; daily cir- 
culation, 2,000. 

Place of publication and name 
of paper; Singapore: Union Times; 
language, Chinese; dally circula- 
tion, 1,600. 

Place of publication and name 
of paper. Singapore: Cheng Nam 
Poh; language, Chinese; daily cir- 
culation, 800. 

Place of publication and name 
of paper, Singapore: Lat Pau; 
language, Chinese; dally circula- 
tion, 550. 

Place of publication and name 
of. paper, Singapore: Nanyo Nlch- 
Inichi Shimbun; language. Japa- 
nese; daily circulation, 1,600. 

Place of publication and name 
of paper, Singapore: Nanyo Oyo- 
bi Nihonjinm; language, Japa- 
nese; daily circulation, 882. 

Place of publication and name 
of paper, Penang: Penang Ga- 
asette; language, English; daily 
circulation, 1,500. 

Place of publication and name 
of paper, Penang: Straits Echo; 
language, English; dally circula- 
tion, 850. 

Place of publication and name 
of paper, Penang: Kwong With 
Yit Poh: language, Chinese; daily 
publication. 1,100. 

Place of publication and name 
of paper, Penang: Penang Sin 
Poe; language, Chinese; daily 
circulation, 600. 

The circulation of these papers 
is distinctly a class circulation, 
and, except for reaching the coolie 
class, the daily newspaper ranks 
first amo^g the advertising me- 
diums. The two Malay papers 
reach the official Malay class, 
hich is possessed of much money 
i spends it freely for Western 



manufacturers^ especially for house 
furnishings, jewelry, and automo- 
biles. The fact that a large part of 
the tin mining is done by Chinese, 
who, together with the Chinese 
plantation owners and merchants, 
have been successful and amassed 
large fortunes, which they spend 
freely, makes the Chinese papers 
important The Japanese papers 
of Singapore reach the Japanese 
business men, planters, and other 
Japanese residents. 

Advertising space in newspapers 
is very mu^ch in demand and good 
location hard to get, but the prices 
are not high as compared with pa- 
pers reaching a class of a simitar 
purchasing capacity in the United 
States. Advertisers having agents 
in Singapore would do well to 
place their advertising through 
them, as they will be able to get 
co-operation from the publishers 
that parties abroad could not get 
Due to impossibility of giving 
the necessary supervision with the 
available foreign staffs, castings 
from matrices are not satisfaan*-v. 
and unless mounted electrotypes 
are sent, advertisers from abroad 
should not expect much in the way 
of make-up or general typograph- 
ical excellence. 

The following is a list of the 
weeklies and monthlies published 
in British Malaya (all in Eng- 
lish) : 

Singapore. 

Federated Malay States Rail* 
way Timetable, circulation , 581 
weekly. 

Singrapore Free Press, circula- 
tion, 250 weekly. 

Straits Times circulation. 1,200 
weekly. 

St Andrew's Cathedral Monthly 
Messag-e, circulation. 350 mothly. 
Penang. 

Penang Gazette, circulation. 
200 weekly. 

Straits Echo, circulation, 100 
weekly. 

The advertising value of these 
periodicals is lessened somewhat 
by the fact that a considerable por- 
tion of the circulation is among 
ex-residents, who keep up with the 
news of the colony through- these 
mediums. The two tin and rub- 
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EL CAMPO INTERNACIONAL 

Spuiuh 

CAMPO ILUSTRAOO 

PertucocM 

TNE HELD ILLUtTIUTED 



TU AnaUCAN INTBNATTONAL 
PUBUSHEES mCOIPOItATED 



THEODORB N. VAIL 
Bm m mrt Ckahmtti 

nonraTfiGOviLLB 



EL CAMPO 

IKTEILKACIOK^AL 



Argentina expects to be 
able to expand her agricul- 
tural and stock raising out- 
put to triple the present 
volume within a few years 
by improvement of methods 
and increase of acreage. 

This is typical of the 
growth of the rich Latin 
American markets, with 
which EL CAMPO is so 
intimately associated. 

If you are interested in 
these markets (and all 
wide-awake exporters 
are) where 90% of the 
wealth is in agriculture, / ^ 
send for a copy of 
EL CAMPO and / 






ask how it ^ J^^"^ ^ 



can serve 
you. 
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ber journals are a particularly 
direct medium for reaching the 
planters and tin miners, who have 
much to say in deciding the ques- 
tions of purchase and type of a 
considerable quantity of machin- 
ery and hardware supplies. 

Two directories are published in 
Singapore, the Singapore and 
Straits Directory and the Dollar 
Directory. Preferred locations in 
these directories can be made very 
effective supplementary mediums 
in a broad advertising venture. In 
the Singapore and Straits Direc- 
tory there are some valuable mail- 
ing lists which could well be used 
in any advertising campaign di- 
rected to the better-class trade. 
Some of the more interesting are : 
Ladies' list; official lists; alpha- 
betical lists, mining companies, 
with staffs, etc.; plantation com- 
panies, with staffs, etc.; lists of 
commercial houses, with staffs, 
agencies, etc.; church organiza- 
tions, clubs, commercial organiza- 
tions, etc. 

About 10,000 copies of an official 
time-table (the Federated Malay 
States Railway Time-table, not the 
same publication, however, as 
listed above) are published in the 
Federated Malay States when 
changes in the running time of 
trains require it, and, though it 
has not yet received the attention 
of the American advertiser, its 
wide circulation should make it an 
exceller: medium. Another ef- 
fective field which is just opening 
up, is the use of posters in adver- 
tising. A poster company has 
been organized in Singapore, and 
though this organization is limited 
to the city of Singapore, wall 
space can generaly be secured by 
negotiations with owners of prop- 
erty. Shop advertising, in close 
connection with the selling cam- 
paign has brought good, results 
especially in the case of cigarettes, 
liquors, and milk and other food- 
stuffs. Chinese traditions lead 
this element of the population to 
place great stress on dates, so that 
calendars as a means of advertis- 
ing are more effective in British 
Malaya than in most Eastern 
countries, except China itself. The 

ni»r*»CQitv in Hailv hticin<>cc r»f hnr. 



monizing the dates of the Gre- 
gorian, Chinese, and Mohamme- 
dan calendars is another factor 
which lends importance to calen- 
dar advertising. 

In the judgment of good busi- 
ness managers many advertisers 
say far too much. The European 
population of British Malaya is of 
a good standard of intelligence, 
and is apt to look askance at 
highly colored statements of the 
virtues of goods. Plain state- 
ments of fact are more likely to 
insure purchases of goods, which, 
if found to comply with their ad- 
vertised merits, will be sought 
again. This is true everywhere, to 
a more or less extent, but in a 
very high degree in the East. 



C. STEVBNSON LBAVES RKM- 
INGTON ARMS. 

C. Stevonson has resigned his posi- 
tion with the Remington Arms V. M. C 
Co. He is now general manager of the 
Nafra Company, Inc., of 120 Broadway, 
New York. 

GUARANTY TRUST SBCURfiS 
NJBW QUARTERS. 

The Guaranty Trust Company o£ 
New York, 140 Broadway, contem- 
plates the erection of a new home, 
perhaps twenty-one stories high, at the 
northeast corner of Broadwa/ and 
I^iberty street, directly opposite its 
present quarters at the southeast cor- 
ner. For the purpose it has ac- 
?iuired at an estimated cost of between 
12,500,000 and $3,000,000, through 
ease and purchase, the properties at 
150 to 158 Broadway and 69 Uberty 
street. 

PARCBL POST CHANGES. 

The following changes in the foreign 
parcel post service have been an- 
nounced by the Post Office Depart- 
ment: 

Germany — Undeliverable and refused 
parcel P9st packages originating in Ger- 
many will be returned to origin at the 
expiration of 30 days from the date of 
their receipt at the office of address in- 
stead of first ascertaining the wishes of 
the sender. Undeliverable and refused 
parcels received in Germany from tiie 
United States will be treated in like 
manner. 

Panama-^The postal admin istration 
of Panama having agreed to the change, 
the maximum weight limit of parcel 
post packages exchanged between the 
United States and Panama has been 
increased from 20 pounds to 50 pounds, 
effective January 31. In connectuw 
with this increase in weight limit d 
parcels exchanged with Panama^ care- 
ful attention is invited to the c^-cua- 
stance that this increase involves ni 
modification in the maximum dimen* 
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FINANCING SHIPMENTS TO ECUADOR 



IViib a Few Observations on Her Customs, Storage and 
Insurance Procedure. 



T^HE increasing importance of 
* South America as a field 
for American commerce should 
bring with it a more intensive 
study of the technical methods 
involved in shipping to those mar- 
kets. The different customs pro- 
cedure, financial and insurance 
methods in vogue in the varying 
South American countries, while 
not necessarily affecting the ex- 
porter directly should have, never- 
theless, a more than academic in- 
terest for him. Methods which 
bring additional charges on the 
customer will, in the end, reflect 
upon the seller in this country. 
The following outline by Consul 
General Coding of Guayaquil, of 
some of the more important fea- 
tures involved in shipping goods 
to Ecuador should be of interest: 

In the import trade, he states, 
the commission for collecting 
clean items as well as documen- 
tary items is one-half of 1 per 
cent; the total cost of collecting 
such items on various other cities 
is 1 per cent. The commission 
charged for obtaining acceptance 
of bills not left with the local 
bank for collection is one-fourth 
of 1 per cent. 

The bill stamp charges amount 
to 1 per mille. This item is charg- 
ed to the drawee when the bank 
is so instructed. Otherwise it is 
deducted from remittance. There 
are no stamp charges on checks 
sent in payment of collections. 

Collection charges on bills 
drawn upon local merchants are 
generally paid by the drawer, if 
there is no arrangement between 
buyer and seller. It is not cus- 
tomary for the importer in Ecua- 
dor to assume any other supple- 
mentary payments and charges. 

Protests must be effected within 
24 hours after maturity, and pro- 
test charges amount to 8 sucrcs 
($3.89 at normal exchange). If 
items are paid after protest the 



charges are collected from the 
drawee. 

Local banks do not guarantee 
the payment of drafts accepted 
by approved firms. They will ac- 
cept consignments on condition 
that goods be surrendered against 
acceptance or payment of the 
draft. Parcels sent under these 
conditions are handled without 
extra charge. 

The Ecuadorian customs allow 
eight days after arrival of goods 
for making entry. The fine for 
failure to make entry within this 
time is 10 sucres ($4.86) ; the con- 
signee eventually pays the fine, if 
he accepts the goods. In the event 
the government stores the goods, 
double duty is charged on them. 
Within the peremptory time of 
two months from the day the 
goods are stored in the custom- 
house the interested party must 
ask for their delivery or rcship 
the goods. At the end of this 
period the administrator of cus- 
toms will serve notice on the own- 
er of the goods, after which, if 
they are not removed, they will 
be sold at auction with all legal 
formalities, in order that the cus- 
toms may cover itself for all du- 
ties and charges accrued. The law 
provides that the surplus, if any. 
will be paid to the interested 
parties. (Usually, however, there 
is no surplus.) The storage 
charges of the government amount 
to 6 centavos (not quite 3 cents) 
per square foot per month. The 
consignee customarily pays these 
charges if he accepts the goods. 
There are no public warehouses in 
Guayaquil; private ones are used. 

Drayage rates within the city 
limits of Guayaquil are 2 sucres 
($0.97) per ton. Private storage 
charges amount to 50 to 300 sucres 
($24.33 to $146) per month. 
Banks, if so instructed, will ar- 
ranfije for insurance on goods 
while in storage, ^ the premium 
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APPROVAL OFFER 



Let us tend you on approval our 1315 
page Directory of selected and reputable 
Foreign Firms seeking United States con- 
nections — also our Monthly Magazine. 
Keep it if you like it; send it back if you 
don't. No expense; no obligations. 



International Trade Developer, Inc., 
15 Park Row, New York, N. Y. 

Gentlemen : — 

You may send me the 16th Annual Edition (1919) Inter- 
national Trade Developer Annual — also copy of current num- 
ber ITD Monthly Magazine for Seven Days* Free examina- 
tion. There will be no charge whatsoever if I do not want 
the above and return it to Suite 918-19-20, 15 Park Row, New 
York City, not later than seven days after delivery. If I 
retain it more than seven days, you are to understand that 
I am using the above, find it of value and will keep it. 

You may bill me for it at the special price of Twenty- 
seven ($27.00) Dollars, which I promise to pay you on receipt 
of invoice. I understand that this is to include 12 issues of 
the ITD Monthly Magazine and one copy of the ITD 17th 
Annual Edition (1920). Also a six-line paragraph in the 
I. T. D. Monthly one issue. 
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Name Position 

Business Address 

City Phone Cable. 
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ranging, from 4J4 to 7J4 per cent, 
depending upon location. It is 
not customary for the consignee 
to pay private storage and insur- 
ance charges. 

If goods arrive in advance of 
the related documents, delivery 
may be obtained under a guaran- 
tee from a bank to the steamship 
company. The bank makes no 
charge for this service, but an ex- 
tension of time up to 00 days 
must be requested, at a cost of 
30 centavos ($0.16). 

A consular invoice is required 
on all shipments; no g6ods are 
delivered without it. No other 
documents are requisite; the orig- 
inal bill of lading is presented. It 
is customary to permit examina- 
tion of goods by drawee, under a 
bank guaranty. If bills of lading 
are made out "to order,'' con- 
signee may obtain possession of 
the goods without the bill of lad- 
ing, either under bank guaranty 
or by paying to the steamship 
company an amount equal to the 
value of the goods. To give the 
shipper absolute control of the 
merchandise, bills of lading should 
be indorsed to a bank. 

In case the clients of the local 
bank desire to sell the goods the 
bank instructs a responsible firm 
to attend to such sale for account 
of tfie drawer. If the shipper de- 
sires the return of the goods, he 
may so instruct either a bank or 
a forwarding agent. The reship- 
ment expense aggregates 15 sucres 
($7.30) per metric ton (Zl% cu- 
bic feet). Goods must first be 
cleared through the customhouse. 
No duty need be paid in such an 



event, but it is impossible to ob- 
tain refund of duties already paid. 

Drafts, to be collectable at their 
full face amount, should be stamp- 
ed "Plus all charges." The col- 
lection charges should be stated 
above the amount of the draft; 
these should also be mentioned in 
the letter in which the draft is 
sent. The local bank will then 
add these charges to the face of 
the bill and present the total 
amount to the drawee. If interest 
is to be included also, the draft 
should contain the phrase. 'Svith 
interest from date hereof until 
approximate date of repayment in 

(place) ." Local banks 

will undertake to remit proceeds 
of bills in United States dollars 
without loss of exchange; the 
phrase which should appear on 
the bill in such case is, "Payable 
at collecting bank's selling rate 
for chedcs on New York." 

In normal times the rate of ex- 
change is regulated by the banks, 
and is usually 207.5. At present, 
the government has established 
the rate on New York at 213. 
The rate of interest allowed ac- 
ceptors for retiring drafts is 6 per 
cent; this is not fixed by law, but 
is customary. 

The only charge for the return 
of dishonored items, other than 
the protest fees mentioned above, 
is a bank commission amounting 
to one- fourth of 1 per cent, and 
revenue stamps at the rate of 1 
per mille. Pa3rment of such 
charges may be made through any 
American correspondent of the lo- 
cal bank. 



Industrial Traffic Managers' College 

A-TOP TKIBUNB BUIIiDINO, NEW YORK, N. Y/ 

Special short cnt course giuu-anteed to qu alify yon to BE A 
DOMESTIC, EXPORT AND IMPORT TRAFPIO MANAGER 
IN A SHORT TIME — ^At a lofr costH-Papnents arranged to 
snit yonrself . 

Phone Beekman 080 
BVENING CliASSBS PERSONAL INSTRUCTION BY BIAIL 
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DIRECT REPRESENTATION 

through Our Branch Offices 
and Native Salesmen Cover- 
ing All Foreign Markets. 



RETAIN YOUR 
IDENTITY 

We sell your Goods 
under your name sub- 
ject to your instruc- 
tions, prices and terms. 

We offer our services 
as your own direct 
foreign salesman. 



CENTiM. AMERICAN HEADQUARTERS 
Sm JMt. Costa Rica 



WE ARE OPEN FOR LINES OF 

COnON GOODS, 

HOSIERY, UNDERWEAR 

CANNED FISH, HARD- 

WARE, ETC. 



J. F. SALAZAR. Q. 



ONLY NON- COMPETITIVE UNES 
REPRESENTED 



DKQIQCER'-ECHEVERRIA e'COJtw. 

66 Loonard ^t..in^9<rz3d by Google 



THE "COMBINATION EXPORT 
MANAGER" 

IVhai He Is and What He Can Do For the American Exporltr. 

By C. J. NORTH. 



I N a previous article in Export 
■ Trade certain of the more ob- 
vious advantages and disadvan- 
tages were set forth of ^deavor- 
ing to sell goods in foreign mar- 
kets through the medium of the 
"combination" foreign salesman. 
It will be remembered that he 
was described as a man who, 
without being affiliated with any 
organization, offers to sell the 
lines of a number of non-compet- 
ing manufacturers in certain for- 
eign territories on the basis of a 
fixed commission for each sale. 
The manufacturers, furthermore, 
pay the expenses of the salesman's 
trip on a pro-rata basis. 

There is another type of man 
who fills somewhat the same role 
as the "combination" foreign 



salesman, but who fills it much 
nearer home. This type may be 
called the "combination export 
manager," or manufacturers' ex- 
port agent. This latter appella- 
tion has come to apply more 
largely to a certain phase of bus- 
iness connected with the export 
commission house, although there 
are a number of manufacturers* 
agents, pure and simple, who fill 
a widespread need. For our pur- 
poses, however, the former term 
will be used as distinct from the 
latter type. 

What is the "combination ex- 
port manager"? Briefly, like the 
"combination" salesman, he is a 
free lance who offers to develop 
export business for a number of 
non-competing manufacturers. 
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KING OF INKS 



Make your OWN INK 
by using our 

POWDERED INKS 

Quality Superfine 



KING'S INK COMPANY 
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Mr. E. C. Olds, 

Exporters' Encyclopaedia Company, 
80 Broad Street, City. 

Dear Sir: 

I would like to send you a note of appreciation of the 
Exporters* Encyclopaedia, which seems tome to fill a need which 
exists in the export trade for some publi^cation which not only 
gives the exporter in book form the information he needs as to 
the requirements of various foreign markets, but also keeps 
this Information up to date by a monthly publication. 

I have used the Encyclopaedia for a great many years, and 
I do not consider that any exporter, whether he is a manufac- 
turer or a commission merchant, can be without this valuable 
publication. There is practically no question arising in con- 
nection with the technique of exporting which cannot be 
promptly and accurately answered by reference to the Ency- 
clopaedia. 

Trusting you will have a prosperous New Year. I remain. 
Yours sincerely. 

President. 
CAR. EBB 
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The Book That Moves 80"" 
of American Exports 

Over 80<j() of the country's manufac- 
tured exports are sent by firms that use 
the EXPORTERS' ENCYCLO- 
PAEDIA in foreign shipping and ac- 
counting departments. 

For example, the American Express 
Company uses 11 copies; Goodyear Tire 
and Rubber, 7 copies ; National City Bank, 
6 copies; United States Steel Products 
Company, 6 copies. There are 5,000 sub- 
scribers in all. 

The 1919-20 EXPORTERS' EN- 
CYCLOPAEDIA is just off the press 
(15th edition). It is up-to-the-minute as 
it appears, and is kept up-to-the-minute 
by the ''Correction notes" published in 
our magazine EXPORTERS' REVIEW. 
Subscription to the ENCYCLOPAEDIA 
is $10.00, including the EXPORTERS' 
REVIEW. 

Send your check and order to 

Exporters' Encydopaedia Co. 

80 Broad Street New York City 
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PITT & SCOTT, Inc. 

ESTABUSHED 1876 

60 PEARL STREET, NEW YORK CITY 

Telephone, Broad 1550-1-2 
156 STATE ST., BOSTON, MASS. 

London Liverpool Glasgow Paris Havre 
Reliable agents ihroughoui the world 



Forty-three years' experience as foreign freight 
forwarders enable ns to offer American Manu- 
facturers the best possible service and rates on 
export shipments to any part of the world. 

Individual and personal attention to all consign- 
ments, small or large. 

Correspondence regarding rates on express, 
freights groupage, or contract freight service in- 
vited. 

Lowest through freight rates quoted and bills of 
lading issued to all parts of the world. 



Foreign Freight and Express Forwarders and 

Custom House Brokers For Every 

Part of the World 



PITT & SCOTT, Inc. 
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These may number from a very 
few up to seventy or eighty, al- 
though when this latter number 
is reached the "combination ex- 
port manager" generally ceases to 
act as an individual, and in his 
place we find a full-fledged firm 
of manufacturers' agents with 
numbers of different departments 
for different lines, and probably 
foreign offices and a large corps 
of salesmen. 

To return, it may now be asked 
what the "combination export 
manager" is supposed to do for 
the manufacturer whose line he 
takes over. Of course, his duties 
vary in accordance with the sort 
of contract he has entered into 
And these contracts vary widely. 
Some of such agents merely dis- 
tribute catalogues and other ex- 
port propaganda to commission 
houses and foreign buyers, others 
carry on direct correspondence as 
well with foreign buyers, keep 
samples and exhibit them to such 
buyers when they come to the 
United States; others still not 
only perform the above but attend 
to all the details, including the fi- 
nancing of shipments, and advise 
the manufacturer as to matters 
connected with his export policy. 
In general, it may be stated that 
to earn the title of "combination 
export manager" a man should be 
prepared to assume the duties 
which would normally fall to the 
lot of the export manager of a 



manufacturing firm. Indeed, he 
should regard himself in each of 
the lines he represents as an ex- 
port manager working on part 
time, so to speak, and as such 
should be prepared to spend a 
certain amount of time in the fac- 
tory of each of his principals in 
order to familiarize himself with 
his production and business meth- 
ods. 

Last, but not least, on what ba- 
sis does the export manager earn 
his livelihood? Here there is a 
close resemblance to the "com- 
bination" foreign salesman, for, 
like him, our export manager 
charges a certain commission on 
all sales secured. And whereas 
the salesman pro rates his travel- 
ing expenses among the manufac- 
turers whose lines he is handling, 
so the "combination export man- 
ager" divides the expenses of 
office upkeep and the expenditures 
in endeavoring to develop export 
business among his clients on the 
same basis. In this connection it 
may be remarked that the offices 
of a "combination export man- 
ager" are usually located in New 
York or some other large port, 
and range in size from a single 
desk in a single room to a large 
office with the usual array of 
clerks and stenographers, and 
even display rooms for his clients* 
samples. This latter stage of op- 
ulence is generally reached only 
in the case of commission houses 



EXPORTERS and MANUFACTURERS 
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said countries. 
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MASON, FENWICK AND LAWRENCE 
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and the larger manufacturers' 
agents referred to above, and 
they, of course, do not directly 
charge their clients for the main- 
tenance of their offices. 

We now come to the advan- 
tages connected with dealing with 
a ''combination export manager," 
instead of forming an export de- 
partment of one's own. First of 
all is the matter of economy in 
cost. Starting an export depart- 
ment, particularly in the case of 
the smaller manufacturer, is apt 
to be an expensive proposition, 
when the salary of the export 
manager and his assistants togeth- 
er with other incidental expenses, 
are taken into consideration, and 
so it is often easier to pay, with 
ten or a dozen other manufactur- 
ers, the office and publicity ex- 
penses of a "combination export 
manager," which conceivably may 
not be one-tenth as much. 

A second advantage which op- 
erates particularly to the advan- 
tage of the smaller inland manu-. 
facturer who cannot afford to es- 
tablish a branch in any one of the 
great centers, may be stated as 
follows: The office of the "com- 
bination export manager" is usu- 
ally located, as mentioned before, 
in one of the large ports — gener- 
ally New York— where are situat- 
ed the bulk of the export com- 
mission houses, and where for- 
eign buyers in great numbers 
come every year. Being on the 
ground and generally enjoying 
good connections with most of 
the commission houses, he meets 
many of these foreign buyers, and 
in this way can pick up many ex- 
port orders, both through them 
and the commission houses, which 
would never fall to the lot of the 
inland manufacturer. 

Finally, there is a third advan- 
tage in employing a "combination 
export manager." Just as the "com- 
bination" foreign salesman in pre- 
senting his case to a manufactur- 
er, whose line he wishes to repre- 
sent, can lay claim to previous 
experience as a salesman, so our 
export agent can generally qualify 
as conversant with the details of 
export practice. When such is 
the case he can bring this knowl- 



edge to bear in favor of the man- 
ufacturer far better than many 
export managers, who have not 
had similar advantages. 

We come now to the disad- 
vantages from the manufacturers' 
standpoint of using the "combi- 
nation export manager" to devel- 
op his export business. And here 
we come at once to the same ob- 
jection as that which militates so 
strongly against employing a 
"combination" foreign salesman. 
Expressed briefly, when a man is 
representing fifteen or twenty non- 
competing but varying lines, he 
will in the very nature of things 
give more attention to some lines 
than others. For instance, if he 
finds that a line of hosiery wins 
immediate favor, he will concen- 
trate his efforts on that for the 
sake of immediate profit, to the 
exclusion of, let us say, a line of 
hardware, a sale for which would 
have to be more deliberately built 
up. Judged in the extreme, it 
mfght be that three lines would 
be pushed and five almost neglect- 
ed, for the temptation inevitably 
arises to subordinate the interests 
of the manufacturer to immediate 
and lasting returns. It is true 
that the highest types are not apt 
to be guilty of this practice, but 
it is, nevertheless, a tendency 
which must be watdied. 

And it can be watched. While 
the "combination" foreign sales- 
man is thousands of miles away, 
the "combination export manag- 
er" may be visited at any time. 
Further than that a manufacturer 
should at all times keep a keen 
eye on him, which means that he 
should never expect to hand over 
his export business to an agent 
of this kind, and by thus shifting 
the whole burden *on to him, rid 
himself of all responsibility for 
its success. On the contrary, the 
manufacturer should always fol- 
low up his export business, not 
only from the factory end, but 
also from the point of view of 
the agent himself. Thus he should 
keep in close personal touch with 
the agent through visits, at which 
time policies and practice should 
be discussed, and conversely the 
agent should be frequently invited 
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Some Phases of Service 

Bills negotiated and handled for 
collection. 

Contracts for exchange concluded. 

Foreign moneys bought and sold. 

Cable orders for payment exe- 
cuted in all parts of the world. 

Commercial Letters of Credit 
granted. 

Traveler's Letters of Credit and 
Traveler's Checks issued. 

Drafts issued on all points. 



Deposib Resources^ over 

$171,000,000 $280,000,000 

Branch at Buenos AireSy Argentina 
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Why Exporters Arej 

I Boston is an open gateway for your j 
export shipments. 

Tf It does not get clogged, afflicted with 
high terminal costs and delays in 
clearance. 

1[ You might be surprised to learn that 
you can reach about every impor- 
tant oversea destination via Bos- 
ton, direct or with transhipment. 

If Every agency stands ready to attend 
to your exports at Boston: Steam- 
ship lines, foreign freight agents of 
Boston railroads, forwarders, 
banks. 

1[ If you don't know them; write us and 
we will put you in touch with them. 

COMMISSION ON FOREIGN . 

COMMONWEALTH ( 

95 MILK 

BOSTOl 
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Turning To Boston 

, ^ Because Boston steamship lines and 
banks are organized to take care of 
exporters better than elsewhere. 

Tf Because Boston gives them prompt 
clearance of their goods. 

T[ Because your goods are not rehandled 
by lighters. In Boston, car comes 
alongside ship. 

1[ Because Boston's export rail rates are 
the same as to New York. 

1[ Because Boston's ocean rates are 
often the lowest of any port on the 
Atlantic seaboard. 

1[ Why not you? 

rO DOMESTIC COMMERCE 

MASSACHUSETTS 
TREET 
LA.SS. 
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Telephones t BrcMidt 
1464-1465-1466 

Cable AddreMS RBE»*0'W 

Reeve & Charlwood 

INCORPORATKD 

42 Broadway* New York 

38-40-42 9. Dearborn St^ 

Cblcaso 

FOREIGN FREIGHT 
CONTRACTORS 

Forwarding Asenta 

Custom House Brokers — Marine 
Insurance. Consular Docu- 
ments Arranged for All 
Countries. Carload Shipments 
Distributed C. O. D. Col- 
lections Made. 

THE OPPORTUNITY OF 
QUOTING ON YOUR SHIP- 
MENT IS SOLICITED. 

Correspondence Invited 



Bentley^s 

CODE 

Improved 

enables you to express 
yourself exactly as 
desired. Never Fails. 

The Cipher Words Are 
CONSECUTIVELY 
NUMBERED 

bsitt M Gcttiu tk« 
IMPROVED EDITION 

Bentley Code Co. af the U. S. 

WMhrwthBl^. . lfEWTORK.U.S.A. 

Cuhl€ Addrmsa 
'*AUiedcode, New York." 



to^ the factory, where familiarity 
with the line can be developed 
through watching its production. 
By this means an esprit de corps 
will be created, which will result 
in the sale of goods. If r )t at 
least the manufacturer wil! b" able 
at once to place the blame where 
the blame is due — and it may or 
may not be the "combination ex- 
port manager." 

After all, in this occupation, as 
in nearly every other, it is the 
personal factor which counts. If 
a manufacturer chooses the right 
sort of man — and there are plenty 
of them in New York today — ^he 
can be almost sure of success. But 
he should also remember that be- 
sides the cardinal virtues— of 
shall we say — sobriety, honesty 
and industriousness — the agent 
should also be possessed of keen 
technical knowledge of exporting, 
sales experience and, above all, 
willingness to co-operate. Before 
choosing a "combination export 
manager," therefore, the manufac- 
turer should make his acquaint- 
ance and try to judge if he has 
these qualities. If careful inves- 
tigation satisfies the manufacturer 
that he has the sort of man he 
would employ as his own export 
manager, he mav regard the time 
as near when he can count on 
profits from his foreign trade. 

THE CXTRRENOr SYSTEMS OV 
CHINA AND INDIA. 

Two Paragraphs Setting Forth the 
Bssentials Regarding Them. 

TN a discussion of the gold sit- 
*- nation the Guaranty Trust 
Company recently had a few 
words to say regarding Chinese 
and Indian systems of currency 
and banking, which may well 
prove valuable, to those interested 
in the financial aspects of foreign 
trade. 

A few words are in order, it says, 
as to currency and banking condi- 
tions in China and India. The 
first named may be dismissed 
briefly. There is no unified, sys- 
tem of currency or banking, still 
less well developed credit machin- 
ery. Numerous coins of various 
sorts of mtetals and of .various 
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weights of the same metal circu- 
late, and altogether monetary con- 
ditions are almost primitive. The 
bulk of .the coins, in terms of 
valute, are silver or copper, while 
gold payments, when made, are 
made by means of bars or of 
foreign coins. Notes are to be 
found to a certain extent, but it 
may be said that China is a "hard 
money" country, with enormous 
powers of absorbing the precious 
metals among its 400,000,000 in- 
habitants. 

Conditions are in some respects 
different in India. In 1898 the 
Royal Government set up a gold 
exchange standard, with 15 sil- 
ver rupees the equivalent, as ten- 
der, of a pound sterling. The 
hand-to-hand currency of the 
country, aside from base metal 
coins, for all practical purposes 
consists of silver rupees and gov- 
ernment notes, the latter issued 
with a backing of silver and gold 
held in India, gold held in Lon- 
don, and Indian and British Qr-- 
ernment "securities." In otL 
words, part of the issue is ha^ 



ciary, or pure credit money. When 
the war broke out, as for some 
time previous, the fiduciary issue 
was 140 million rupees, which on 
July 31, 1914, amounted to 18.5 
per cent of the total circulation 
of 754 millions. Beginning with 
February, 1916, this was by stages 
rapidly raised until, on January 7, 
1920, it amounted to just one bil- 
lion rupees, constituting then no 
less than 53.7 per cent of the 
greatly enlarged circulation of 1,- 
862,100,000 rupees. Before the war 
the notes were always convertible 
into specie; in practice this is no 
longer unqualifiedly the case. In 
the lower denominations th\ey are 
unlimited legal tender, but the na- 
tive dislike for anything but hard 
money has in the past made it 
politically and economically high- 
ly desirable that convertibility be 
maintained. 



ISSUBS PAMPHLET ON IN- 
COMES TAX. 

The Mechanics & Metals National 
ink, 20 Nassau street, New York, has 
ued a book, "Seventy Points on the 
come Tax." 
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"The Indian Motorist" 

Published Monthly at Calcutta. 

Accurately and clearly each month brings to 
its 10,000 readers an interesting story of motor mat- 
ters throughout the wor)<* 

Your message is r- itially important to them 
~ your product is neec. ad your market ready. 

There is no better i«.^dium of introduction for 
motor and accessory manufactures to the buying 
power of India. 

Advertising rates and sample copies sent at a 
word from you. 

Published by 

T. Campbell Howes Publishing Co. 
Calcutta, India 
Sole Agents for U. S. A. 

British and Colonial Press, Inc. 

Cunard Bklg., Chicago ISO Nassau St.. New York 
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EXPORT TRADE 1 

AND EXPORTERS' REVIEW \ 
Registered U. S. Patent Office 
A Weekly News Magazine for Ex- 
porters and Manufacturers 
ASHWBLL., DAVIS A CO^ INC^ 

PwbUahera 

160 Namaii Street, New Ymrk City 

Editor and Publisher 

T. W. AflJiwell 

Managing Editor Advertising Manager 

C. J. North H. J. 'Wandless 

Contributing Editor 

Wolcott P. Chapman 

Issued Bverx Saturday 

SnbscrlptloB $8.00 a year 

SliMgle Copies lOe 

Articles and notes on export subjects 
are invited, but responsibility is not 
assumed for the safe return of material 
submitted. Return postage should be 
c nclosed. 

THE CX)NSOIJDA'nON OP 
EXPORT TRADE AND EX- 
PORTERS* REVIEW. 

AS announced in last 
week's issue of Export 
Trade, with this issue, Export 
Trade and the Exporters' Re- 
view are consolidated as one 
magazine. 

Subscribers to the Review 
may find the new form at 
first a little strange, but we 
feel confident that very short- 
ly they will be as enthusiastic 
over the convenient size and 
general typographical make- 
up as the readers of Export 
Trade have become. 

The advantages of having 
the magazine published week- 
ly are obvious. The greater 
frequency of issue is of par- 
ticular value to subscribers to 
the Exporters' Encyclopaedia, 
which is published annually. 
The correction notes which 
^'^en the Encyclopaedia up to 
and which have been one 



of the leading features of the 
Review appear on another 
page of this issue and will 
appear regularly hereafter. 
As a medium of informa- 
tion and exchange of views 
on all subjects relating to 
Exporting, Export Trade 
and Exporters' Review occu- 
pies a unique position, and 
by the consolidation the 
subscribers and advertisers 
of both magazines will be 
greatly benefited. 



SPECIAL ANNOUNCEMENT 

REGARDING SUPPIiE- 

MENTS. 

SOME time ago the Ex- 
porters' Review an- 
nounced that special supple- 
ments would appear from 
time to time dealing with the 
commercial aspects both of 
the new states created by the 
peace treaty and those other 
countries — particularly of 
Central Europe — ^where trade 
conditions were most pro- 
foundly changed. 

The fact that the Export- 
ers' Review has been consol- 
idated with Export Trade 
will not alter this plan. In- 
stead of '* supplements" spe- 
cial numbers dealing with 
these territories will appear 
at intervals, beginning in the 
near future. The numbers 
will contain valuable mate- 
rial relating to the commer- 
cial needs, purchasing power, 
transportation and financial 
problems of these territories. 
Their methods of doing busi- 
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ness and the best means of 
building up export trade with 
them will be fully discussed. 
These special issues will be in- 
valuable to all who contem- 
plate establishing trade rela- 
tions in this field. 

In the meantime do not for- 
get that much useful infor- 
mation along these same lines 
will be found in regular is- 
sues of the magazine as occa- 
sion arises. 



RECIiAIMINO WAR OAHGOES 

C^XPORTERS in this country 
•■-' who, during the war, had 
goods seized by the allies on 
the ground that such goods were 
destined for enemy countries, may 
be cheered by the news that Great 
Britain has announdbd that she is 
prepared to give up the seized 
goods or to pay compensation 
therefor if a legal claim can be 
substantiated. 

The method of procedure, ac- 
cording to the Journal of Com- 
merce, will be about as follows: 

Practically all east-bound goods 
will be released on presentation 
of documents of title and fuU sets 
of bills of lading, together with 
invoices, when possible, but as to 
certain cases the Procurator Gen- 
eral desires to obtain Prize Court 
decisions in order to clear up the 
principles involved. 

As to west-bound goods, these 
will be released on evidence of 
payment having been made; de- 
posits will be released on proof 
that the goods have been paid for 
prior to the deposits having been 
made, and goods bought on run- 
ning account really eflFected pay- 
ment 

Applications will now be receiv- 
ed by the Assistant State Secre- 
tary for the release of goods on 
the reimbursements of deposits. 
The claims thus must go forward 
in regular course through the 
Statte Department 

What success exporters will 
have in recoverinflr their losses re- 
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mains to be seen. While there is 
no doubt that Great Britain will 
be guided by principles of justice 
in the matter, she has declared 
that there is no chance of recov- 
ering damages for goods really 
intended for enemy countries. As 
a mat^r of fact most of these 
were seized and confiscated, but 
it is likely that differences of opin- 
ion will arise in the case of goods, 
the status of which is undeter- 
mined. 

At best it is going to take a 
long time to get a settlement in 
the case of legal claims, and it is 
plain that the greatest amount of 
patience and forbearance should 
be exercised in arriving at an 
equitable adjustment 



CHRISTIANIA FAIR RBGULA* 
TION8, 

The Bureau of Foreign and Do- 
mestic Commerce has announced that 
printed copies of the regulations gov- 
erning the Building Materials Exhibi- 
tion to be held at Christiania, Nor- 
way, from April 19 to May 3, 1920, 
may be obtained from its main office 
or its district and co-operative offices 



BELGIUM RENEWS ECONOMIC 
ACTIVITY 

Exchange Difficulties Faoors Trade With Germany According to 
Brussels Consul. 



NONE of the warring countries 
in Europe has resumed its 
economic activities to the same 
extent as Belgium, is the opinion 
of Consul Henry H. Morgan of 
Brussels, and in no country on 
the continent is the spirit of un- 
rest less apparent 

Immediately after the armistice 
was signed the farmers commenc- 
ed intensive cultivation, with the 
result that all the last season's 
crops were almost up to their av- 
erage pre-war production ; and the 
different industrial concerns start- 
ed to rebuild their destroyed fac- 
tories with such material as was 
procurable. Such factories as 
were not destroyed and could pro- 
cure, or had at hand, the neces- 
sary raw material, at once start- 
ed operations, and others follow- 
ed as fast as raw material be- 
came obtainable. In Ghent, for 
instance, over 50 per cent of the 
cotton factories are now in op- 
eration. The glass factories in 
and around Liege are working to 
their fullest capacity. The pro- 
duction of coal has now reached 
90 per cent of its pre-war out- 
put, coke about 60 per cent, and 
cement about 40 per cent These 
industries, glass factories, and 
coal mines were practically un- 
touched by the Germans during 
their occupation, but the cotton 
and spinning mills were all prac- 
tically dismantled and several 
hundred thousand spindles were 
destroyed. 

The iron and steel industries 
show a production of only about 
18 per cent of their pre-war out- 
put, but this is not astonishing in 
view of the fact that practically 
all the mills of the country were 
dismantled during the German oc- 
cupation and a very large per- 
centage of their plants either sent 
to Germany or destroyed. It is 



only through the energetic activi- 
ties of the Service de la Resti- 
tution Industrielle, under the di- 
rection of the Ministry of Eco- 
nomic Affairs, that a very large 
amount of the machinery has been 
returned to Belgium, which has 
enabled the industry in question 
to get into operation at alL 

Upward of 50,000 tons of ma- 
chinery of one class or another 
has, up to the present, been re- 
covered from Germany, but a con- 
siderable percentage of this was 
in such a damaged condition as 
to render it unserviceable, and it 
will be at least two or three years 
before the iron and steel indus- 
try will be in a position to equal 
its pre-war output 

An earnest disposition on the 
part of the working classes has 
been shown to resume their pre- 
war activities, and there is now 
only a small percentage of the 
population receiving government 
aid, in comparison to those re- 
ceiving such aid at the termina- 
tion of the war. The great diffi- 
culty which the country has had 
and will have to contend with is 
the question of exchange and 
transportation; for all raw mate- 
rial has to be imported from for- 
eign countries, principally at pres- 
ent from the United States, and 
all classes of industry hesitate to 
make purchases in dollars at the 
low rate prevailing. 

The owners of cotton factories, 
anticipating after the armistice 
was signed that the franc would 
possibly still further depreciate, 
were farsighted enough to con- 
tract for a large quantity (about 
40,000 bales) of cotton from the 
United States, and all the con- 
cerns which participated in this 
purchase at the rate of between 
6.25 and 6.50 francs to the dollar 
now find themselves in a very 
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TRADING IN A FOREIGN FIELD 

is profitable when we handle your shipments. A 
profitable shipment demands minimum rates and 
maximum service. Our established connections in 
all foreign countries, plus our shipping affiliations 
in this country, enables us to give low rates and 
satisfaction to both shipper and consignee. 
Your shipping problems are of interest to us. 

Official Forwarders to 

NATIONAL ASSOCIATION OF MANUFACTURERS 

OF THE U. S A. 

Membor of 

NEW YORK PRODUCE EXCHANGE 

STEAMSHIP FREIGHT BROKERS' ASSOCIATION 

MUTUAL SHIPPING SERVICE, Inc. 

35 South William Street New York City 

79 Milk Street Boston, Mats. 



Digitized by 



Googk 



30 



INSURE 
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Marine insurance 
policies and certifi- 
cates are right when 
underwritten by us. 
The expert knowledge 
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favorable situation. But this is 
only a temporary relief. In 
March, 1919, when the rate of the 
franc was so much more favor- 
able than it is at the present dme, 
it would have been possible for 
the United States to supply Bel- 
gium with nearly everything which 
it needed, but American mer- 
chants and manufacturers on the 
one hand declined to consider any 
proposition which did not provide 
for cash payment on board, and 
the- Belgian merchants and manu- 
facturers on the other hand in- 
sisted upon taking the goods on 
consignment or long credit, with 
the result trade came to a deadlock. 
The Belgian franc has increased 
in purchasing power as r^^ds 
France and SwiUerland as a re- 
sult of the exportation of coal 
from Belgium to these countries, 
Belgium will be compelled to pur- 
chase raw material and machinery 
in very large quantities to rehabil- 
itate its industries, and its cur- 
rency is bound to decrease in 
value unless it is able to obtain 
a long conmierdal loan. If Bel- 
gium can obtain this loan from 
America, unless it is stipulated 
that its purchases shall be made 
in the United States, it will en- 
deavor to obtain from Germany 
whatever that country can pro- 
vide, as the depreciated currency 
of Germany will enable it to pur- 
chase at much lower prices than 
from any other country. Indeed, 
already millions of francs wortii 
of machinery and c^tuffs have 
been bought from Germany. In 
the Belgian occupied territory at 
Aix-la^hapelle, Crefcld, and 
Wiesbaden, a commercial organi- 
zation is established to put Bel- 
gian merchants in conununication 
with German firms, and their plan 
of operation has been very suc- 
cessful, resulting as above men- 
tioned in the purchase of millions 
of francs of German goods. 



MARK SHELDON ADDRKS8BS 
CUAMBESR OF COMHESRCB. 

At a recent meeting of the Chamber 
of Commerce of the Stetc of New York, 
Mark Sheldon, Trade Commissioner 
from Australia, delivered an interesttsc 
-jj ua..^ i:-»- At*.^^ ur««> 
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TO OPBRATB AS RBBVB SHIP- 
PING COMPANY AFTER 
MARCH IB. 

Reeve ,& Charlwood, Inc., Foreign 
Freight Contractors and Forwarders of 
42 Broadway, New York, announce 
that as Mr. Charlwood is no longer 
connected with the organization, it will 
operate as the Reeve Shipping Com- 
pany after March 15. 

CHINA'S liACK OF TRANSPOR- 
TATION. 

Speaking before a meeting of the Ex- 
port Managers' Club of New York on 
February 3, two weeks or so before a 
similar address before the American 
Manufacturers' Export Association. Mr, 
Tulean Arnold, foreign trade adviser 
lor the United States government in 
China, brought out the fact that of the* 
400,000,000 inhabitants of China, six- 
sevenths live in the great river plains 
of the Yangtze, which constitutes 
about one-third of the territory ot 
China. The reason for this is lack of 
rail transportation. In all China there 
are only 6,500 miles of railways as 
compared with 260,000 miles in the 
United States. When more rail- 
roads are built the great fertile plains 
and valleys comprising part of the two- 
thirds of China now practically unin- 
habited, will be the center of large mi- 
grations of people. The result will be 
remarkable opportunities for develop- 
ment 

marine: TRANSPORTATION 
ASSOCIATION BLBCTS OF- 
FICERS. 

At a recent dinner of the Marine 
Transportation Association held at the 
Hotel Commodore in New York City, 
the following officers of the associa- 
tion were elected: President, Halvor 
Jacobsen, p^eneral passenger agent of 
Scandanavian American Lme; vice-pres- 
ident, F. G. Heller, Sanderson & Son; 
secretary, George B. Kelley; treasurer, 
J. B. Behar, Italian Line; board of gov- 
ernors, Charles H. Fecke, Cunard Line; 
L. E. Archer, I. M. M.: W. G. Fipch, 
Panama Line; B. E. Bertram, New 
York & Argentine Line; H. R Barr, H. 
K. Barr & Co.; George H. Wells, 
George H. Wells & Co.; C. W. Kenick. 
Cunard Line. 

INTERNATIONAL HOLIDAYS. 

The following list of holidays for the 
coming week taken from Bank Holidays, 
etc., compiled by the Guaranty Trust 
Company of New York, should be noted 
by firms transacting business by cable: 
SUNDAY, MARCH 21: 

A holiday in India and Japan. 
MONDAY, MARCH 22. 

A holiday in Porto Rico. In the 
United States: South Dakota. 
TUESDAY, MARCH 23: 

A holidav in Egypt and New Zea- 
land (Otago and Southland). 
THURSDAY, MARCH 25. 

A holiday in Austria, Brazil, Finland, 
Germany, Hungary, Malta, Poland, 
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ATTENTION, EXPORTERS 

FACTS concerning spee^ip* shipment and substan- 
tial saving on Exportl&d Domestic shipments 
will be presented on this page. While these 
facts will concern the unusual, world wide and dollar 
saving service afforded by the 

Trans -Continental Freight Co. 

They will also concern each individual shipper who 
appreciates service which saves and satisfies. Fact No. 
1 is that during the last three years this — t^ service 
which is different — has increased fivefold. 
Why? Friend, that^s the very object of these Export 
Talks — ^to present the factors which have caused our 

Consolidated Carload Shipping Service 

to receive the attention of exporters 

The Exporters' Hand Book 
Free on Request — Write for it. 
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THE MENACE TO OUR FOREIGN 
TRADE 

IVhai the Congressional Cut in Department of Commerec Appro* 
priations Will Mean to American Export and Import Interests, 

By GEORGE E. HOLT 
(Formerly of the American Consular Service.) 



¥ S our Congress suffering from 
•■• mental disability, and are 
American business men engaged 
in foreign trade, asleep? 

Such would seem to be the case, 
in view of recent Congressional 
action on our foreign trade ap- 
propriations, and the apparently 
small noise made by American 
business against it. 

I am glad to have an opportur 
nity to use these columns for a 
presentation of the situation as I 
see it today — and perhaps, to 
arouse some interest in this 
Sword of Damocles which is 
hanging over our commercial 
head. It is almost inconceivable 
to me that any Congress could 
deliberately plan the assassination 
of this country's foreign trade — 
yet that is precisely what is being 
done. I have pointed out in pre- 
vious articles the value of our con- 
sular service to the development 
of foreign trade-^both import 
and export — and indicated the 
need for increased salaries and 
personnel— that is, the extension 
of the consular service to every 
important trade point; the value 
of our diplomatic service to our 
national trade, and the need for 
the extension of this service also. 
I have referred in those articles, 
also, to our commercial attaches, 
who have done so much in the 
last few years to develop our 
trade relations with many coun- 
tries, and I had proposed to de- 
vote my next article to a discus- 
sion of the Bureau of Foreign 
and Domestic Commerce, and the 
activities of our commercial at- 
tadies and commercial agents. 

If Congress adopts the recom- 
mendation of the Appropriations 
Committee to cut our foreign 
trade estimates for the Dcpart- 
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ment of Commerce, there will be 
no necessity to discuss our com- 
mercial attaches — because there 
won't be any. Also there will 
not be a very large part of the 
other machinery which has been 
so influential in building up a 
foreign trade which last year ex- 
ceeded seven billions of dollars. 

As a matter of fact, what Con- 
gress proposes to do is not only 
to cancel all plans for the devel- 
opment of our foreign trade serv- 
ice, which development would be 
the sane and logical thing, in 
view of our necessary participa- 
tion in foreign trade, but it pro- 
poses to make appropriations for 
the ensuing year which will be so 
small as to render necessary the 
elimination of some of the most 
important factors in our present 
foreign trade machine— it pro- 
poses to cripple this machine at 
the very moment wjien it most 
needs development. 

I, personally, believe that a na- 
tional foreign trade item of about 
eight billions of dollars is too ini- 
portant a thing to the economic 
interest of this country to be in- 
jured in order that a few politi- 
cians may make an appearance^ 
and many million people in this 
country know it is a false ap- 
pearance — of economy. As a 
matter of fact, the necessary ap- 
propriations for a proper conduct 
of our foreign trade corps would 
be so small an item that very 
few postoffices in Podunk could 
be built with it. The heart of an 
animal is a small part of the 
body, yet it is of vital importance 
to the functioning of the entire 
body. Congress proposes to cut 
the heart out of our foreign trade 
body — and incidentally in so do- 
ing to make a pitiful, myopic at- 
& Co., Inc. All rights reserved, n 
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tempt at saving a few hundreds 
of thousands of dollars to cover 
a part of its ill-advised extrava- 
gance with a camouflage economy. 
The amount so "saved" will 
amount to about as much in our 
national budget as a nickel does 
to John D. Rockefeller — but it 
means a vast amount to our for- 
eign trade. 

Mr. William C. Redfield, our 
former Secretary of Commerce, 
made an announcement a few 
days ago concerning this matter, 
and I believe his comment to be 
well worth space here. 

"Such economy as this," said 
Mr. Redfield, "is ignorant econ- 
omy." 

("Ignorant economy" is good!) 

"It is direct notice to the world 
that we do not care for this trade 
which the Department of Com- 
merce has helped to build up, and 
all under the plea that we are 
too poor to go after it. The ac- 
tion comes at an extremely un- 
fortunate time, for a number of 
reasons. While we are told we 
cannot aflFord to spend money to 
maintain our commercial attaches 
in foreign nations poorer than 
we, they believe it to their ad- 
vantage to spend more money in 
this direction. We are also told 
that now. if ever, is the time when 
the United States sHould exert all 
its diplomatic power to retain 
these markets, particularly in 
South America, which, one by 
one, are going back to their old 
European controllers." 

This entire statement of Mr. 
Redfield's is confirmatory of the 
attitude which I have taken 
throughout my articles in Export 
Trade, urging an active and in- 
telligent interest on the part of 
American exporters and importers 
in our foreign trade service — 
even though I did not anticipate 
that the symptoms of mental dis- 
ability that had frequently mani- 
fested themselves in Congress 
would extend to our foreign trade 
corps. 

Having read the opinion of Mr. 
Redfield. our former trade chief, 
let us see what our present chief. 
Secretary Alexander, has to say 



at practically the same time. And 
Mr. Alexander's statement is also 
eminently worth publishing in full 
in a journal which stands for the 
development of this nation's for- 
.eign trade. Mr. Alexander states 
that the proposed cutting of the 
foreign trade estimates of the 
Department of Commerce is "The 
most serious blow ever aimed 
from within ■ at our foreign 
trade," and that "at the ver>- time 
when other governments are bus- 
ily engaged in copying this (our 
foreign trade) madiine almost to 
the last detail, this bill proposes 
to smash it to smithereens." 

"This is the most serious blow 
ever aimed from within at our 
foreign trade. The sum allow- 
ed is only one-half of the ap- 
propriation now used. 

"At the very moment when 
European and Japanese govern- 
ments are striving strenuously 
to perfect their trade-promoting 
machinery through enormously 
increased appropriations, this 
bill proposes to scrap the Amer- 
ican machine, the most effective 
and smoothest running that any 
government has ever been able 
to assemble. At the very time 
when other governments are 
busily engaged in copying this 
machine almost to the last de- 
tail, this bill proposes to smash 
it to smithereens. At the ver\- 
time when our rivals have an 
almost overwhelming trade ad- 
vantage in exchange rates this 
bill proposes to handicap the 
American manufacturer by 
practically withdrawing the 
helping hand of the govern- 
ment. 

"Almost on the day when our 
merchant marine becomes a 
fact it is virtually announced 
that foreign trade is not worth 
supporting. Just as our banks, 
wisely legislated for, find them- 
selves in a position to finance 
our trade as efficiently as other 
countries finance it it is discov- 
ered that foreign-trade promo- 
tion is a waste of money. On 
the brink of uncertainty as to 
the future of our foreign trade 
and. thei[B|©Eebyof our whole in- 
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dustrial fabric, it is decided, in 
the name of economy, that we 
are not interested in the sub- 
ject. The bill aims to abolish 
the commercial attaches entire- 
ly. This service was establish- 
ed in 1914 at the request of 
American business. It has won 
the approval and respect of 
American business. As now 
conducted it costs $165,000, a 
trifling and inadequate sum. 

"There is not an office in the 
service that does not turn in 
more than that every year in 
actual business, and the con- 
tracts obtained by American 
houses through some of the 
offices run into millions of dol- 
lars. That is taking into ac- 
count only the promotion work 
that can be figured in dollars 
and cents. Twelve commercial 
attaches — men trained and ex- 
perienced in commercial and 
economic matters — who are at 
present attached to embassies 
and legations in a dozen for- 
eign capitals, where they are 
charged specifically and sole- 
ly with the promotion of 
American business interests at 
this critical period, will be with- 
drawn peremptorily within three 
months* time and dismissed." 

I hope you have read all of that 
carefully, and I would direct your 
particular attention to a few 
points which Mr. Alexander 
brings out — a few points concern- 
ing "The most effective and 
smoothest running machine which 
any government has ever been 
able to assemble" in the way of 
trade promoting machinery. Please 
note the reference to the over- 
whelming trade advantage in ex- 
change rates — which we need an 
efficient machine to meet. 

Please note that the use of our 
recently developed merchant ma- 
rine is to be discouraged. 

Please note that the foreign fi- 
nancial arrangements of our 
banks and other corporations are 
not to be ultilized. 

Please note that our Commer- 
cial Attache Corps is to be abol- 
ished. 



Please note the statement that 
there is not an office in the serv- 
ice that does not turn in more in 
actual business each year than the 
total expense of operating the en- 
tire attache machine. 

Besides these things, please give 
your attention for a moment to a 
few other items of importance at 
the present time in connection 
with this proposed legislation. I 
want to refer very briefly to the 
contents of a pile of clippings I 
have accumulated in the last few 
weeks concerning our foreign 
trade development — ^just a few of 
hundreds — and referred to only 
to show the general drift of the 
trade development, which Con- 
gress now proposes to paralyze. 
Here are a few of the headings: 
"Peru's Trade Jumps. Exports 
of U. S. Gain 6% During War 
Period." ''Up to 1917 the Foreign 
Commerce of Peru with the Unit- 
ed States was 67%, while Great 
Britain and Her Colonies absorb- 
ed 22^%. The value of 1918's 
exports from Peru to the United 
States was the highest in the rec- 
ords of the commercial transac- 
tions between the two countries, 
having reached $51,725,092 as 
against $46,044,437 for the year 
before, an increase of $5,680,655." 

•"Bankers Tell of Progress To- 
wards Foreign Credits." "Ships 
on 41 Routes. United States 
Practically Restored to World's 
Great Ocean Lanes. Distribution 
of 1.230 vessels over the line to 
Northern and Southern Europe. 
South America, Africa, India and 
the Orient." 

"Sees Chance of U. S. Invest- 
ment in Brazil— Dr. Sampaio. del- 
egate to Financial Congress, 
studying problems of interest in 
his country" — according to whom, 
there arc wonderful opportunities 
for the United States and for 
American capital. 

"Americans Gain Argentine 
Trade"— Ambassador Le Breton 
says need is ships rather than 
credit, and that every phase of 
business intercourse between the 
United States and Argentina has 
prospered, not only 3uring the 
war. but alscsigSMac^ QbOarmistice. 
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Argentina statistics show that the 
proportion of American goods in 
the cargoes of ships discharged in 
Buenos Aires in November was 
higher than during, the war, and 
that American exports to Argen- 
tina in October, 1919, were two 
and one-half times as great as in 
October, 1918. 

Concerning Colombia, an Amer- 
ican business man who recently 
returned from there states that 
"The United States should not 
fail to take advantage of this op- 
portunity with its greatly increas- 
ed merchant marine." "Many 
Openings in Valley of Amazon 
for American Cash." 

"How the British are pushing 
trade— tells of Triple Industrial 
Fair soon to open in three large 
cities — Every aid given to buyers." 

"Pledge all America — delegates 
to Pan-American Financial Con- 
gress promise co-operation to de- 
velop resources." 

"Bankers of U. S. arc asked to 
assist projects of Republics." 

"New Trade Bureau— Western 
European Division created in De- 
partment of Commerce — to meet 
the growing demands of Ameri- 
ca^i business for facts on what is 
regarded as the key position in 
world markets." This announce- 
ment is made by Phillip B. Ken- 
nedy of the Bureau of Foreign 
and Domestic Commerce, and a 
paragraph from Mr. Kennedy's 
statement will be of value: 

"The volume of industrial, fi- 
nancial and commercial inquir- 
ies relating to western Europe 
have heretofore been handled by 
experts connected with various 
units in the bureau, but the 
mass of information now com- 
ing in from the many special 
investigations conducted during 
^e summer and fall have made 
it necessary to expand the fa- 
cilities for handling the work 
and to center them in some di- 
vision under one head. The out- 
standing importance of the sit- 
uation in western Europe as a 
factor in future commercial de- 
velopments is also considered 
one of the prime points for the 
formation of such a bureau. 



The decision will be organized 
and conducted along the lines 
of the Latin American, far east- 
ern and Russian divisions of 
the bureau of foreign and do- 
mestic commerce." 

And another recent statement 
by Mr. Kennedy is of both in- 
terest and importance, because in 
it Mr. Kennedy states that it is 
wrong to assume that the Ameri- 
can export trade of seven billion 
dollars a year was of interest only 
to a few exporters in New York. 
The prosperity of great numbers 
of manufacturers, business men 
and working men, Mr. Kennedy 
points out, is dependent upon a 
continuation of this trade. 

Recently the Southern Commer- 
cial Congress, which held a ses- 
sion at Savannah, Ga., took an 
action which was a recognition of 
the need for the development of 
our foreign trade service, this ac- 
tion being a campaign for the ap- 
pointment of American consular 
agents in every port and inland 
city of commerce in the world. 

That really valuable plan of the 
Southern Congress very probably 
will be made impotent by the pro- 
posed cut in appropriations. 

The Department of State re- 
cently announced that a reorgani- 
zation and extension of the Amer- 
ican consular service was under 
consideration, the purpose being 
to increase the personnel of our 
consular corps in order properly 
to handle the development of our 
foreign trade. 

Congress obviously intends to 
eliminate this. 

The State Department, more- 
over, recommended strongly to 
Congress certain improvements in 
our diplomatic service in order 
that the post-war trade conditions 
might be met. 

Congress promptly vetoed most 
of that wise plan. 

A great and important gather- 
ing of Latin-American finandal 
delegates was recently held in 
Washington, at which plans of 
really inconceivable importance 
to the development of trade rela- 
tions of the United States and 
the countries zec^fCJ^tral and 
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South America were made— not 
merely plans for the next year 
or two, but the groundwork of 
development of trade for genera- 
tions to come. 

The crippling of our foreign 
trade service will mean the dis- 
ruption of many of these plans. 

And, finally, to finish with this 
particular line of thought, and as 
a sad contrast to the proposed ac- 
tion of the Appropriations Com- 
mittee, let us remember the state- 
ment made by Secretary of Com- 
merce Alexander, only a couple 
of months ago upon his assuming 
the portfolio. Mr. Alexander said 
that the United States must not 
only excel itself in the foreign 
markets to which it is accustom- 
ed, but must push American 
goods in the countries where 
little headway has been made. 

How can we do these things 
without a foreign trade service? 

[The foregoing is the first of two ar- 
ticles by Mr. Holt dealing with the men- 
ace to our foreign trade through the ac- 
tion of Congress in recommending a cut 
in appropriations for the Department ot 
Commerce. The second article to ap- 
pear next week will deal with the worK 
of American Commercial Attaches and 
foreign trade advisors abroad, both ot 
which will be eliminated if proposed 
Congressional action is carried out.— 

H. N. KNOWLTON GOBS IVITH 
GBNBRAL BLBCTRIC CO. 

Harry N. Knowlton, formerly man- 
ager of the Packing Service Department 
of the Safepack Mills, Boston, Mass., 
has gone with the General Electric 
Company of Schenectady, N. Y. His 
work will be along the Ime of standard- 
ization of packing m its various plants. 

MOTION PICTURES TO DEVEL- 
OP SHEFFIELD STEEL 
EXPORT TRADE. 

Sheffield, the great center of British 
engineering, is utilizing[ the film to pro- 
mote the British steel mdustry, and de- 
velop British export trade in steel prod- 

^^ scries of films will be shown this 
year in eighty-six principal cities ot 
western Europe, America and British 
colonies and dependencies. They are 
considered by experts to be a fine ad- 
vertisement for Sheffield Products, and 
should bring more orders to steel hrms 
and increased wages to workmen. 

POSTPONEMENT OF BARCE- 
LONA INDUSTRIAL FAIR. 

The industrial exhibition expected to 
be held in Barcelona during the year 
1920 has been postponed. It is hoped, 
however, to inaugurate it in the year 
1923. 



PROTESTS CUT IN APPROPRI- 
ATIONS FOR DEPARTMENT 
OF COMMERCE. 

A vigorous protest against the practi- 
cal abolition by Congress of the Bureau 
of Foreign and Domestic Commerce, 
was voiced at a meeting of the Boston 
Export Round Table^ held at the Hotel 
Brunswick last evenmg. 

Henry H. Morse, chairman of the 
meeting, pointed out that if the recom- 
mendation of the Appropriation Commit- 
tee of the House of Representatives 
prevails, the bureau wil have only one- 
third as much money as it actuafly 
needs for the promotion of American 
commerce abroad, and only one-halt 
as much as it is spending this year. 

Mr. Walter F. Wyman, honorary 
chairman of the Boston Export Round 
Table, emphasized the importance to 
American exporters of the service which 
the Bureau of Foreign and Domestic 
Commerce has been rendering. He 
pointed out that other nations ^rc ^t 
this time increasing rather than de- 
creasing their service. 

ENCOURAGES USE OF AC- 
CEPTANCES. 

The American Chamber of Commerce 
in Irondon says that the establishmg 
of an American bill market analogous 
to the European bill market has been a 
great thing not only in the economic 
life of the United States, but also in 
the dealings of traders in all foreign 
countries with the United States. 

Describing briefly the exact procedure 
by which a British merchant can avail 
himself of the opportunity to borrow m 
the United States bill market and the 
reverse procedure by which a British 
exporter can grant credit to an Amer- 
can importer the Chamber shows how,, 
by means of dollar acceptonce, credit 
is granted equally to foreign and do- 
mestic merchants and is always availa* 
ble to stimulate legitimate trade. 

COMMERCIAL HANDBOOK ON 
CHINA ISSUED. 

A commercial handbook on China 
has Just been issued by the Bureau 
of Foreign and Domestic Commerce 
and may be obtained from the district 
or co-operative offices of the Bureau 
or from the superintendent of Docu- 
ments, Government Printing Office, 
Washington, D. C. The handbook is 
contained in miscellaneous series num- 
ber 84, and its price is 60 cenU. 
Many useful facts on Chinese com 
merce appear in the volume. 

AGRICULTURAL IMPLEMENTS 
ENTER GREECE FREE. 

The Greek legation in Washington 
announces that a royal .decree ex- 
tends the exemption of agricultural im- 
plements imported into Greece from all 
import and other taxes until December 
31, 1920. All duties and charges on 
agricultural implemenU were first re- 
mitted in October, 1915. This action 
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COMBINING UNDER THE WEBB- 
POMERENE LAW 

Imtstigation Shows Three MainJT^pes of Selling OrganizaHons 
For Export. 



MUCH has been said and writ- 
ten» both for and against, 
the Webb-Pomerene Law, the 
passage of which marked such a 
radical departure in American Ex- 
port Policy from the point of 
view of the government Most 
of this was, however, speculative, 
as until recently there was no 
data concerning the actual work- 
ings of the law to support conten- 
tions on either side. Now that the 
law has been in operation for 
some months, certain results can 
be deduced, along the lines of 
what particular types of concerns 
have combined for export, and 
what the form of their combina- 
tion has been. With this as a 
basis the Guaranty Trust Com- 
pany, in an interesting pamphlet 
entitled "Combining for Foreign 
Trade," has outlined the t)rpes of 
selling organizations which will 
meet under the Webb-Pomerene 
Law the conditions peculiar to 
each industry. 

The pamphlet in part is as fol- 
lows: 

The Webb-Pomerene Law, per- 
mitting combinations in export 
trade, has now been in force for 
more than twelve months. Dur- 
ing this period one hundred and 
one organizations have filed pa- 
pers with the Federal Trade Com- 
mission for the purpose of taking 
advantage of the provisions of the 
law. 

Not all of these organizations 
have complied with the essential 
requirements of the law. Some 
trading agencies have registered 
with the idea that it might be 
safest so to do as an aid to con- 
templated expansion of effort, 
without, in the meantime, repre- 
senting any organization of com- 
peting interests. 

There is, however, a rapidly- 
growing number of well-planned 
organizations in which American 



manufacturers and producers have 
combined to promote their sales 
in foreign countries. These in- 
clude five different groups of lum- 
ber producers, groups represent- 
ing steel, copper, paddng, textiles, 
paper, cement, chemicals, phos- 
phate, magnesia, tanning, office 
equipment, wooden ware, webbing* 
sash, door, and millwork supplies, 
foundry equipment, etc Combi- 
nations in coal, electrical supplies, 
hosiery, builders' hardware, pack- 
ing (additional groups), furniture, 
steel specialties, musical instru- 
ments, railroad supplies, machine 
tools, stoves, machinery, carpets 
and rugs, paints, tanning, convert- 
ers, and other industries are un- 
der way. 

There are three types of selling 
organization^ which, with varia- 
tions to meet the conditions pecu- 
liar to each industry — not to men- 
tion the temperament and vision 
of the personnel involved — ^may be 
said to cover the needs of manu- 
facturing groups of competitors 
seeking to combine under the 
Webb-Pomerene Law. Non-com- 
petitors do not need to register 
with the Trade Commission their 
intent to take advantage of the 
provisions of the new law, though 
many non-competitive groups, rep- 
resented by the commission houses 
or manufacturers* agents with 
offices at the seaboard, have done 
so as a precautionary measure. 

In every new industrial effort, 
particularly of the co-operative 
order, the ideal needs must give 
way to the practical, in some 
measure, but there seems to be no 
reason why American manufac- 
turers, with the world before them 
and with government recognition 
of the need for assisting every 
legitimate kind of foreign-trade 
expansion, should not organize up- 
on the most efficient basis. Thus 
far there has been only one ap- 

10 Digitized by CjOOQ IC 



March 6, 1920. EXPORT TRADE 11 

/ Was in South America For Four 
and One-Half Years 

"I started there in 1905. I was in advertising and sales promotion. 

'*Are there opportunities for using motion pictures to create markets down 
there? Innumerable! 

"I do not know of anjrthing that would be as effective as the motion pic- 
ture. You can't tell a man your story through the mail. I'd like to 
see anybody write enough letters to transport an entire factory over the 
sea. With motion pictures you can unload the factory, the executives 
at the head of it, the sales force backing it up — the whole works— in a 
buyer's office thousands of miles away. 

"Pictures will convince foreign buyers. Pictures do not lie. 

"If I were going to a foreign land to get orders I wouldn't want a better 
assistant salesman than 1,000 feet of film, telling the romance of my 
product, from the time the raw material arrived at the factory down to 
the packing for shipment. 

"Down in South America it takes you about a week or ten days before you 
can begin to talk business. 

"I almost went dippy the first year. Almost went crazy. 

"After a week or so you reach the point where you might bring your suit- 
case projection machine to a man's office, and show a reel of motion 
pictures of your product. Aim the portable projector at anything — the 
office wall or a sheet of paper pinned on the door. If you can't find 
anything else to use for a screen, call in a bald-headed porter and train 
the projector on bis barren waste. 

"Suppose two rival firms have products of equal merit. One firm writes 
tons of letters and then sends salesmen. The other firm sends out 
salesmen with motion pictures. The second firm will put it all over 
the first— no question about it! " 

The above is quoted from a talk between one of our clients and Mr. Levey. 
These words carry more conviction than anything we could tell you 
ourselves. There are over five million feet of foreign industrial films 
in the U. S. today. Are you fully awake to the sales-possibilities the 
motion picture screen opens up for you? Write us for detailed informa- 
tion. 




UNIVERSAL FILM MANUFACTURING COMPANY 

(Carl Laemmle, President) 

Harry Levey, Manager, Industrial Department 

Largest Producers and Distributors of Industrial Motion Pictures in 

the Universe. Studio and Laboratories— Universal City, Cal. 

Fort Lee, N. J. 

EXPORT DIVISION, 1600 BROADWAY - - NEW YORK 
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parent handicap, namely, a ten- 
dency on the part of certain com- 
petitors in the several groups to 
insist that every important man- 
ufacturer be included in the com- 
bine. This has made for delay, 
and not infrequently the best re- 
sults have been sacrificed in the 
interests of expediency where ba- 
sic principles should have prevail- 
ed. They have lost sight of this 
fundamental in foreign trade, that 
efficient measures for successfully 
meeting competition abroad are 
much more important than small 
differences of opinions at home. 
When an export company, no mat- 
ter how powerful its individual 
units, goes into the markets of 
the world to compete for business 
against merchants whose experi- 
ence in all phases of foreign tradfe 
is longer and wider, it needs every 
possible equipment and advantage 
to succeed. It cannot afford to be 
handicapped by minor considera- 
tions in respect to internal organ- 
ization. 

The ideal selling organization, 
which we will call No. 1, is made 
up of a group of competitors all 
making or producing about the 
same type of product, who create 
their own export company by con- 
tributing funds for working capi- 
tal by the purchase of stock, such 
capital being used for the estab- 
lishment of offices and staff at 
seaboard in the United States, for 
the expenses of traveling repre- 
sentatives, offices, warehouses and 
oossibly showrooms abroad, pub- 
licity and general promotive ef- 
fort. It is assumed, for the sake 
of this illustration, that we are 
dealing with a major industry and 
a staple product, such as lumber, 
coal, copper or cement, and with 
a group of producers who have 
reasons for going, into the ven- 
ture on a large scale. 

In the second type each one of 
a number of manufacturers cre- 
ates a subsidiary for export busi- 
ness only, and the subsidiaries 
form a trade association and resr- 
ister for operation under the 
Webb-Pomerene Law, without a 
central selling agency or stoct 
company of any kind. The cx- 
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ecutive staff of the trade associa- 
tion makes trade and credit in- 
vestigations, and supplies the in- 
formation to the members of the 
trade association, the members 
supplying the operating expenses 
by paying dues or submitting co 
proportionate annual assessments 
based upon their jtearly sales. The 
subsidiaries may have "gentle- 
men's agreements" as to prices, 
terms of credit, allocation of ter- 
ritories, etc., but each subsidiary 
company uses its own individual 
selling and distributing agencies 
for the promotion of its own bus- 
iness. The mtembers of the trade 
association need not have any 
agreement as to prices if they al- 
locate respective foreign territo- 
ries and agree not to sell in one 
another's domain. Likewise, if 
they do not allocate territories 
but agree upon a free field, then 
they may have agreements as to 
prices, terms of credit, common 
warehouse facilities, etc 

Manufacturers in one or two 
industries who have no definitfe 
statistics and positive information 
as to the extent of the potential 
market abroad, whose aggregate 
domestic supply already equals 
domestic demand, and who believe 
that a demand for their American 
product may be created in the for- 
eign fifeld— have organized tenta- 
tive associations — this being the 
third type — to conduct inves- 
tigations in advance of attempts 
to do any business on 7i co-oper- 
ative plan or scheme. They have 
assessed themselves on a basis 
prooortionate to their mercantile 
rating, or yearly sales, and^ have 
thus supplied funds wherewith to 
send properly-cquioped men 
abroad — nfen who understand their 
products — with instructions to 
furnish definite information as to 
the possibilities of developing bus- 
iness in their lines in markets 
where freight rates enable them 
to compete permanently with the 
foreigner. 

This i«5 an intelligent way of 
approaching the problem. It does 
not cost a large amount of money 
to procure such specific informa- 
tion, and it is worth all it costs. 



March 6, 1920. 



EXPORT TRADE 



13 



Find your place and salary 
on this chart 



MnSIDCNT 
OINERAtMANAGCR 




Above this linelre men who undcLtand the fundamental undeijyinfeatt depart ments of business 
Balow are iH^TiSooThOOO men ^(^SmSSHhey train thcmselvcs-flcldom climb higher 
I r4-r 1 I :r~ 1 I S:«r7 I SjFcf 



■\rrt-' DBNMTMsfVT 

mcTONYANO omci 



SUicf 



ACCOUNTINO ANO 
B-nkTISnCAk 

oepahtmknts 



Su4f4 

WUlTAnOINMIIA 
•MO lNWt»TMtHIT 



DISRAELI, with no fortuncbut er ^""/^"J^"*!!^ /^^^^^^^ 

his own ability and ambition, cjiart, to fit them for higher posi 

handicapped by race prejudice, tions. 

rose to be Prime Minister of Eng- y^,,^ Xfio^ may begin now 

land— the only member of his ^ move forward 
faith ever to reach that eminence. 

XHE Alexander Hamilton Institute 

*'As a rule," he said, ''the most \ deals in '■es"l*Sr "«*. ^°j;^»;. i^ 

successful man in life is the man adverttsements are written »n-tn« 1»^"« 

who has the most information." experience of the thousands of men who 

are subscribers to its Course. 

n\A oc tliof fnifh i«s there are No matter who you are, or what yotir 

Old as that trutn is, mere are j^j^„ ^e, there is knowledge in 

thousands of men who have never fj^^ Alexander Hamilton Institute s 

aoolied it to their business lives. Modem Course and Service that will 

^yy itvi V ^^^^ ^^^^^ p^^^^ ^^j income to you. 

What advancement will the ak^o-i 4n nnsintf^sn** 

next few years bring you? "Forging Ahead in Bnsiness 

A U. C. A. 116-pafire book has been 

They would refuse indignantly prepared called "Forging Ahead in Busi- 

to sign a contract to work for the ness.'^ U contai„,^va,u.ble^bu..n«. .n. 

next ten years at the same salary periencc in training men. There IS a 

they are now receiving. Yet the copy for you, and without obligation, 

end of the ten-year period will Send for your copy now. 

find most of them in the same ^j^^^^^oer hamii^ton IN- 

posttion, or only a triile anead. st'itutb 

For there is only one power in 443 ^^tor Place, New York City 

the world that can lift a man, and iiiiiiiiiiiiiiiiiiiiiin 

that is the power of added knowl- ^^^^ ^^ "Forging Ahead in 

edge and training. Business" without obligation. 

For years the Alexander Ham- 
ilton Institute has specialized in Name 

one thing; it has only one Course; J^JV^Z/g^.; 

its sole business is to take men 

who know one department of bus- 

iness, and by adding to their Business ^ ^ ^kC-^oooI. 

equipment a knowledge of the oth- Position .Q'gtized by.V^.QQgM. 




22 



EXPORT TRADE AND 



March 13, 1920. 



kong exports of tin to the United 
States in 1918 were valued at over 
$10,000,000 gold. Exports for 1919 
to date (November 22) are less 
than $100,000 gold. Tin is held 
in the colony to the value of be- 
tween seven and eight million dol- 
lars, nearer the latter than the 
former figure. This tin was 
bought at about $80 per picul lo- 
cal currency. On the basis of 
present gold value in the United 
States it is worth only about $60 
per picul at the present time. Nat- 
urally, the owners are holding on 
and their money is indefinitely 
tied up as a result of exchange. 
This principle runs through all 
lines of trade. 

While the present immediate re- 
sult of high exchange has been to 
stop sales of local securities, be- 
cause buyers are not to be found, 
this situation has come about only 
after active trading between 
Hongkong and Shanghai, where 
exchange is still higher, and hence 
where Far Eastern securities can 
be bought for less in local cur- 
rency than in Hongkong. The 
result has been that Hongkong 
has unloaded on Shanghai a vast 
amount of securities, of which 
some are not altogether sound un- 
der present abnormal conditions, 
and the colony is in a far better 
position financially than Shang- 
hai, or, in fact, any portion of the 
Far East. For all that the gen- 
eral situation is regarded as very 
precarious and it is predicted that 
the China New Year settlement, 
which comes February 20, will be 
a time of great difficulty at best. 
A continuance of present high ex- 
change indefinitely will probably 
bring its own relief in the grad- 
ual adjustment of values, but the 
greatest trouble and danger is in 
the continued and violent fluctua- 
tions in the value of silver and 
exchange based upon it Only a 
complete change in the basis of 
China's currency will prevent a 
recurrence of the present situa- 
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IS THERE A MARKET FOR 

READY-MADE CLOTHING 

IN PARAGUAY? 

High Tariff and Preference of 
the Paraguayan for Made-to- 
Order Clothes are Chief Diffi- 
cutties, Says Consul at Asun- 
cion. 
SOME interesting sidelights oa 
the attitude of the Para- 
guayan toward American ready- 
made clothes have been made by 
Consul Balch of Asuncion in a re- 
port to his department on the pos- 
sibility of extending the restricted 
trade in American ready-to-wear 
clothing in that locality. 

Although Paraguay is estimated 
to have about 800,000 population, 
its purchasing power, in compari- 
son with a similar number in the 
United States, is only that of 
about 150,000 in the maUer of 
ready-made clothing. High-priced 
clothes are limited to the better 
class of Paraguayans and to the 
foreign colony. The natives, in 
general, possess one woolen suit 
for holiday wear and two suits of 
the cheapest 'linens" for daily 
wear. The wealthier class of 
Paragua3rans are still prejudiced 
against the ready-made garment 
and are willing to pay a tailor a 
high price, provided they can get 
style and fit. Perhaps their prej- 
udice is due to the fact that 
ready-made clothes of better grade 
and style have never been intro- 
duced in Paraguay. There is little 
doubt, however, but that Paraguay 
can be educated to wear ready- 
made clothing, although it will re- 
quire time and money to bring 
this about At present the chief 
difficulty in its introduction is the 
high tariff duty. 

Clothing pays an ad valorem 
duty of 62 per cent on a fixed 
rate specified for each article. For 
instance, rates on certain articles 
are as follows, in Argentine gold 
pesos (1 peso=$0.9e5 U. S. cur- 
rency) : 

Argentine 
Vesta: fiold 

Cotton, linen or mixture. . .each 3.20 
Wool do 4.80 

Trousers: ^^ I 

Wool or niixedQij3Lti^€4^y.^e}^^^)^8^ 
Linen An ^a fu% 
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DIRECT 
REPRESENTATION 

through our branch ofHcet 
and native talotmen cover- 
ing all foreign markets. 

{Rqtain Yownr Identity) 

We sell our Goods under your 
name subject to your instruc- 
tiotts, prices and terms. 
We otfer our services as your 
own direct (6reign salesman. 

OPIN PON LINKS OP 

COTTON GOODS, HOSIERY, _^_^ 

UNDERWEAR, CANNED 

FISH, HARDWARE, ETC. | CCNTML AMERICAN NEAMUARTEIS 

OMYMMCOMPETinVEUIIESKPKSEllTEO H Sm Jwt. Ctiti ilea 



DRQKKER-ECnEVERRIA fi/oojivc. 



IMPORTANT TO SHIPPERS 

To secure LOW fieight and insurance RATES 
and Prompt, Efficient and Reliable Service, write, 
wire or telephone 

HARRY K. BARR 

THE BARR SHIPPING COMPANY 

25 BEAVER STREET NEW YORK 

Telephones, Broad 3206-3207-3208 

Member of 

NEW YORK PRODUCE EXCHANGE 
NEW YORK MARITIME EXCHANGE 
STEAMSHIP FREIGHT BROKERS' ASSN. 

Represented in London, Liverpool, Havre, Genoa, Buenos Aires, 
Melbourne and Shanghai. INFORMATION BUREAU on 
statistics, shipping, etc., at the disposal of all exporters. 
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DESPARD & CO. 

6 Hanover Street :: New York 

GENERAL 
INSURANCE BROKERS 

AND 

ADJUSTERS OF 
AVERAGE 



Invite inquiries concerning the 
insurance of marine and trans- 
portation risks of every kind* 
G>rrespondents in the United 
States, Canada and Europe. 



Telephones 



5775 
5776 
5399 
7390 
7342 



Hanover 



Cables: Despard, New York 
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*r*i-«fc««— i 8525-8626 Rector 
'*■•'*•■•■ t4T97-4TIW Reetor 

F. WM. GERTZEN COMPANY 

jwABMaovsvin and coopbragei 

70 We«t SU 188 Jane SU 1121.625 W. 46tk St. 

HBW YORK« 

CUSTOM HOV8B BROKBRS and FORWARDING AGBNT8 

Frels^ht Brokenh Bzyort Am^ntm, Cartaire« Inaurance Brokers* 

Drm-frlNiekv Conected» LUrkteraffe. 

OOMMmSION MERCHANTS 

8A1IPLING HARKING FORWARDING 
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daily papers, but separate wedcly 
editions. Several of these papers 
have large circulations and reach 
the homes of all classes of peo- 
ple. They are undoubtedly the 
ideal medium for advertising cer- 
tain articles. Probably there are 
very few homes in Great Britain 
where one or more of the follow- 
ing Sunday newspapers cannot be 
found each week: National — 
News of the World; Lloyds; 
Weekly Dispatch ; Reynolds ; Peo- 
ple; Sunday Chronicle (Manches- 
ter) ; Empire (Manchester) ; Il- 
lustrated Sunday Herald; Illus- 
trated Sunday Pictorial. London 
—Observer; Sunday Times; Na- 
tional News; Sunday Express; 
Referee. 

The combined circulation of the 
foregoing can be taken as not less 
than 15,000,000 per Sunday; and, 
on the basis of a population of 
50,000,000, a circulation of 15,000,- 
000 means one copy in every 
home. 

In spite of the existence of the 
strong national press, each city in 
the British Isles has its own pow- 
erful newspaper or newspapeis, 
both morning and evening; and, 
strange as it may seem, the sale 
of these is in no way affected by 
the circulation of the national 
press, principally because they are 
local to the city of issue, while 
the national newspapers are neces- 
sarily local to London or to na- 
tional news in general. Outside 
of London such newspapers as 
the Manchester Guardian, York- 
shire Post (Leeds). Birmingham 
Post, Glasgow Herald, Edinburgh 
Scotsman, and a dozen others are 
the breakfast- table newspapers of 
the provincial reader, and, equal- 
ly, the evening papers are the 
home journals. 

The weekly press of Great Brit- 
ain can be divided into two sec- 
tions — the popular penny editions 
with a very wide circulation, and 
the illustrated weeklies of a small- 
er but general circulation, princi- 
pally among the tniddle and upper 
classes. The leading penny papers 
are London Opinion, Passing 
Show, London Mail. Answers, 
Pearson's Weekly, Ideas (Man- 
chester), and Weekly Telegraph 
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(Sheffield) ; and the principal il- 
lustrated weeklies are lUustrated 
London News, Graphic, Spheic, 
Sketch, Tatler, Bystander, Land 
and Water, Every Week, Punch 
and Truth. 

The foregoing does not attempt 
to cover the newspaper and pe- 
riodical press of Great Britain, 
but is simply a partial list of those 
publications most suitable for ad- 
vertising purposes. 

The method of advertising bill- 
boards is valuable only in a sub- 
sidiary sense, not as the main 
methods of advertising. If the 
merits of the article have been 
explained by an extensive news- 
paper campaign then the bill- 
boards have their value as addi- 
tional publicity, but in this coun- 
try billboard advertising alone 
without the use of newspapers or 
periodicals would be a waste of 
money. 

Advertising through the mail 
and house-to-house distribution of 
circulars and samples is an im- 
portant factor in developing cer- 
tain lines of business. The for- 
mer, it is believed, has about the 
same relative importance here as 
in the United States; but house- 
to-house distribution, although 
formerly used very extensively, 
has one disadvantage as compared 
with the same method in the 
United States. Outside of the 
artisan classes every home em- 
ploys at least one servant, with 
the result that the samples or cir- 
culars are usually handed to the 
servant instead of to the mistress 
of the house, and there is not so 
much assurance that the advertis- 
ing matter reaches the latter. 

It is evident that it would not 
be necessary to use all of the 
methods above mentioned, but 
rather to consider them group by 
group as the marketing plans of 
any commodity proceeds. In the 
case of special wares ^ere arc' 
trade papers that r«ich the in- 
terested persons, and it would not 
be necessary to use other means 
of advertising. It is, of course, 
necessary to_ have one's selling pol- 
icy definitely decided upon l^fore 
embarking upon an advertising 
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DESPARD & CO. 

6 Hanover Street New York 

General Insurance Brokers and 
Adjusters of Average 

Invite inquiries concerning the insurance of marine and 

transportation risks of every kind. Correspondents 

in the United States, Canada and Europe. 



Telephones: 5775-5776-5399-7390-7342 Hanover 
Cables: Despard, New York 



UNIVERSALLY USED 
A-B-C Code 

5th Edition 
IMPROVED 

Circulation twice om large om any other Code 

AMERICAN CODE CO. 

206 Broadway N. Y. City 
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A CONSOLIDATION of AshweU, Davis & 
Co., publishers of EXPORT TRADE and 
the Exporters' Encyclopaedia Co., publish- 
ers of the Exporters' Encyclopaedia and the Ex- 
porters' Review has been eflfected and a new 
company, the Exporters' Encyclopaedia Corp., 
has been formed to carry on the business of the 
two concerns. 

The merger was brought about in the firm 
conviction that present day conditions demand a 
unification of effort and discontinuance wherever 
possible of duplication. 

The consolidation, we are confident, will 
prove of genuine benefit to the subscribers and 
advertisers both of the Exporters' Encyclopaedia 
Co., and of EXPORT TRADE. 

The Exporters' Encyclopaedia, which for 
fifteen years has occupied a unique position as 

The greater field for development n^ 
larged sphere of influence due to tiie adi 
prestige incident to fifteen years' successfd 
Company brings to the new Company, v 
porters' Review" the dominant and esaenti 
keep informed of activities in the field of j 
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the only year-book giving export shippers com- 
plete export information in handy reference form 
will be continued as heretofore. 

The Exporters' Review will be consolidated 
with EXPORT TRADE which will continue to 
be published weekly under the title, "Export 
Trade and Exporters' Review." 

The magazine will have the same conven- 
ient physical make-up and typographical ap- 
pearance and will continue under the same 
editorial management and policy which has 
proved so successful in the past. 

Several new features including a weekly 
table of corrections by which subscribers to the 
encyclopedia and others interested in export ship- 
ping can keep their records up-to-date will make 
the magazine more valuable than ever. 

e possible by the larger organization, the en- 
ion of several thousand new readers and the 
mblication which the Exporters' Encyclopaedia 
I, we believe, make ''Export Trade and Ex- 
magazine for all export executives who must 
eign trade. 

T. W. ASHWELL, Publisher. 

\QAZINES WILL BE DATED FEBRUARY 28 
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submitted. JCetnm postage should be 
enclosed. 



EXPORT TRADE . February 21, 1920 



THE DANGEB OF HAIiF 
TRUTHS. 

A RECENT issue of the Satur- 
^ *► day Evening Post contains a 
letter from an American gentle- 
man, calling not specified, who 
resides in a Iratin American capi- 
tal dose to the equator. The let- 
ter in question is made up of 
scathing comments upon the qual- 
ity of American export endeavor 
in that field and its inability to 
compete with Europe on anywhere 
near equal terms. Particular ex- 
ception is taken to the advertis- 
ing methods of the American ex- 
porter in the following remarks 
reiidered by the Saturday Even- 
ing Post: "Our correspondent," 
it declares, "points out that adver- 
tising illustrations designed for 
use in the United States cause 
more merriment than orders when 
used without alteration in equa- 
torial regions. He points out with 
much show of reason that high 
collars, stiff- shirts and quilted 
smoking jackets constitute the 
broadest kind of humor when dis- 
pla3red in latitudes in which the 
mercury perches on the 110 mark; 
and he appears to have but little 
sympathy for manufacturers who 
advertise motor boats on the 
slopes of the Andes and um- 
brellas in the nitrate fields of 
Chile, where it has not rained for 
more than thirty years. Mean- 
while the cheerful Latin gentle- 



man, laughs at the antics of the 
Gringo, and waits patiently for 
the European to come again to 
serve him." 

While the learned correspon- 
dent just quoted was probably at- 
tempting to render disinterested 
service to American exporters by 
dwelling on their errors, it docs 
not seem to us that criticism of 
this particular kind serves any 
useful purpose whatsoever. On 
the contrary, the wholesale con- 
demnation of American attempts 
in foreign markets by a man re- 
siding in foreign lands proves Uie 
best sort of ammunition for our 
competitors in discrediting Amer- 
ican foreign trade. Not that we 
would advocate a censorship of 
matter derogatory to the Ameri- 
can exporter, who is cerUinly not 
above constructive criticism and 
probably has much to learn from 
his European trade rivals. But it 
seems obvious in this case that 
the ridiculous mistakes of a small 
number of the unenlightened— 
happily growing fewer— have 
been twisted into Siat most dan- 
gerous of half truths— a general 
indictment of our export methods. 
And this indictment does not 
stand the test of the steady in- 
crease of our commerce in Soutii 
American fields. 

The tale just told contains a 
double moral. First it conveys 
a warning to the few that their 
mistakes reflect on the many. 
Fmally, in its particular applica- 
tion to export advertising, it con- 
stitutes a most cogent reason as 
to the care with which the adver- 
tising and export managers should 
study their prospective fields of 
advertising — unless, of course, 
they choose to enlist the services 
of an international advertising 
agency, which is often the better 
way. 

LATIN AMER ICA A S A BOIU 
BOWER. 

¥ N a recent issue of Export Trade 
-■• under the caption "Recom- 
mendations of the Pan-American 
Congress," favorable attention was 
directed to the appeal voiced by 
Dr. Jose Luis Tejada Qf ^Bolivia 
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for the stabilizing of European 
exchange by the indirect means of 
loans to the Latin American re- 
publics. How this can be done 
may be readily ascertained by 
consulting the subsequent resolu- 
tion on this point. 

There are also more direct ad- 
vantages which will accrue 
through judicious investments in 
Latin America. These, as pointed 
out in a recent pamphlet issued 
by the Guaranty Trust Company 
of Pamphlets are recommended 
for the perusal of all interested in 
the growth of American foreign 
trade. 

The entry of Latin America in- 
to the field as a prospective bor- 
rower, says the pamphlet in part, 
only adds completeness to the pic- 
ture. Our attention has been cen- 
tered chiefly on European needs 
and prospects, with the expanding 
prospect in Asia as a rather al- 
luring background. Now- our most 
immediate neighbors have placed 
before us their programs of new 
construction and internal improve- 
ments of all sorts. These coun- 
tries in the past have looked 
largely to Europe for funds. 
Heavy investment of British and 
Gei-man funds in Latin America, 
followed by. dose shipping rela- 
tions, and the establishment there 
of large bu3ang markets for Brit- 
ish and German goods, illustrated 
very eflFectively the immediate re- 
sult of organized investment. But 
European credit facilities are now 
strained to the limit by domestic 
needs. U the United States con- 
serves its credit resources care- 
fully, it will be able to take ad- 
vantage of the needs of Latin 
America, to extend and improve 
shipping facilities, as the Latins 
themselves request, and to build 
on this foundation the substantial 
trade which the quality of our 
manufactures merits. 

The heavy oversubscription of 
the recent Belgian loan shows that 
we have an investing public, will- 
ing, to enter foreign fields. They 
should make the most of their 
opportunities. 



INDIA 



Through our close connec- 
tion with 

Cox ft Compuiyy LtJ^ Lmidoo 

who have branches at 

BOMBAY 

CALCUTTA 

KARACHI 

MURES 

RAWAL PINDI 

SRINAGAR (Kashmir) 

we are in an exceptionally 
favorable position to pur- 
chase documentary drafts 
against shipments to India. 

The Bank of New York 

National Banking Auociation 

48 WaU St New York City 
EttablUhtd in i7B4 



CIRCULAR GIVBg VALUABLES 
DATA ON EXPORT 8HIP- 
BIESNTS. 

An interesting circular has jnst been 
issued by Harry K. Barr, Freight Cus- 
toms and Insurance Brokers of 23-25 
Beaver street, New York, containing 
much valuable data as to packing, 
weights, measurements, and storage of a 
wide variety of commodities. This 
pamphlet will be sent free of charge to 
all those inquiring at the above ad- 
dress. 

PARIS BRANCH FOR BANK- 
ERS* TRUST COMPANY. 

Seward Prosser, president of the 
Bankers' Trust Company, 16 Wall 
street, New Yorkj has sailed for Paris 
where he will jom Fred I. Kent and 
Reginald H. Giles, vice-presidents of the 
organization. Together they will com- 
plete arrangements for the opening of 
the bank's Paris office, which will oc- 
cupy what was once the Hotel Bristol 
on the Place Vendome. 

C. P. R. HOTEL SYSTEM IN 
NOVA SCOTIA. 

The Dominion Atlantic Railway, 
which runs through this district, con- 
necting Yarmouth with Halifax, Nova 
Scotia, has just purchased the Aber- 
den Hotel at Kentville, Nova Scotia. 
Following the example of the Canadian 
Pacific Railway, the Dominion Atlan- 
tic Railway is planning to have its own 
system ot hotels on its line. The 
other hotel is called the "Pines,** and 
is located at Digby, Nova Scotia. ^f 



EXTENDING OUR INTERNATIONAL 
PARCEL POST SERVICE 

Agreement With France and England Specifies New Weights and 
Rates to Seventy Localities. 

Algeria, 20 cents ; Civil territory 
of Upper Senegal and Nigeria, 
formerly Sudan, 30 cents; Corsi- 
ca, 20 cents; Dahomey and Niger 
(military territory), 40 cents; 
French establishments in Oceania 
(Gambier Archipelago, Marque- 
sas, Touamotou, French Leeward 
Islands and Tubuai), 80 cents for 
a package up to 2 pounds, $1.00 for 
other packages; French Guinea, 
40 cents; French India, 40 cents 
for a package up to 2 pounds, 50 
cents for other packages; French 
Somaliland, 40 cents; Gabon, 40 
cents. 

Indo China (Annam, Cambodia, 
Cochin China, Laos and Tonkin), 
45 cents for a package up to 2 
pounds, 55 cents for other pack- 
ages ; Ivory Coast, 40 cents ; Mad- 
agascar and dependencies (Mada- 
gascar, Ste. Marie de Madagascar, 
Nossi-be, Comoro Islands, Ma- 
yotte, Gde. Comoro, Anjouan and 
Moheli), 40 cents for a package 
up to 2 pounds, 50 cents for other 
packages; Mauritania, 30 cents; 
Middle (French) Congo (Ouban- 
ghi and Chari-Chad), 40 cents; 
New Caledonia and dependencies, 
40 cents for a package up to 2 
pounds, 60 cents for other pack- 
ages; Reunion, 40 cents for a 
package up to 2 pounds, 50 cents 
for other packages; Senegal, 30 
cents; Tunis, 35 cents. 

(By Way of England) : The 
list of countries, colonies and pos- 
sessions to which parcels may now 
be sent from the United States 
through the British postal admin- 
istration, together with the trans- 
it charges per package, is given 
below. The transit charges given 
merely indicate the range of such 
charges, the lower charge being 
for a package weighing one pound 
and the larger charge for a pack- 
age weighing 11 pounds. As a 
rule the charge per parcel remains 
tationary for the first 3^ pounds: 
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AN arrangement has been com- 
pleted between the United 
States Post Office Department and 
the postal administrations of 
Great Britain and France where- 
by parcel post packages may now 
be sent to seventy foreign coun- 
tries, colonies and possessions 
with which the United . States has 
no separate agreement for a par- 
cel post service. Under the ar- 
rangement the parcels will be dis- 
patched by the American postal 
service to Great Britain or France, 
as the case may be, for onward 
transmission therefrom through 
their respective services. 

The limit of weight of parcels 
which may be sent to these sev- 
enty countries, colonies and pos- 
sessions through the British and 
French parcel post services is, 
with a very few exceptions, 11 
pounds, the same as the interna- 
tional limit. The postage rate to 
all the destinations is twelve cents 
a pound or fraction of a pound, 
and there is also a transit charge, 
the amount of which varies with 
the country of destination and the 
weight of the package. These 
postage rates and transit charges 
must be prepaid by means of 
stamps affixed to the parcels. Par- 
cels cannot be registered to a»y 
of the destinations. The import 
prohibitions in effect in the va- 
rious countries must, of course, 
be observed, as must also the re- 
quirements as to customs duties 
and customs declarations, detailed 
information on all of these points 
being available at the nearest post 
office. 

(By Way of France) : The list 
of countries, colonies and posses- 
sions to which parcels may now 
be sent from the United States 
♦*^rough the French postal admin- 
ition, together with the transit 
jes per package, follows: 
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5 8525-8526 Rector 
( 4797^798 lUclor 



F. WM. GERTZEN 
COMPANY 

WAREHOUSES AND COOPERAGE 



70 WmI Su 138 Jmo St.. 

821-828 W. 48tk St- 

NEW YORK 

CUSTOM HOUSE BROKERS 

•ad 

FORWARDING AGENTS 

FMgIrt BralMfs, Export Avontt, 
CwlMr^lBMvmBco BrokorM>vmw- 
Ueln CoDoetod, Uglitoraso. 

• COMMSSRIN MERCHANTS 

SAMPLING MARKING 

FORWARDING 



Patterson Shipping 
Company, Inc. 

11 BROADWAY, NEW YORK CITY 

Pkone 
Bowline Green 8403-8404 



Foreign Freight 

Forwarders 

Insurance Brokers 

Trucking Storage 



Shipments handled through- 
oat the world by experts who 
know how. Oar efficient serv- 
ice will please yoa. 

Memlbers 

Hew York Produce 
BSxekanffe 
HtBamsklp Frelffkt Brok- 
ers' AJMoelatlon 



this requirement is to ensure that 
the true nature of such goods 
shall be disclosed to the retail 
purchaser in Australia. This ob- 
ject could not be achieved by per- 
mitting trade descriptions to be 
applied only to the coverings of 
the goods. Coverings are fre- 
quently removed before goods are 
exposed in the shops for retail 
sale and even when this is not 
done, the goods alone are usually 
examined by a purchaser, what- 
ever marking thtere may be on the 
coverings being overlooked. 
Further, if the application of the 
prescribed trade description to the 
coverings alone were permissible, 
the method would provide for the 
dishonest retailer an opportunity 
of packing unmarked inferior 
goods in coverings bearing trade 
descriptions properly applicable 
only to goods of superior quality. 
The desirability of continuing the 
present requirement is continually 
being demonstrated by the appear- 
ance in Australia of textures, the 
true nature of which cannot be 
judged by the inexpert For ex- 
ample, a recent importation de- 
scribed as *poplin' was found on 
examination to consist principally 
of paper, with a little silk added. 
It will be realized, therefore, that 
unless artificial silk goods are 
properly described there is a real 
danger that retail purchasers will 
be deceived. Similarly, as redent 
prosecutions in this cotmtry show, 
so-called 'flannel' containing more 
cotton than wool would, unless 
properly marked, be sold as flan- 
nel, should an opportunity occur, 
by some retailers to inexpert pur- 
chasers. 

"There is also the matter of in- 
dications of origin. The naine of 
the country or place of origin is 
part of the prescribed trade de- 
scription required to be applied 
to all classes of goods that come 
within the scopte of the Conmierce 
Regulations. There is no doubt 
about the existence of a strong 
current of public opinion in fav- 
or of having indications of origin 
marked permanently on all goods 
traded in. Representations are> 
frequently made to the govern- 
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tnent urging that as regards im- 
ports this requirement should ap- 
ply to all classes of goods im- 
ported and not merely to the 
classes of goods now enumerated 
in the regulations. 

"British and other suppliers of 
the Australian market have dur- 
ing the past ten years become ac- 
customed to the Commerce Reg- 
ulations and appear now to ac- 
quiesce in their continued en- 
forcement. It is hoped that in 
due course the present difficulties 
confronting American suppliers 
in their efforts to comply with 
th\B Commerce Regulations will be 
successfully overcome, but for the 
reasons set out herein I regret 
that it is not feasible t6 modify 
the present provisions of the Com- 
merce (Trade Descriptions) Act 
and Regulations.'' 



THE SPREAD OF THE 
••TRAINING FOR FOR- 
EIGN SERVICE*' IDEA. 

General Motors Export Announce 
Instruction Course for a Limit- 
ed Number of Men, 

AN interesting indication of the 
/* value which the large export 
interests attach to special train- 
ing for various positions in their 
overseas' organizations is contain- 
ed in an announcement by the 
General Motors Export Company. 
Its plan, as set forth in a booklet 
just issued, contemplates the train- 
ing of men for three types of 
positions (1) as members of the 
sales force, (2) as accountants in 
the branch offices which the com- 
pany expects to establish, and (3) 
as technical or service men oper- 
ating in a given territory abroad. 

The requirements for admission 
to this instruction course must 
necessarily be of a high standard, 
for the company wishes only the 
best type of men to be attracted. 
While preference will be given 
to its own employees or to em- 
ployees of subsidiaries of the Gen- 
eral Motors Corporation, never- 
theless there will probably be a 
few openings for high-grade men. 

In order to be admitted to the 
course for a position in the Sales 
Department a man must have at 



Fre^ht Qaim 
Ecwomy! 



DOES IT PAY to keep 
your freight claims ••hang- 
ing in the air**? 

In February, 1912. "Trade 
& Transportation" (a traf- 
fic publication) said: 

"Freight Claim Economy 
is the title of a letter issued 
by the EQUITY FREIGHT 
CLAIMS BUREAU of New 
York, in which is explained 
how the Bureau adjusts 
freight claims without fric- 
tion with the carriers. Many 
concerns having claims 
'hanging fire' might secure 
their early settlement by 
taking advantage of this 
service, which is conducted 
by THOROUGHLY EX- 
PERIENCED AND RE- 
LIABLE TRAFFIC MEN." 

We have added consider- 
able experience since the 
above was written of us. 

Ask us to tell you more 
about our service. 

Wc don't tell you how to 
collect your claim. We col- 
lect it for you. No charge 
if we don't collect. 
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least two years college education, 
or he must be a high school grad- 
uate with two years' or more ex- 
perience in busmess. This, under 
certain circumstances, might be 
equated for part of the college 
training desired. However, the 
aim of the company is, if possi- 
ble, to secure men who are col- 
lege graduates. 

Those seeking admission as 
service or technical men must be 
graduates of a recognized high 
school, and must have had con- 
siderable experience in the assem- 
bly and repair of automobiles, 
trucks, or tractors. A thorough 
understanding of the principles of 
internal combustion engines is a 
prerequisite. 

While* graduation from a recog- 
nized high school is required of 
those who wish to become ac- 
countants in branch offices, never- 
theless, the company will give 
preference to men who have had 
one or more years' education in 
accounting — either in a college of 
commerce, or in a favorably 
known business school. 

Personality, intelligence and po- 
tential executive ability of a high 
order will be expected of all ap- 
plicants. Colonel O. B. Mitcham. 
manager of the Personnel Depart- 
ment of the General Motors Ex- 
port Company, was emphatic in 
his statement that no considera- 
tion will be given to applicants 
who do not fully measure up to 
the standards set. 

It is expected that the class will 
be ready to start on or about 
April 1st— the period of training 
lasting approximately one year, 
and covering not only instruction 
in the theory of export work, but 
also in the actual practice which 
will be gained by passing the stu- 
dents through all of the depart- 
ments of the Export Company. 
All men actually enrolled in the 
school will at the same time be 
employed by the company at a 
nominal salary. 

NE31V HOTEL I!V TOKIO. 

The new Terminal Hotel in Tokio. 
Japan, will be erected by a $6,000,000 
company. It will be seven storirs high, 
contain 960 rooms, with individual 
baths, and the area of each floor will be 
16.200' sauare feet. 



A SIDELIGHT ON THB DE- 
ClilNE IN EXCHANGE. 

Why It is Establishing a "British- 
Made'* Slogan on British 
Goods. 

T^HE disparity in exchange be- 
•*• tween America and England 
has had many different effects. 
When it comes to selling Ameri- 
can goods in England, for ex- 
ample, it is necessary for the 
American manufacturer, if he is 
quoting in pounds sterling, to ad- 
vance his price every time the dol- 
lar advances. 

An interesting example of this 
was recently quoted in the "New 
York Sun and Herald" as fol- 
lows: 

In a case before the London 
Profiteering Committee the other 
day the Yale & Towne Company 
was accused of submitting a price 
of 39 shillings for a door lock, 
and when the goods were deliv- 
ered a charge of 43 shillings was 
made. 

The buyer of the lock thought 
that it was a case of profiteering, 
but it was brought out that be- 
tween the time that the price was 
submitted and the lock bought 
exchange had altered, and the 
higher price had to be charged 
because the English agency had 
to pay for its goods in dollars. 
The committee dismissed the case 
after hearing the explanation. The 
drop in the pound sterling is an 
event that has had no parallel in 
the lives of the present genera- 
tion. It is surprising how the 
daily rate of exchange is watched 
by the populace and how eager 
the ordinary man is to have some- 
thing done to bring the pound 
back to where it will be worth 
$4.8665, as before the war. That 
great interest in restoring the 
value of the pound makes it a 
comparatively simple task to in- 
struct the Englishman in the vir- 
tues of consuming home-made 
goods. He is being taught re- 
ligiously that every time he buys 
anything made in America he is 
helping depress the pound and 
prolonging the era of high prices. 
As a result nearly every British 
oroducer takes extreme rari» fn ^ 
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NORTH & SOUTH 
LINE 

Regular Service front New York 
to 

Rio de Janeiro 
Santos and 
Buenos Aires 



Owner's Operators 



P. KLEPPE & CO., Inc. 

11 BROADWAY 
NEW YORK 

Ships Agents and Brokers 






March 6, 1920. EXPORT TRADE 35 

Correction No. 3, March 6, 1920. 
AFRICA (North Ck>a8t) (page 377) Route 11 
The Independent Line, Livermore, Dearborn & Co., 48 Front Street, 
New York, has established a monthly service for Mazagan and (Casa- 
blanca, Morocco. 

Correction No. 1, March 6, 1920. 

ABOENTINA (page 458) Route 14. 
The Munson S. S. Line, 82 Beaver Street, New York, has estab- 
lished a fortnightly express steamer service for Buenos Aires. 

Correction No. 2, March 6, 1920. 

ARGENTINA (page 458) Route 12. 
The Independent Line, Livermore, Dearborn & Co., has removed 
to 48 Front Street, New York. 

Correction No. 1, March 6, 1920. 
BRAZIL (page 575) Route 11. 
The Munson S. S. Line, 82 Beaver Street, New York, has estab- 
lished a fortnightly express steamer service for Rio de Janeiro and 
Santos. 

Correction No. 2, March 6, 1920. 
NEW ZEALAND (page 486) Conyersion Rates for Customs Pur- 
poses. 

The following new regulations prescribing the form of conversion 
in computing values for the purpose of assessing ad valorem duties in 
the case of goods imported into New Zealand on or after February 1, 
1920, are as follows: 

(1) For goods exported from the United States : An average rate 
of exchange to be published in the New Zealand Gazette and for- 
warded by circular to the collectors of customs throughout New Zeal- 
and, for public information, on or before January 20, 1920, such rate 
to stand for a period of six months unless, before the expiry of that 
time, it is found to be operating unjustly. The rate of exchange so 
fixed will be a fair average of the latest quotations available from 
New York over a period of 14 days, or some longer period. 

Correction No. 4, March 6, 1920. 

OHlIiE (page 615) Import Regulations. 

By a customs decision published in the customs bulletin of Chile 
for November, 1919, the formulas of pharmaceutical preparations re- 
quired by article 5, paragraph 4, of the customs tariff, should specify 
not only the ingredients but also their respective proportions. Accord- 
ing to a decision of November 24, 1919, such formulas are not required 
for face powders, as they are classified under toilet articles. 

Correction No. 4, March 6, 1920. 
COLOMBIA (page 661) Customs Exemptions. 

The Colombian Government has decreed, January 28, 1920, that 
the following foodstuffs shall be exempt from customs duties: Un- 
refined sugar, sweet potatoes, and other tubers, beans, chic peas, carobs, 
lentils, corn, lard, eggs, common crackers, as well as oat, rye, rice, and 
com flour. The exemption will be in effect from February 1 to July 
20 of the present year. 

Correction No. 1, March 6, 1920. 
EAST INDIES (page 739) Route 10. 
The Independent Line, Livermore, Dearborn & Co., has removed 
to 48 Front Street, New York. 

Correction No. 1, March 6, 1920. 
EGYPT (page 771) Route 10. 
The Independent Line, Livermore, Dearborn o&tizQdy, has removed 
to 48 Front Street, New York. 
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PERM- COOPER 
CO., Inc 

FOREIGN FREIGHT 

BROKERS 

CONTRACTORS and 

FORWARDERS 

42 BROADWAY 
NEW YORK, N. Y. 

Telephone, Broad 5708 

Cable. "Perinco" 



Economy 

Combined with 

Dependability 

in connection with your 



will insure your present ex- 
port business, and material- 
ly help to increase and main- 
tain your future business 
abroad. 

Forwarding 

properly handled, to the en- 
tire satisfaction of your- 
selves and your customers 
abroad, is our special effort, 
and to this end we devote 
our entire organization. 

Inquiries Solicited 

Write, Wire, Phone or 

Call 



William Ao Fox 

Shipping 

Corporation 

5 Nassau SL, New Yoifc 

Telephone 2172-3-4 Rector 



201 Marquette BoikBig, 
Qdcago 

Telephone 2482 Central 



CabU Addnu:- WtAeo 

Foreign Freight 
Forwarders and 
Contractors 

Custom House 
Brokers 

Trockingy Lighterage, Ware- 
housing, Marine Insurance 

Agents for 

Charter, Sale, Porchase and 
Operation of Steamers 

Contracts arranged from 
and to all Atlantic, Pacific 

and Gulf Ports 

No forwarding charges on 

carload shipments or over 

Agents in all principal ports 

of the world 
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Correction No. 1, February 28, 1920. 
NICARAGUA (page 1080) Route 5. 
The Pacific Steam Navigation Co., Sanderson & Son, 26 Broadway, 
New York, General Agents, has established a monthly service to Cris- 
tobal, and will accept transhipment cargo for Corinto. Nine copies of 
the transhipment (yellow) bill of lading will be retained by the steam- 
ship company. 

Correction No. 1, February 28, 1920. 
HONDURAS (page 932) Route 5. 
The Pacific Steam Navigation Co., Sanderson & Son, 26 Broadway, 
New York, (kneral Agents, has established a monthly service to Cris- 
tobal, and will accept transhipment cargo for Amapalo. Nine copies 
of the transhipment (yellow) bill of lading will be retained by the 
steamship company. 

Correction No. 1, February 28, 1920. 
SALVADOR (page 1274) Route 4. 
The Pacific Steam Navigation Co., Sanderson & Son, 26 Broadway, 
New York, General Agents, has established a monthly service to Cris- 
tobal, and will accept transhipment cargo for La Union, La Libertad, 
Acajutla. Nine copies of the transhipment (yellow) bill of lading will 
be retained by the steamship company. 

Correction No. 1, February 28, 1920. 
GUATEMAIiA (page 890) Route 5. 
The Pacific Steam Navigation Co., Sanderson & Son, 26 Broadway, 
New York, (}eneral Agents, has established a monthly service to Cris- 
tobal, and will accept transhipment cargo for San Jose de Guatemala 
and Champerico. Nine copfes of the transhipment (yellow) bill of 
lading will be retained by the steamship company. 

Correction No. 1, February 28, 1920. 
SHIPPING ROUTES FROM BOSTON (page 1407) Route 10. 
Patterson, Wylde & Company, 102 Chamber of Commerce, has es- 
tablished a fortnightly service to Manchester, England. 

Correction No. 2, February 28, 1920. 

SHIPPING ROUTES FROM PHUjADEIiPHIA (page 1416) Route 11. 
The Green Star Line, Lafayette Bldg., has established a monthly 
service to Venice, Trieste and other Adriatic and Greek ports. 

Correction No. 3, February 28, 1920. 

SHIPPING ROUTES FROM PHHiADEIiPHIA (page 1416) Route 12. 

The Raporel Line, Clyde Steamship Co., Commercial Trust Bldg., 

has established a fortnightly service to Avonmouth and Hull, England. 

Correction No. 1, February 28, 1920. 

SHIPPING ROUTES FROM PHILADEM»HIA (page 1400) Route 1. 
Atlantic Transport. American Line, has established a fortnightly 
service to Hamburg. 

Correction No. 1. February 28, 1920. 

SHIPPING ROUTES FROM BAI/TIMORE (page 1418) Route 2. 
Atlantic Transport has established a fortnightly service to Ham- 
burg. 

Correction No. 2, February 28, 1920. 
SHIPPING ROUTES FROM BAMTMORE (page 1424) Route 11. 
The Kerr Steamship Co., Inc., Wilbur S. Spice, Agent, 316 Cham- 
ber of Commerce Bldg., will put on steamers for Hamburg, as oppor- 
tunity offers. 

Correction No. 3, February 28. 1930. 
SHIPPING ROUTES FROM BAIiTIMORE (page 1425) Route 13. 
The Green Star Line, Green Star House, has established the fol- 
lowing services : Havre and Bordeaux, fortnightly ; Antwerp and Rot- 
terdam.!, fortnightly; River Plate, monthly; Yokohama, Kobe and 
Shanghai, fortnightly. Dgi ^^^^ by ^OOg le 
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wheel type The crawler (cater* 
pillar) type does not meet with 
favor in Sweden. 

The farmers of Sweden have 
lately formed co-operativfe socie- 
ties. These societies are buying 
machinery and other things for 
ihtir constituent members. They 
usually ask for a credit of 4 to 6 
months. Swedish dealers usually 
prefer to buy tractors from the 
United States c i. f. Goteborg or 
f. o. b. New York, and also desire 
credit from 2 to 6 months. 

Due to the lack of gasoline in 
Sweden, the Swedish farmer is 
using sulphite alcohol (pulp alco- 
hol) with some success. Now. 
however, kerosene, which is pre- 
ferred, is becoming cheaper, and 
is coming into use again. Crude 
oil, on the other hand, is exten^ 
sively used for larger engines. 

The principal agricultural sec- 
tions of this consular district are 
the plains of Vastergotland and 
Halland, and the chief agricultur- 
al center is Goteborg. Planting 



is done in the latter part of April 
or the first part of May, depend- 
ing on the arrival of spring, and 
the harvesting is usually done in 
October. The nature of soil va- 
ries greatly. On the whole it may 
be considered as rolling, although 
stony and mountainous ground is 
common. There are numerous 
river basins, but these have not 
been cultivated to any great ex- 
tent 

Modern agricultural machinery 
has only in recent years come into 
use in Sweden. There it little or 
no demand for thrashing machin- 
ery, the Swedish thrashing ma- 
chine being considered here as 
the equal of the American prod- 
uct 

The best distributing center is 
undoubtedly Goteborg, which has 
the most excellent lines of com- 
munication with the surrounding 
district The business of the dis- 
trict could very well be handled 
by one firm and its travelers. 



HOULDER, WEIR & BOYD 

(INCORPORATED) 
STEAMSHIP LINES FROM NEW YORK 

AMERICAN & ORIENTAL LINE 

to Aden, Port Soudan, Singapore, Manila, Hone Kong, Shanshai, Man- 
churian Forts, Kobe, Moji, Nagasaki and Yokohama. (Via Suez Canal 
and (or) Panama Canal) 

Connecting at Aden for Red Sea Ports, East Coast of Africa, Persian 
Gulf and Indian Ports: at Singapore or Hong Kong for Ports in Java, 
Sumatra, Borneo, Celeoes, Frencn Indo-China, Siam, etcj at Shanghai 
for Chinese coast and river ports; at Kobe for ports in Korea, Siberia, 
etc. 

THROUGH BILLS OF LADING ISSUBD TO ALL THB 
PRINCIPAL PORTS IN TUB FAR BAST. 

AMERICAN & RIO PLATA LINE 

To Montevideo, Buenos Aires, Rosario, calling 

at Bahia Blanca, La Plata, etc., as freight offers. 

THROUGH BILLS OF LADING ISSUED TO THE PRINCIPAL 

PORTS IN ARGENTINA AND URUGUAY. 

Railroad Gar* Loaded and Dteckaived 

Direct 17 from and Into Steaaaera 

Shipments from Interior Points consigned to our 

care will receive Prompt and Careful Attention. 

FOR FREIGHT RATES AND OTHER INFORMATION ADDRESS 

HOULDER, WEIR & BOYD 

24 State Street, (INCORPORATED) jt^w York 
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TRY US FOR UGHTERAGE 



New York, New England & Pennsylvaiiia 
L^hterage Co. 

IS WHITEHALL ST. Bowling Green 7594 -7595- 7596 



FONTANA BROS. 

Exporters :: :: Importers 

424 PRODUCE EXCHANGE, NEW YORK 



Headquarters for PARAFFINE WAX 
of all Grades 



NATIONAL LINES 

BRAZHi SERVICCJt For Pernambvco, Bakki, Rio de Janeiro 

and Santos I also for Rio Grande do Svl and Maceio, a« 

earffo offer*. 
RTVBR PliATB SBRVICEi For Montevideo, Bveno* Aire*, La 

Plata and Rosarlo. 
SCANDINAVIAN AND BALTIC SERVICES t For principal port* 

in Denmark, Sweden, Norway and Finland. 

For rate*, etc., apply to 

NATIONAL S. S. UNES, Ltd. 

11 Broadway, New York City. Telepkone, Bowllnir Green 6888 



RECEIVING and DELIVERY of 
STEAMSHIP CARGOES 

A. C. GREGSON COMPANY, Inc. 

TEL. BOWLING GREEN 9660 11 BROADWAY, NEW YORK CITY 

Clerking of Ships done at a fixed cost per ton plus overtime, on percent- 
age of clerks and checkers supplied. Work done at any Port on the At- 
lantic or Gulf Coasts. We have handled as high as 350,000 tons per month 
for the British Government. 

'WR ALSO DO A GBNBRAL FORWARDING BUSINESS. 
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WiDiam A. Fox 


Reeve Shipping 




Shipping 


COe, hCe 




Corporation 


Foreign Freight 
Contractors 




5 Nassau St, New Yoifc 


PORWARDINQ AGENTS 




Telephone 2172-3-4 Rector || 


Oiir Idea of Sendee is 




- 


Prompt Cleannoe at 
Low Fteight Costs 




201 Marquette BoiUiDg, 






ducago 


II NEW YORK 
II 42BroMlway 




Telephone 2482 Central 


1 CHICAQO 

1 209 So. La Salle Street 






I BOSTON 

II 53 State Btieet 




CMe Addr€9s:' WafBCo 






Foreign Freight 
Forwarders and 








Bentley^s 




Contractors 


CODE 




Custom House 


Improved 




Brokers 


enables you to express 
yourself exactly as 




Tracking, Li(kterage,W«re- 


desired. Never Fails. 




hontiiic. Marine Innirance 


Tlie Cipher WsHs Are 




Agents for 


CONSECUTIVELY 




Charter, Sale, Parchase and 


NUMBERED 




Operation of Steamers 


Issitt M Gettii« the 




Contracts arranged from 


IMPROVED EDITION 




and to all Atlantic, Pacific 






and Gulf Ports 






No forwarding charges on 






carload shipments or over 






Agents in all principal ports 


CmhieAddrmm 




of the world 


''AUUileoas, N*w York." 
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RoYAi. Ordinance. 
Regarding prohibition against the use of pasteboard and artificial 

leather in boots and shoes, issued from the Royal Castle at Stock- 
holm, May 9, 1919. 

Paragraph 1. — This ordinance refers to all kinds of boots and 
shoes with exception of slippers, and also children's shoes up to a 
length of 16 centimeters (6.3 inches). No. 24. 

Paragraph 2. — In the manufacture or making of boots and 
shoes for sale, ordinary cardboard or pasteboard must not be used; 
neither artificial leather nor artificial leather pasteboard to a greater 
extent than as mentioned in paragraph 3 here following: 
Hules Applying to Manufacture of Footwear. 

Paragraph 3.— Clause 1. Artificial leather or artificial-leather 
' pasteboard may in all kinds of boots and shoes be used for filling be- 
tween the soles, filling in the instep, and for reinforcement of the 
insole under the heel. 

Clause 2. Artificial leather or artificial-leather pasteboard may 
also be used: (a) for a short toe stiffening in shoes without tips; (b; 
for heels and for inlaid soles in turned shoes or imitation turned 
shoes; and (c) for reinforcement of the whole insole in shoes made 
with tops or uppers of textile material. 

Paragraph 4. — Shoes or boots which for the purpose of sale are 
imported into this Kingdom may not be delivered from the custom 
house unless they have been manufactured or made in accordance with 
the rules laid down in paragraphs 2 and 3 ; and the fact that they have 
been so made shall be verified by a certificate given upon honor and 
conscience by the importer and delivered to the proper customs au- 
thorities. 

Boots and shoes which have arrived in this Kingdom and which^ 
according to what has been said above, may not be delivered by the 
customs administration, shall be re-exported, provided that they are 
not, according to the customs regulations, to be considered as illegally 
imported. In case re-exportation is not effected within four months 
after the latest date on which customs declaration should be filed, the 
goods shall revert to tbe Crown. 
How and Where Shoes Must be Stamped. 

Paragraph 5. — Clause 1. Boots or shoes which, for the purpose 
of sale, are manufactured or made within Sweden shall, before they 
are offered for sale, be provided in the instep, near the heel, with a 
plain, durable stamp, at least 6 millimeters (0.236 inch) in size, con- 
taining : 

(1) The letter A, in case artificial leather or artificial-leather 
pasteboard has not at all been used in their manufacture, or only in 
such a manner as referred to in Paragraph 3, Clause 1, or Clause 2 (a) ; 

(2) The letter B, in case artificial leather or artificial-leather 
pasteboard has been used in the manner mentioned in Paragraph 3, 
Clause 2 (b) or (c). 

Shoes or boots referred to in this ordinance shall also be provided 
with the registered trade-mark of the manufacturer or with his firm 
name, which shall be put on the outer sole or inside the tops, at a 
visible place, as well as stamped with a steel stamp on the insole at the 
instep inside the shoe. 

Clause 2. Boots and shoes which, for the purpose of sale, are im- 
ported into this Kingdom shall, before they are sold be marked by the 
importer according to their quality, as prescribed in Clause 1, and 
also be provided with the registered trade-mark or the firm name of 
the importer, and in addition thereto the word "Import." But it shall 
not be necessary to provide such boots or shoes with trade-mark or 
firm name on the insole. 
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Persistent Methods and Lo^¥ Rates - Our 



Offer 



THE MUGHER-DEVOY SHIPPING CO, Ik. 



Export Forwarders 



Freight Contractors 



UL mutmhaO 361-362 29 BROADWAY, NEW YORK 



ST.1X>UIS 



DENVER 



SAN FRANCISCO 



NATIONAL SHIPPING CO. 

Foreign Freight Forwarders sad Contractors 

SHIPPERS* DRAFTS NEGOTIATED. MARINE INSURANCE 

Carloads Distributed Lighterage Storage Trucking 

Tel«pkonea — Broad 2845-2706 
24 dTONE STREET NEW YORK, N. Y. 



A. G. SMITH & COMPANY 

Lowest Rates Quoted— Expert Service Rendered 
on Foreign Sliipments to All Ports 

Freight Brokers :: Forwarders :: Contractors 

93-90 NASSAU STREET NEW YORK CITY 



Cota: W. v., A. B. C. Ml ESliu 

PORTLAND, OREGON 

AMBROSE, RIDDELL & COMPANY 

Worcester Building 
Steamship and Chartering Agente 

Buying AgenU— Pacific Nortliwett ProducU for account 
of American Export Houses 
Freight Forwarders Coal Importer* Ship 



THE OCEAN FREIGHT SITUATION 

Shipping Situation, New Tariff Schedules. Current Rates. 



THE shipping situation this 
week, as far as the Atlantic 
Coast is concerned, can be sum- 
marized in a few words. Cargoes 
have been extremely light, pros- 
pective offerings are not large, 
while orders for export have been 
slow, with foreign buyers indif- 
ferent regarding future require- 
ments. Outside of the United 
Kingdom, rates continue weak, be- 
- ing generally below those estab- 
lished by the Shipping Board. The 
continuance of the embargo on 
export coal has resulted in many 
vessels being thrown on the mar- 
ket, thus adding to the available 
tonnage.^ Consequently, in the 
competition for freight no rea- 
sonable oflFer is refused. Among 
the factors responsible for the de- 
crease in exports may be enumer- 
ated: slow deliveries from the in- 
terior, due to hampered transpor- 
tation conditions, the adverse in- 
fluences of demoralized exchange, 
and the increase of manufactur- 
ing in England, France and other 
countries. 

It is significant that cargoes for 
the return voyage are now more 
easily obtained in England, 
France, Germany and practically 
all northern Europe. In many 
instances a large proportion of 
the goods shipped are of recent 
manufacture. It is on this fact 
that steamship operators largely 
base their hopes of a compara- 
tively speedy revival of European 
trade. 

The resumption of commercial 
relations by the allied European 
powers with the Russian Soviet 
Government will have a far- 
reaching cflFcct on the world's 
trade. With Russia must also be 
counted the vast neighboring re- 
gions of Siberia, Roumania, Cze- 
cho-Slovakia. Poland, Hungaiyi 
Bulgaria and Turkey, which will 
swing into the world's movement 
together. The foreign trade of 
the United States will be enor- 
mously increased by the reopen- 



ing of Russia, and the entire Rus- 
sian sphere of eastern Europe to 
the free and unhampered com- 
merce of the west. 

Trade with the Orient continues 
brisk, with China and Japan still 
in the lead, and tonnage, general- 
ly speaking, fully employed. The 
east coast of South America is 
suffer ing from the eflFects of the 
labor strikes at Buenos Aires and 
other points, which are seriously 
hampering the movement of 
freight. 

The strike of steamship crews 
at Buenos Aires is directed chief- 
ly against the Mihanovitch Steam- 
ship Company, which has dis- 
charged the crews of its vessels 
and laid up its 280 coastwise and 
river craft and tugs. The Argen- 
tine authorities, some time ago, 
made official the working regula- 
tions against which the men are 
striking, so that settlement rests 
with the government. In the 
meantime coastal and River Plate 
commerce continue paralyzed. 

Commenting on South Ameri- 
can conditions, a representative of 
W. R. Grace & Co., this week, 
said that American exporters ex- 
perienced a great handicap in the 
extension of merchandise sales 
on the west coast because of the 
higher freight rates they are oblig- 
ed to pay as compared with those 
paid by their European competi- 
tors. When, he explained, this 
situation is generally understood 
in the United States it can prob- 
ably be corrected by co-operation 
between manufacturers, exporters, 
salesmen and representatives of 
Latin-Aqierican countries. 

Trade with the West Indies 
has recently shown some decrease, 
which is attributed to the con- 
tinued drop in exchange, which 
has put a check on orders for this 
country. An interesting develop- 
ment in connection with this 
trade is the announcement that 
the Royal Dutch Steamship Com- 
pany is about to enter the Mara- 
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Britain have been in the form of contracted all their space for 

re-exports. months to come. The recent as- 

The announcement was made signment of several vessels to Pa- 

this week that rates on foodstuffs cific Coast steamship companies 

shipped from this country to the by the Shipping Board is expected 

United Kingdom in British ships to relieve the situation to some 

have been advanced from $16.80 extent 

per ton to $23.50, or an increase The following are the current 

of approximately 20 cents per 100 rates on general cargoes destined 

pounds. Various reasons are given f^^ the world's principal ports : 
by the British minister of food 

for this increase, the principal one EuROPR. CubS7t i(W^ 

being that operating costs are con- Lj^^rpool 50c ' $1.0(> 

Sii\^rz.,'"Si:o«..^ ^, ^ ,.„ 

that the English people will be r^««„u,„^„ «n/, i e^ 

forced to pfy abojt $100,000,000 teaur.;::::: 2^ 1^ 

more for the food crossing the A_t_,,-- 60c 125 

Atlantic under the new rates. Mar3s 75^ ITO 

The extent to which govern- ^^J^,—- J't iT^ 
ment-owned vessels have been 

employed in developing American South America. o^o'^ic ft.* 

foreign commerce was revealed r.,„^^, a-^, ^ti^ynA «-«. 

this week, when the Shipping ^ZZ'±^ ^7*^ " 

Board announced that there were ^ont«video ^ 17.00 ^^ 

more than forty trade routes in ^'^ ^« J*"^'^^ • \®f^ 

operation from eighteen United Japan, China, etc. or 40 cubicft 

States ports, employing more than Vr>u«i,o«,o «oq nn ^m* 

one thousand ships. About half K^fc^^*"^ ^W " 

of these are in operation to north- ci,«««.uV: oo'aa «♦ 

ern European ports. In view of ?r^^^^^^ ^'^ u 

this, and the fact that American ^Zfu ^ 11^ - 

shipbuilding continues in fair vol- 5t«^l'^^;; oq a? - 

ume, there is every indication that ^^^«^^^^^ • • ^3.00 

American exporters will not be India. Cub^^ft K^^bs. 

left at the mercy of foreign ship- ^^^^ ^^ ^^^ 

ping when normal conditions re- Calcutta 70c 1.10 

^"According to reports from the ^/^'^ "^^^ ^'^^ 

Pacific Coast, tonnage continues Australia and p^ 2.240 lbs., 

short with considerable freight New Zealand. or 40 cubic ft. 

accumulating on both sides of the Melbourne $25.00 $30.00 

ocean. Japanese companies have Sydney 25.00 30.00 
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Freight Forwarders of New York 

The frtlffht forwarders listed below are equipped to handle 
shipments to any part of the world. Correspondence Is In- 
vited by these firms, all of whom will be fflad to submit full 
Information reffardlnff rates, etc, without obligation. 



HARRY K. BARR 

The Ban- Shipping Company, 25 Bearer Street, New York City. 

Branch offices: 1042 Drexel Bldg., Philadelphia, Pa.; 314 Marine Bank 

Bldff., Baltimore, Md. Cable address: *«Harbarr," N. Y.; "Barrcald,** 

Philadelphia; *'Barrcon,'* Baltimore. 

Member of Steamship Preight Brokers' Association, N. Y.; Philadelphia 
Freight Brokers' Association, Philadelphia. 

Branches and agents in every principal ctty in the world. 
SNOW'S LTD. (Established 1864) 

17 Battery Place, New York. 

Branch offices: Hibemia Bank Bnildinif, New Orleans, I^; 51 S. Gay 
Street, Baltnnore, Md.; 300 Greenwood Bldg., Cinci^ati, Ohio. Cable 
address: "Snowexco." 

Member Associated Freight Brokers ft Forwarders of Port of New York. 

Genera] shippers all parts of the world with offices in I/>ndon and Liver- 
pool. 

FREDERICK A. KIRK ft CO., INC 

72 Wall Street. New York CHy. 

Branch offices: San Francisco, Seattle. New Orleans, Savannah, Baltimore,. 
Phfladelphia. 

Cable address: "KirkeHck," New York. 

Members: Maritime Exchange, Associated Freight Brokers and Forwarder* 
of the Port of New York. 

Representatives in all principal ports of the world. 

Foreign and Domestic Traffic Managers. 
TRANSATLANTIC SHIPPING CO., INC. 

109 Broad Street. New York. Cable address: "Ranevig," New York. 

Films and Taluables to all parts of the world. 

ATLANTIC FORWARDING CO.. INC. 

18 Broadway. New York. Cable address: "Atforward." 
Represented in all European countries. 

STONE-GROSS CO.. INC. 

11 Broadway. New York. Cable address: "Stonegross," New York. 
Members New York Produce Exchange; Steamship Freight Brokers' Ass'n. 
DYSON SHIPPING COMPANY. 

Woolworth Bundini[, New York City. 

Branch offices: Chicago, Seattle. San Francisco. 

Cable address: "^sonco." 

Members: Maritime Exchange. Associated Freight Brokers and Forwarders. 

of the Port of New York. 
Representatives in all principal ports of the world. 
Warehousing. Drayage. Insurance Rates quoted to all parts of the world. 

P. MARTI ft CO^ INC 

Singer Buildmg, New Yorx. 
' Branch office: Broad Exchange Bldg.. Boston. Mass. Cable: "Martfco.'" 
Manager: Edward T. Schmidlein. 

Members N. Y. Produce Exchatige. Steamship Freight Brokers' Association. 
Shipping Facilities for Shipments ''From Warehouse to Consignee" to M 
parts of the world. 

ALFRED H. POST ft CO. , 

11 Broadway. New York. 

Branch offices: Cbicaso. San Francisco; Representatives in United Kingdonk 

and Europe. Cable address: Tosteximco." New York. 
Manager: Henry J. Clay. 
Shipping facilities: Ship Charters and Coal Transportation; Foreigik 

Transportation; Marine Insurance; Full or Part Cargoes. 

JOSEPH C. MURRAY ft CO.. 

29 Broadway. New York Citar. 

Branch offices: Boston, Philadelphia. Baltimore and San Francisco. Cable- 

address: ''Raymur." New York. 
Agents in all Ports. 

JACKSON. SEELEY ft JACKSON. INC 
HO Nassau Street. New York. 
Foreign Correspondents. 

Cable address: "Jacksee." New York. — 

Shipping facilities: Freight Brokers. Warehousing, Drayage. Insurance. 
Kates quoted to all parts of the world. 
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CLASSIHED ADVERTISEMENTS 



The rate for clAMilled AdTertisemeiits Is twenty cents a 
QmiOk most aooompany order. Mfalnmm space flve Hues. 
Oop J must be In Monday preceding date of Issne. 



EXPORT SHIPPING. 

AOGRESSIVB YOUNG MAN, 
THOROUGHLY FAMILIAR 
WITH ALL DETAILS AND CA- 
PABLE OP ACCURATE WORK, 
\%^ILL FIND POSITION W^ITH 
EXCELLENT FUTURE PROS- 
PECTS. GIVE DETAILS, YOUR 
EXPERIENCE, SALARY WANT- 
ED TO START. ADDRESS 100 
R., THIS OFFICE. 

EXPORT MANAGER 
YOUNG AMERICAN, 29, 
COLLEGE GRADUATE, EIGHT 
YEARS' EXPORT EXPERI- 
E N C E, CONVERSANT ALL 
PHASES OF EXPORT TRADE, 
FLUENT KNOW^LEDGB 
FRENCH, SPECIALIST IN 
FOODSTUFFS, DESIRES EN- 
GAGEMENT WITH FIRST 
CLASS EXPORT HOUSE OR 
MANUFACTURER. 725X., THIS 
OFFICE. 

SITUATIONS W^ANTED — Female 

SECRETARY, EXPERT STENOG- 
Tapher, desires position. Qualifications: 
High school graduate, eight years' sec- 
retarial ex[)erience all lines of foreign 
and domestic business, thorough knowl- 
edge of office routine, also fair knowl- 
edge of bookkeeping; best references. 
«15 Y., this office. 

FRENCHENGUSH STENOGRA- 
pher, correspondent, translator; thor- 
oughly competent; $42. Address 805X, 
this office. 

HELP W^ ANTED— Female 

STENOGRAPHER— YOUNG LADY 
in office of Custom House broker and 
forwarders with at least three years* ex- 
perience: must operate Remington ma- 
chine; state age, experience and salary 
expected. 649A., this office. 

EXPERIENCED STENOGRAPHER 
and general office assistant; must be 
thoroughly efficient, reliable, trust- 
worthy and refined. Write, stating »al- 
ary desired, references, etc., 640X, this 
•office. 

SITUATIONS W^ ANTED — Male 

EXPERIENCED FRENCHENG- 
lish correspondent, married, 36, rapid 
typist, thoroughly familiar with export 
shipments, principally foodstuffs, de- 
sires connection with large firm where 
conscientious and accurate work will 
be rewarded by advancement; has had 
several years' experience; salary $35- 
_^. 930X., this office. 



CORRESPONDENT— DUTCH. GER- 
man and French — has had export train- 
ing and thoroughly understands foreign 
banking. Box 500, Export Trade. 



HELP W^ ANTED — Male 

YOUNG MAN FOR GENERAL 
office work in large, progressive export- 
import concern, closed Saturday, open 
Sunday; college man preferred; splcti- 
did opportunity for right party; state 
age, etc., 910 A., this office. 



WANTED— A COMPETENT FOR- 
eign exchange bookkeeper and two Ju- 
nior messengers; a good chance tor 
right parties. 920 X., this office. 



EXECUTIV E— MANAGER. 
experienced buyer, with knowledge of 
merchandise and prices, principally dry 
goods; conversant with requirements of 
South American countries; knowledge 
of Spanish essential; must be able to 
stand thorough investigation; state na- 
tionality, age, experience, salary de- 
sired. 665X., this office. 



SPANISH TRANSLATIONS 

TECHNICAL, COMMERCIAI^ 4 

LEGAL 

L. O. W^eleoaie, Jr. 

1152 Eaat 40tli SU Brooklyv. 



Interested in Exportmg? 

Come to the only scKool 
in the city using practi* 
cal methods of instruc- 
tion and try a lesson 
before enrolling for day 
or evening classes. 

Export ft Import hstitile 

Pilitstf BI4f Digitized b^tEW YORK 
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FINANCING IMPORTS IN THB 
DUTCH BAST INDIES. 

The Bureau of Foreign and Domes- 
tic Commerce has received an article 
by W. M. Anderson, of the Internation- 
al Banking Corporation, which takes up 
foreign trade financing in the Dutch 
East Indies. 

Mr. Anderson, in this article, points 
out that practically all the import bus- 
iness of Java is financed by means of 
bills drawn in the currency of the ex- 
porting country, and that such bills are 
worded in such a way that the exporter 
is relieved from any dealing with ex- 
change. It is seen that the American 
exporter quotes his price in United 
States currency^ f. o. b. New York, San 
Francisco, etc., or preferably, c. i. f. 
port of destination, draws for the cost 
m American dollars, and if he sells his 
draft (stamped with the following 
clause) he immediatelv gets a check for 
the face amount without deduction of 
any charges: 

"Payable at the Bank's selling 

rate of demand draft on plus in- 
terest at the rate of per cent 

per annum from date hereof until ap- 
proximate date of the return remittance 
m " 

In cases where the bill does not bear 
the interest portion of the above clause 
the exporter has to take the interest 
charge into his calculation in fixing his 
selling price, the report states. 

The report continues, in part: Many 
of these import bills are negotiated by 
bankers in America under "credits'* or 
authorities opened in the Orient, the 
instructions being to draw on the im- 
porting firm. These authorities may be 
with or without recourse on the draw- 
ers of the bills, and mav be either re- 
vocable or irrevocable. Where the bills 
are "without recourse" the exporter has 
no further interest in the document. He 
is relieved of his ordinary liability as 
a drawer. 

Revocable authorities may be cancel- 
led at any time bv the issuing bank; ir- 
revocable authorities cannot be cancelled 
or in any way changed, after the bene- 
ficiary has been notified of their issu- 
ance except with his consent. 

BRUSSELS OFFICE OPEN FOR 
BUSINESS. 

The American Express Company, 65 
Broadway, New York, announces that 
its Brussels office, 121 Boulevard Max, 
is now open for businesi. 

The opening of the American office 
is in anticipation of the Commercial 
Fair to be held in that city from April 
4 to April 21. It is expected tnat 
American manufacturers will be repre- 
sented by a comprehensive display of 
goods, a number of booths having been 
taken for this purpose. 

The express company is the official 
freight forwarding agent of the fair in 
the United States, and has placed its 
European organization at the disposal 
of American interests who are anxious 
to build up business in King Albert's 
rapidly recuperating country. 

The new Brussels office will be fully 
equipped to handle all financial and 
shipping matters for the American ex- 
hibitors. 



Use Only the Best 

Translating Service 

IT PAYS! 

I^eading Exporters testify to 

business producing value of 

our work. 

MANUFACTURERS^ 

TRANSLATION BUREAU 

World Bldff.. NEW YORK 

Est. 1911. All I^anguagbs 

An Organisation of Experts 



T. D. D0WNIN6 CO. 

No, 1 Broadway^ New York 

88 Broad Street, Bonton 

Board of Trade Bulldlnflr* 

Montreal 

Foreign Freight Contractors 

Forwarding Agents and 

Customs Brokers 

Marine Insurance, Garta^re, 
Llsrliteraffe, Storage, Welnrh- 
Inff and Carload Dlistributinfi: 

H^e solicit the opportunity of 
quoting on your next shipment — 
Correspondence invited. 



C. J. HOLT HO. 

INCORPORATED 

J. W. Van Buskirk, Pre.. 
ESTABUSHED 1B69 

DRAWBACK 
SPECIALISTS 

We specialize in the 
collection of drawback 
allowances from the U. S. 
Government on export 
commodities manufactured 
either wholly or in part 
from imported duty-paid 
materials or domestic tax- 
paid alcohol. Any infor- 
mation in connection with 
drawbacks will be cheer- 
fully given upon applica- 
tion. 

8-10 BRIDGE STREET 
NEW YORK 
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Bringing the Manufacturer 
and the Exporter Together 

DECAUSE of the great number 
JLt of inquiries received from 
manufacturers desiring connec- 
tions with an exporter, we have 
found it necessary to establish a 

Free Service Department 

through the channels of which the 
manufacturer can be intelligently 
guided in the marketing of his 
product in foreign fields. 

Because of our close contact 
with exporters in this city, and 
knowledge of foreign markets, we 
are able to advise you of condi- 
tions , and by what Exporter or 
Freight Forwarder your shipment 
could be most economically 
handled. 

We Invite Your Inquiry 

regarding even the smallest ship- 
ment to the most remote part of 
the world. It unlV receive our 
prompt attention without obligat- 
ing you to us. It is a Free Service % 
we offer our readers. 

Let Us Help You 

muke your shipment a success 
from shipper to consignee. 

Export Trade 

1 50 Nassau St. Dept. A. New York City 
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Jacbro Products Corp. 


1 


21 PARK ROW, NEW YORK 


1 


PHILADELPHU CHICAGO 


1 
1 


EXPORT IMPORT 


f 


WE OFFER SPOT 


i 
1 


Copper Sulphate 




Caustic Soda 




Hematine Crystals 




Sodium Sulphide 




California Honey 




Quinine Sulphate 




Naphthalene 

(Hake and Balk) 




Paraffin Wax 




Phone Barclay 6712 




F. A. S. or F. O. B. 

Digitized by VjOOJJ 11 



NORTON, LILLY & CO. 

S. S. AGENTS AND BROKERS 

26 BEAVER ST., NEW YORK CITY 



NCW ORLEANS, LA. 
CHICAOO, ILL. 



NORFOLK, VA. 
NEWPORT NEWS, VA. 



SAN FRANCISCO. CAL> 
SEATTLE. WASH. 



towi m mi Fordu Um 
Mract Sttamr Stnrlct ti IMtMl Kt^iMi. 
■tic Mtf CMrtiMital Pwts 



AtlaMkMfFarEast LIm Via I 

FrM SMtlMni U. S. Nrts tt VMImttck wti 
Pwts !■ ChlM. JipaiL nit PWIppiMt, StriHs 

StttltHMtS 



NwtMLiM 
S. 8. «ARNA,*' Mar. 27 

Montevideo, Buenos Aires and Ros- 



U&9 Ytrfc to BWiM, Oportt tM UsiM 
S. 8. ^ABLANSBT,'' Blar. 31 



SAILINGS FOR MARCH 

S. S. "CITY OP ORAN," Mar. 30 

Vokobama, Kobe, Dalny and Tsing- 
tau 

S. 8. "KATHLAMBA,** April 5 , 

Yokohama, Kobe, Taku, Shanghai , NMlVilfcttI 

and Keelung , Cadiz, Valencia and Genoa 

8, 8. '^VAARLI,^' Aprils 

Barcelona and Marseilles 
8. 8. «<8TORVIKBN,** April 10 

Barcelona, Marseilles and Genoa 
8. 8. "KEY WEST,** April 30 



8. 8. "IVAIWBRA." Mar.aO 

Auckland, Wellington and Sydney 
8. 8. "KUMARA*> Mar. 30 

Lytlelton, Dunedin, Melbourne and 

Adelaide 
8. 8. "CITY OP WINCHE8- 

TBR,"* April 5 

Auckland, Wellington, Lyttelton and 

Dunedin 

BristeM. sidMy. MtlbMrat aii AMaMt 
8. 8. "CITY OP MADRA8,'' 

AprUO 

Mia Via Saaz Caaal ar Capa af Saai Napa. 
/Uaartcaa aM lailaa Uaa 
8. 8. "CITY OP MANttA,** 

Mar.aO 

Karachi, Bombay and Calcutta 
S. S. "HALERIC," April 5 

Aden, Bombay, Rangoon and Cal- 
cutta 

Aatarlcaa twi Afrlcaa S. S. Uaa 
S. 8. "\VAR SOLDIER," Mar. 18 
S. 8. "CITY OF 8HANGHAI," 
Mar. 31 

Capetown. Algoa Bay, East London, 
Port Natal and Delagoa Bay 

Amarlcao-MeitltamBaan-lavant Una 
Diract Staaaar Sarvlca ta LaviaC tM llack Saa 

Parts 
S. S. "WALTON HALL,** Mar. 18 i 



Paaaaia— Far East Uaa 
MaMa aii NawOrtaaastaJapaa Via Panm Caaal 
8. 8. "BIRMINGHAM CITY," 

April 30 
8. 8. "EN8LEY CITY," Blay 30 

Isthmiaa StaaasMp Uaaa 
MabHa ta Rattafiaai 
8. 8. "CHICKA8AW CITY," 

AprUaO 
8. 8. "MOBILE CITY," May 20 

Naw Orlaan ta RIvar Plata 
8. 8. "SANTA ROSALIA," 

April 10 

Societe Geoerale de Transports Msritimea 
■ Vsieur 

Naw erfaait ta MarsalNas wui Narth Africa 
8. 8. "MONT CENI8," AprU 10 

VaKaivar, Partlaai, Saattia mi Saa Fnaciact 

ta Nartfe Africa. ManaWas aad Saaaa 
8. 8. "MOUNT ETNA," June 

Otis Mai"«factariaf Caaipaay 
SaariMaaiMy SaNUp Naw Orlaaas ta NHza 



DIRECT PASSENGER SERVICES 

New York direct to MonteTideo aad Biiea<M Aires* Sovth 

America 

New York direct to Capetown, Durban, Karachi, Bombay* 

Colombo, Madras, Ranfroon and Calcntfa 

BOOKINGS TO ALL PRINCIPAL PORTS OP THE WORLD 
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